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Lets in 20% More Air Than Ordinary Screen 
Deflects Sun’s Heat Before It Enters Room 
Keeps Rooms Cooler—More Comfortable 
Helps Prevent Fading of House Furnishings 
Keeps Out Insects—Even Smallest Mosquitoes 
Made of Aluminum Alloy or Spring Bronze 
Made to Last a Lifetime 


YOU JUST CAN'T BEAT PROFIT b i : 
Aluminum—Dealer’s Cost: 22¢ Sq.Ft. Retail Price: 33¢ Sq. Ft. 
nena Goeesnamece ‘ Bronze —Dealer’s Cost: 32¢ Sq.Ft. Retail Price: 48c Sq. Ft. 
The center window above is screened with ‘ 25, 30 or 100 Lin. Ft. Rolls: In 24", 26", 28", 30°, 32° and 36° Widths 
/ ordinary mesh, letting in the hot sun. 
3 While the cool, shade of Venetian Screen on 


each side shuts out all of the hot sun’s rays, 
2 protecting the draperies and the carpeting. 


During the 2: 


Warp’s Venetian Screen combines the best advantages of fly screens, blinds 
and awnings. Gives complete insect protection and shuts out blistering have been making 

summer sun. Warp’s Venetian Screen goes over big with women because dow materials, I've 
it provides continuous summer coolness and also protects house furnish- | Sr°amed of developing 


ings from fading. It is ideal for keeping offices cool, too. different kind of window 

Mid-summer tests proved that rooms air-conditioned with Warp’s | S<reey {hat would give 
Venetian Screen stayed 12° to 14° cooler than those with ordinary screen. mer profits 
It’s easy to install—just cut with shears and tack on like ordinary screen. | engineers Sar nhine Wa 
Remember Venetian Screen not only keeps out flies and mosquitoes but Venetian Screen, they 
also makes rooms cooler by keeping out the sun’s heat rays. So be ready ae ae oe 

= to cash in with Warp’s Venetian Screen. Its yearly cost is low because it’s of hard work and severe | MAROLD WARP, Pres 
oo LIKE ORDINARY SCREEN built to last a lifetime. You will make firm friends wherever you sell it. has been perfected to the point where we're 
lind tack on ordinary frames Either tenes ia Sow fe quantity prodestion tnd an unaive lax 
Sraluminum once installed, will ast for years. Distributed by Reliable Hardware Jobbers mediate delivery 
ai eg. 
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Que auiry shows in every Wooster Brush; it is 


evident in the hands of a master craftsman, it appears 


in the finished work. At Wooster, quality dictates every 
brushmaking operation. Only the highest of standards, 
which every dealer and user associates with Wooster 
Brushes, are permitted by Wooster brushmakers... Their 


first obligation always is to quality. 


WoosTER §3>5 BRUSHES 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE 1851 — THRU 4 WARS 





The strongest 


selling Sentence” 


a line of locks 
ever had 


“with men who know locks best 


it’s YALE, 10 to 1” 


WITH MEN 
WHO KNOW LOCKS BEST 


It’s YALE 10 to 1 


Locksmiths across the country were 
asked, “What make of lock did you select 
for your home and store?” 

..» They answered: YALE, 10 wo 1 
For the most protection, dollar for dollar, 
follow the lead of the locksmiths and 
tell your dealer: YALE. : 


Too strong to make smashing worth- 
while . . . too clever to be tricked — 
The extra protection YALE builds into 
its locks is illustrated in the 840 Super 
Pin-Tumbler Padlock. The shackle is 
case-hardened steel, and it locks at both 
sides. You getextra security inthis padlock 
against all known forms of tampering 

Ask your dealer for the YALE 840 Super Pin 
Tumbler Padlock wherever you want wtmost 
security 

The Yale & Towne Manufacturing Co., Stam 
ford, Conn., U.S. A. Makers of the famous Y ALI 
lines of Locks, Door Closers, Hardware, Pumps, 
Hoists, and Industrial Trucks— products of crafts 


manship and enterprise,*contributing to the 
production and protection of America 
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THE YALE & TOWNE MANUFACTURING COMPANY 


STAMFORD - CONNECTICUT - U.S. A. 
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Hardware Age, published every other Thursday by Chilton Co. (Inc. ), Chestnut and 56th Sts., Phitudetphia 39, Pa. Entered as second-class matter March 24, 1933, at the Post 
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‘Fee VA ig Every owner of a filter-equipped warm-air furnace 
Mindy « 


needs two or more DUST-STOPS at least once a year. 
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d your 

se, and BUILT LIKE THE LOCK. 

is easy, oe 

anaes Handsome, rugged, dependable, here is a true Champ . . . the stand-out leader among 

r write combination padlocks! Its husky double-wall case offers the armored strength of 
t. 934, hard wrought metals — brass over heavy steel. The three-tumbler precision mechanism is 
| cities. smooth-working and trouble-free, without delicate parts to wear and fail. The strong steel 


shackle is automatically locked by a patented double-acting locking lever. The 
free-turning black dial with large white numerals and knurled brass knob give smooth 
operation and utmost readability. Master's Champ No. 1500 is the right combination for 


extra value — extra security — extra profits! Ask your jobber! 


Master Padlocks 















EVERY ONE AN OUTSTANDING VALUE 
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Master Jock Company, Milwaukee. Wis. e Worlds Leading Padlock WManujactunns 
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In buying enamel surface goods 





women want colors that are rich, de- 
signs that are right. That’s just what 
Bird Armorlite gives them. Every eye- 
catching color, every style-right de- 


~ 


sign in the Armorlite line is pre-tested 
to suit home-makers’ preference. This 
pre-testing is done by a consumer jury 
selected from the income groups that 
buy enamel surface goods. That’s why 
Armorlite rugs and yard goods head 
the profit parade in so many floor 
covering sections. For sales that make 
friends — that make profits — feature 
Bird Armorlite. 


Keyed to bit. Richness of color 


and superiority of 

) style are keynoted 

in the “American Colonial” pattern*shown 
here. Ground colors of blue (6993, Great 
Lakes group) and rose (6995, Grand 
Canyon group)... accenting floral 
clusters on the field and the border. 
“American Colonial” is a favorite in bed- 
rooms and living rooms, adaptable to 
early American or other period furnitures. 
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ENAMEL:SURFACE RUGS AND YARD GOODS 


BIRD & SON, inc., East Walpole, Mass., 295 Fifth Ave., N. Y. 
13-118 Merchandise Mart, Chicago 
Southern Furniture Exposition Bidg., High Point, N. C. 
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MORE USES...MORE CUSTOMERS 


-VIMLITE..., = 


All-purpose Celanese* Plastic 


| MORE SALES... MORE PROFITS 


: FOR YOU 


Nationwide publicity and radio and magazine ad- 
} vertising are making new customers for Vimlite 
+ everyday! Be sure to have Vimlite in stock at all 
: times to meet the demands of Vimlite’s growing 
market. 





Vimlite has dozens of farm, home, office and fac- 
tory uses. That’s why nearly everyone is a prospect 
for this wonderful plastic material. 


are oat eee 


2 TYPES 
PLASTIC MESH WIRE MESH 


EASY TO INSTALL 


Simply cut Vimlite to size with shears and tack in 
place under wood strips. Once installed Vimlite 
stays put. If your wholesaler doesn’t have Vimlite 
in stock, write us, and we will see that you are 
supplied. Address: Vimlite Department, Celanese 
Plastics Corporation, division of Celanese Cor- 
poration of America, 180 Madison Avenue, New 
York 16, N. Y. * Reg. U. S. Pat. Off. 














s 


JUNE 5, 1947 













KNOW ™ FACTS | 


then stock and sell Aluminum Paint with your eyes open! ... 
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Your paint knowledge will tell you that gen 
NO SINGLE paint will do for all these “ 
surfaces. To satisfy your trade, you need on 
THREE types. That is why the Alcoa National ni 
Program promotes three types of aluminum mer 
paint— 3 for 3’—made by many paint man- 
ufacturers—sold by dealers who want to ” 
give their customers RESULTS—results that 
will bring them back to buy again. we 


ans\ 
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NATIONAL ADVERTISING IS PAVING THE 
WAY FOR YOU TO SELL “3 FOR 3” 


In leading farm magazines, home magazines, and 
painters’ journals, the Alcoa National Advertising 
Program is using full pages in color to point the way 
to aluminum painting results—with 3 types for 3 
uses! Bringing in thousands of inquiries! 
SUPPLIERS of “3 for 3” first-line aluminum 


paints are making available to their dealers these 


EBS 


Je 


a ee 2 
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colorful selling helps: Big counter merchandiser. 
Window displays and streamers. Farm, home, and 
general literature. All geared to move “3 for 3” 
stocks in large volume! 

Buy a brand with the Alcoa Albron trademarks 
on the package. They are the nationally advertised 
trademarks your customers will be looking for, when 
buying aluminum paint for home. farm, or com- 
mercial use. 


ALUMINUM COMPANY OF AMERICA 
1984 Gulf Building, Pittsburgh 19, Pa. + Sales Offices in Principal Cities 
WRITE FOR FREE COPY of 20-page booklet “Paint It Bright 


—Paint It Right!” Gives further details on “3 for 3” and 
answers common painting questions. 
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Aluminum 

House Paint 

Rich in oil, elastic, durable, 

for priming or painting 
outside wood. 


Aluminum Metal 
& Masonry Paint 
Hard, protective, water- 


proof finish for metal, brick 
and concrete surfaces. 


Aluminum 
Enamel 
Fast drying, chrome-like, 


satin-smooth, heat resisting, 
for coating interiors. 
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Say st SR peta 


then they tell you: 
“We want TAVERN!” 


More women are finding out every day that 


Tavern Home Products take 
the work out of housework ! 








They’re finding out for themselves by buying 
and using more Tavern Home Products— 
finding out from excited neighbors . . . finding 
out through a continuation of Tavern’s 10- 
year program of national advertising and 
Tavern’s personalized and tailor-made store 
merchandising and promotion program in 
stores all over America. 




































Then they’ll come to you for the Tavern 
Home Product they need most. From then 
on, you’ve got a volume buyer, because 











Every Tavern Product is so 
good it creates a demand 
for all the rest of the line! 


And the Tavern line meets just about all household 
needs! Display it and get your share of Tavern’s high 
unit sales and profits. Order the complete line today 
from your nearest Socony-Vacuum office or from 
26 Broadway, New York 4, N. Y. In the Southwest, 
order from the Magnolia Petroleum Company, and 
on the West Coast from the General Petroleum Corp. 











Every Tavern Home Product 
J SOCONY-VACUUM 


Carries the Sign the Nation Knows 
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d Wax ° 
Non-Rut 
‘Jeaner ¢ Taver 
Cloth - Tavern 


>» Wax 
Tavern Paste 


) Floor Wax | 
n Spot Remover 
Window Cleaner 
n Rug Cleaner 


Tavern Liqui 
Tavern 

Tavern Paint ¢ 
Tavern Lustre 
Tavern Furnitur 
Tavern Pa 
Tavern Lea 

Tavern Electr! 

Cleaner 


e Gloss « Taver 
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© TAVERN 
—— Kignid 


: Wax 3 


Tavern Dry 





Nationally Advertised! ; “dant 
Public Accepted! S Max ET 
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Priced To Please! 
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Suppose Formica push plates are banged around by strong, tough, and 
careless hands; suppose those hands are greasy and dirty—that's no skin 
off your nose! 





For Formica was made to stand just such usage and does — years and 
years of it, without cracking, wearing, or losing its color and finish. 


No material is easier to keep clean—just wiping with a damp cloth will do 
it. 
Standard colors have been chosen to harmonize with the most popular 


door finishes. Plates in these colors in standard sizes are shipped individ- 
ually packaged for the jobbers stock. 


Ask for a price list. 


THE FORMICA INSULATION COMPANY e« 4646 SPRING GROVE AVENUE, CINCINNATI 32, OHIO 
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OIL-BURNING 
SPACE HEATER 


When you have the EVANS line you 
have oil-burning Space Heaters that 
you can sell with confidence and pride. 


They’re tops in design, superbly engi- 


a . . 
« Big Horizontal Heat Ch Sani Flame neered, quality constructed. They have 
a Double-Length -Shape a eye-appeal and are packed with sales- 
own-Flo Acti making features. For your own profit 


“D 
icient , 
x Effi -Tip Controls and for customer satisfaction you 


e Finger 
* Simmpl sn Teague Design ought to handle EVANS. Write for 


t Dorw! ee « nd a e * 
x Walte additional information today. 


EVANS srw: SPACE HEATERS 


— ee 





so = _ 
& #) 8 6 Al ; 
a _ Nee 
ee al Kal ANOTHER EVANS ECONOMY PRODUCT, 
MODEL 176-D MODEL 156-D MODEL 146-0 MODELIS6-S MODEL 136-5 
15,008 B.T.U. 55,000 B.T.U. 45,000 B.7.U. 50,000 BT.U. 31,000 B.T.U 4 
: Heating and Appliance Division Tome Nationally Distributed by 
EVANS PRODUCTS COMPANY WESTINGHOUSE ELECTRIC SUPPLY CO. 
«PLYMOUTH, MICHIGAN AND INDEPENDENT DISTRIBUTORS 
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Keep your eye on that big colorful spotlight circle. Featured within it and stretching 
right across the calendar will be a parade of eye-filling, purse-loosening product an- 
nouncements. Each devoted to one or more of the popular Westinghouse appliances you sell. 

Week after week, month after month, these ads will appear in a dozen top-circulation 
magazines with a combined readership of 176 million. Translating this into store 
traffic for you, it means that just about every likely prospect in your trading area will be 
seeing this advertising—and looking for the retailer that displays the Westinghouse line. 


TUNE IN: Ted Malone, nama patel none 11:45 A.M., E.D.T., American Broadcasting Company Network 
LER TRPEERA ELE oe TERE TENTED EA: bed *ePOORROERETEST 29s PEER ENTS SPT RE S's. 


¥ 1 Every house leeds Westinghouse f 
, 7 Maku of 30 miiiom Electric ftome Aygpliances 


WESTINGHOUSE ELECTRIC CORPORATION + PLANTS IN 25 CITIES - OFFICES EVERYWHERE - anrieaeeenon MANSFIELD, OHIO 


NAMES od Ba hi iss PENeE sre OS TEE PE REDE YEUVERE WER ENCES Ota) re 7 ToT SEES SESS Se egal isis ish i ea ttmks 
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This new THERMOREX* container was made 
to order for home freezer and cold storage 
locker use by Sealright—the largest manufac- 
turer of cylindrical paper food containers. 

A special inner surface makes it leakproof. 
That means it can be used for cooked foods 
with gravies or sauces, for syrupy or juicy 
fruits, for vegetables. 

As simple as A-B-C to fill—no liners, no set- 
ting up, no heat-sealing, no funneling. 

Simple as A-B-C to display and handle, too 
—in the sanitary dustproof bag. 

Place it where it can be seen and it will 
practically sell itself. It is nationally advertised 
and identified by the Sealright seal known to 
millions of housewives. Write for details. 


Sealright 


THERMOREX* CONTAINER 


(*Means Temperature King) 


SEALRIGHT Co., INC., FULTON, N. Y.—KANSAS City, 
KANSAS — SEALRIGHT PACIFIC LtD., Los ANGELES, CAL. 
CANADIAN SEALRIGHT Co., LTD. 
PETERBOROUGH, ONTARIO, CANADA 


SPECIALISTS IN SANITARY PACKAGES FOR FOOD PRODUCTS 


14 





















SIMPLE AS 
A-B-C 


Remove Lid 
* 
Fill Container 
& 


Replace Lid 


ONTAINERS 






This dustproof bag 
holds 24 pt. size, 12 
quart size, or six 5 
Ib. size. Easy to 
handle and display. 
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and better than ever! 


POLORON’S 


WOODLAND 
CHARCOAL GRILL 

















STEEL 







RUSTPROOF...made of Armco Alum- 


inized Steel. No paints to scrape or burn 
off. 


FOLDS compactly ...to 2” thick. No 
loose parts. 








































EASIER to set up. Easier to carry. Weighs only 10 Ibs. Easier to use. 
Raised edge keeps food on top. Easier to add fuel, through split top. 





EASIER to sell. “Cooking outdoors” is sweeping the country. The 
WOODLAND GRILL is the answer at everyman’s price. Every car owner, 
everyone with a backyard is a prospect. 


ORDER FROM YOUR DISTRIBUTOR TODAY | 


POLORON PRODUCTS, inc. - 55 AVENUE E, NEW ROCHELLE, N.Y. 








f b 
ino, 12 For 16 years, known from Coast to Coast for e\ 
six 5 x / -__ ik >; 
~ Ang RED CAP (“=> enna a 2) THERMEX Les WOODLAND | > POLORON 
PICNIC PICNIC =e | _~—sé PICNIC 4 portasie =) SELF-SEAL 
juss \—- gucs S25 oucs  (“S)—Ccewox  ___ STEP-ON CAN 
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GRINDING WHEELS 


by CARBORUNDUM 


TRADE MARK 











RA)PROTI 


No.109 By 
Sharpening 
Stone 


here - 


Tool counters get a lot of atten- 
tion. In your store, it may be the 
biggest money maker. Yet, you can 
probably make it pay even more 
by using these new related displays 


by CARBORUNDUM. 


Quickly and easily set up on the 
tool counter, they flag in many 
extra sales... pile up a profit that 
would otherwise be lost. That's 
because edge-tools and abrasives 
are so closely related. There’s no 
need to sell your customers on the 
idea of keeping tools sharp. But 


you do have to remind them... if 
you want to sell an abrasive prod- 
uct every time you sell an edge- 
tool. These displays make the re- 
minder automatic. 


Keep in mind, too, that the trade 
mark CARBORUNDUM adds 
sales appeal. Instantly recognized by 
its long standing reputation, it actu- 
ally gives a lift to other items with 
which it is displayed. Don’t pass up 
extra profits at your tool counter. 
Get these related displays from your 
jobber and put them to work. 


LD 
v 


HOUSEWARES & 
HOUSEHOLD 
SUPPLIES 


ELECTRICAL 


CASH IN ON TRAFFIC ALL THROUGH YOUR STORE 


Wherever there is store traffic, 
there’s an opportunity to make an 
extra abrasive sale. Because abra- 
sives are easily re- 
lated to the pur- 
chase of cutlery, 
paints, garden tools 


Ahras\Ve> 
nrAwie 


and a variety of other merchandise. 
Probably no other item you carry 
has so many natural associations. 
And The Carborundum Company 
has new related displays to help 
you cash in on every one of them. 


Get them from your jobber. Set 


them up in a matter of minutes at 
points where they will do the most 
good. Then note the way they in- 
crease your volume and create an 
extra flow of cash to your register. 
The Carborundum Company, Niag- 
ara Falls, New York. 


CARBORUNDUM 


TRADE MARK 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Compan) 
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My job is to furnish outside protection for the 
component parts within me. I am made of heavy, \ 
strong zine alloy and covered with a metallic 
gun-metal protective paint. My exterior and 
interior are completely corrosion-proofed. I'm 


Z01TS really tough, too! \ 


dor CH \ 





At last! . . . A padlock that’s new, different, SAFER 

. a better padlock without a price premium! Con- \ 
tains many features not available even on more ex- 
pensive locks. Self-locking . . . rap-proof . . . double \ 
rotary bolts (an exclusive Illinois feature) mean sure \ 
protection . . . cylinder mechanism with two sets of posi- \ 


tively-operated tumblers prevents sticking or freezing. 





Illinois is a good buy for customers, a good deal for you. Model 
shown (No. 5810-A, 114”) is available NOW. . . complete line of 


other models coming soon. Order from your jobber; if he can’t 

















supply you yet, please send us his name. 





% This is the fifth in a series of ads showing the amazing features of Illinois Padlocks. 


ME 
(OIS. LOCK COMPANY 


Chicago 7, Illinois _ 
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Rural hardware dealers know this. Asked what rural 
magazine would be most effective. from an advertis- 


ing standpoint, in helping them sell their prospects 


they chose Country Gentleman almost "he : _—— 
3 to 1 Pag Pe J a. ai 


Advertisers know this. They invest more advertising 
dollars in Country Gentleman than in any other 


farm magazine. 


GRE: 
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START THE V-BELT PROFITS COMING YOUR WAY... 



























Bt makes little difference what 
V-Belt size a customer asks for when you 
have the Gilmer #350 Tower Assortment. 
Nearly every time you can reach right out 
and pick it off the rack... and a profitable 
sale is made almost as fast as a newsboy sells 


a the evening paper. 

fe . ac . 
oo That’s because the 35 belts that make up this 
- assortment were selected to fit hundreds of 


applications for washing machines, oil burners. 
power tools, home workshop equipment and 
other appliances. 


Sell more customers with “sure we have 
that size.” Order a Gilmer #350 Tower 
Assortment today. With it you get all the 
valuable selling aids listed in the coupon 
below. The entire cost is but $26.12. Belts 
sell for $43.53. You profit $17.41. 


L. H. GILMER COMPANY 
Se oo TACONY, PHILADELPHIA 35, PA. 


& Complete V-Belt Department Division of United States Rubber Company 
in one compact unit 












L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 

PLEASE SEND ME THE COMPLETE GILMER TOWER ASSORTMENT 
#350 AS FOLLOWS: 


1—35 assorted V-Belts for household appliances. 

2—Gilmer Handimeter (patented) for quick measuring of belts. 
3—Display stand, window display card, inventory form. 
4—Gilmer Belt Catalog, “America's Belt Bible. 


Bill me $26.12 through your nearest jobber. 













NAME_ 








ADDRESS 





JUNE 53, 1947 










































py 
oA e 
... Plenty of PROFITS 
ae my i ntieaatieae } 
J 
“We can really go places. ... if you play up my 
line of sparkling, spotless Dunbar cooking glass. I’m 
telling millions of women from coast to coast in 
national magazines—your customers—all about my 
practical, durable, streamlined Dunbar ware ... the 
beautiful glass utensils that are easy to clean, easy 
4. to handle, so wonderful to cook with. Display my 
bac Zacia wel , popularly priced Dunbar glass—build up sales and 
COFFEE MAKER profits on the line that’s teaching more and more 
women to Cook with Glass.” 
DUNBAR, W. VA. ( 
1107 Broadway, New York 10 1836 Euclid Ave., Cleveland 15 Kg 
1556 Merchandise Mart, Chicago 54 a ° 
Representatives: ye 
DALLAS 1: Galvin Sales Company, Wilson Building. ea 
DETROIT 26: B. F. Feldner, 1229 Tuller Hotel. Pa 
LOS ANGELES 14: Geo. H. Miller & Son, 656 S. Los 4 
Angeles Street. MINNEAPOLIS 10: A. G. Rolfson, 4 
4371 Wooddaie Ave. NEW YORK it: John L: kh. 
Pasmantier & Sons, 5 West 20th St. PORTLAND 9: é 
Holt Berni, Portland Merchandise Mart, 821 N. W. f 
Flanders St. SAN FRANCISCO 7: Collins, Groth & r 
Johnson, Western Merchandise Mart, 1355 Market i 
’ Street. SEATTLE 1: Holt Berni, 102 Terminal Sales e 
el oh Building. CANADA: J. K. MacLeod & Company, e 
ot 4 Ww 90 Sherbourne St., Toronto, Ontario. 
et sis EXPORT. SALES REPRESENTATIVE: The by 
; : r ; 0. >, 347 Madise 3 ns 
OUBLE BOILER gare — . Rmericen Se , om Cc Inc., 347 adison Ave ri 
‘> eearethved by» Wy 
Good Housekeeping PR C 
2er 05 sovearrere ee $5. DRS 
mm Rae 
b JU! 
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Before you sell 
: a toaster... 


think e «eof how absolutely d-e-e- 


lighted your customers will be with a toaster 
that makes perfect toast without adjusting from 
the very first slice and on...and on...and on @ 
(only the Proctor Toaster actually does tt...automatically) 


think ee eof their unbounded joy 


when they discover that this toaster makes 
exactly the kind of toast it says it will on 
the dial setting. With any kind of bread, too @ 


(only the Proctor Toaster actually does it...automatically) 


think eee Of their amazement when 


they learn that this toaster won't burn toast 
.-mot even when you toast the bread twice @ 
(only the Proctor Toaster actually does it...automatically) 





HANDSOME STYLING: The 


Proctor pop-up toaster is styled Surely you'll want 
in are bang sama — a your nice customers 
jet bakelite base. Easy-to-ciean . to have the toaster 
crumb tray is provided. rae ‘ 
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ing by the actual temperature 
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making unattained by ordi- 


nafy toasters. 
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Over 9,000,000 PEOPLE will see This SEAL 
in A FULL COLOR, FULL PAGE AD 
In The AMERICAN WEEKLY! 





Your Sustemers will look for this SEAL 


ON THE COFFEE MAKERS THEY BUY! 


On June 22nd, over 9,000,000 people will see a full page, full color ad in American Weekly. 
This ad starts a long term program that will tell consumers to look for the National Coffee 
Association’s Seal of Recommendation on the coffee makers they buy. 

It will tell millions that coffee makers bearing this seal have been tested by an independent 
scientific laboratory. Tested to assure their meeting minimum standards, set by coffee 
experts, for flavor, aroma, clarity and strength. 

It will tell millions that ‘Association Recommended” coffee makers have passed all mini- 
mum standards for brewing good coffee . . . that the brewing instructions that come with 
them have been checked with equal care. 


Millions will look for this seal when buying coffee makers! 


Two Coffee Makers in every Home! 


Millions will be told that for best results in brewing coffee, they need TWO COFFEE 
MAKERS-—one for brewing a few cups at a time, a larger one for full family or company 
occasions. This can double your volume on coffee makers! 


It Will Pay You to stock COFFEE MAKERS WITH THIS SEAL— 


AND TO BENEFIT BY THE SEAL’S PRESTIGE IN 
YOUR DISPLAYS AND ADVERTISING! 








RING UP EXTRA DIMES! 


The ad will feature the 






Measure and offer jt for 





PAN-AMERICAN COFFEE BUREAU . BRAZIL ° COLOMBIA ° COSTA RICA 


CUBA ° DOMINICAN REPUBLIC ° EL SALVADOR ° GUATEMALA ° MEXICO ° VENEZUELA 


With the cooperation of NATIONAL COFFEE ASSOCIATION 
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“than any other kind! = 


-Month-in and month-out more women 





buy Silex Lox-in glass filters 



















EXCLUSIVE! 


Only glass filter 
that locks in! 


Can’t bob up, can’t fail out 
] because it locks in place! 
Makes clearer coffee by 
actual test than other 
clothless filters! 
Minimizes bowl ° 
breakage! 


Only filter with a lifetime 
guarantee against breakage! 


Another powerful reason why dealers 
find Silex Lox-in glass filters easier to 
sell! Why—just in the last year—dealers 
have sold millions of Silex Lox-in glass 
filters. It’s the filter most people want. 















Get behind the Silex Lox-in filter 


* REMEMBER...it pays to feature the leader! 


MORE SALES — MORE PROFITS 


fastest selling filter on the market roe 
* ". 
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Shooting the rapids or selling kitchens, it’s the same idea 


It takes teamwork to do the job. And with the biggest sales 
in kitchen history coming up that’s especially true, so... 





@ Here’s what Mullins will do for 
Youngstown dealers in 1947 


Produce every Youngstown Kitchen possible 
with production dedicated 100% to supplying the 
needs of Youngstown Kitchen dealers only. 


Keep up mass market promotion with full 4-color 
pages in top publications like ... 


American Home, Better Homes and Gardens, 
Collier’s, Country Gentleman, Farm Journal, 
Ladies’ Home Journal, Life, Saturday Evening 


Post and True Story. 


Continue to supply franchised dealers with latest 
methods of merchandising as only Mullins knows 
them. Dealers are currently getting such exclusive 
merchandising aids as The Youngstown Kitchen 
Story and the Youngstown Kitchen Measuring Rule. 






MULLINS MANUFACTURING CORPORATION, WARREN, OHIO 


Porcelain E led Products, Large Pressed Metal Parts, Design Engineering Service 





PIONEERS OF KITCHEN MERCHANDISING 
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Ol un frilchens 


BY MULLINS 


@ And here’s what Youngstown 
Kitchen dealers will do 


Take advantage of every sales training opportunity. 


Feature permanent five Youngstown Kitchens 
displays to build up local identification. 


Have and know how to use all Youngstown sales 
helps. 

Participate actively in factery and distributor 
promotional programs. 


Promote Youngstown Kitchens as a basic line in 
the store and in local advertising. 


This teamwork between Mullins, its distributors 
and dealers has made the Youngstown Kitchens 
franchise the most coveted in the field. A few dealer- 
ships are open, under the proved Mullins plan. If 
you are interested, write for details about “the 
sweetest line on the floor.” 
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EAR-EVER the PUSH-BUTTON 
Pressure Cooker with the 
AUTOMATIC Snap-Tite Cover 


This amazing push-button feature pushes Wear- 








yngstown 


ll do 


g opportunity. 












»wn Kitchens 
on. 






ingstown sales 






Ever Pressure Cooker sales. 






id distributor And no wonder! To open the cover when cooking 






is done, a woman simply pushes a button. The auto- 






matic Snap-Tite Cover then takes charge. [t remains 





. basic line in 





tightly pressure locked . . . can’t even be lifted off 






UNTIL pressure is completely reduced. Then this 






sensational patented cover opens AUTOMATICALLY! 





s distributors 
wn Kitchens 
A few dealer- 
lins plan. If 
; about “the 





Women want this peace-of-mind convenience. 






Beautiful, hard-selling Wear-Ever advertisements 
are working for you month after month in leading 
national magazines. Cash in by tying-in with Wear- 
Ever display material. Available upon request. 


WEAR°EVER | 


Snap Tile 








ee 
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, AMEPCO. 
\ GARDEN HOSE) 


The Quality Wonder Hose that sells on sight 


CLEAR AMBER 


This translucent hose appeals to the eye and to 
the touch. Its light, clean look and feel helps 
it sell itself. Comes in %" and %4” diameter. 
50 and 25 foot lengths. 
















PAT, PEND. 


aRMMERTITE COUPL iy, 


“You never have to replace it.” A Brass pre- 
cision screw machine Patented product. 


Makes a permanent leakproof connection. 


| IMMEDIATE DELIVERY 
NEW LOW PRICES 


EFFECTIVE JUNE Ist 
SEND FOR COMPLETE INFORMATION 






THE 


AMEPCO 
“EMPTIE-OUTER” HOSE 


(six foot long) 













Impervious to abrasions, oxidation, gas, 
oils and acids. Not affected by sun or 
weather conditions. Comes in %”" diam- 
eter only—50 and 25 foot lengths. 






The perfect hose for washing machines. j 


Comes with female coupling only. 








American Extruded Products Co., Inc. 
1023 North La Brea Avenue - Hollywood 38, Calif. 


Greater turnover er profits | 
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AMEPCO 52.:"""" Garden Hose 





IT’S NEW — IT’S DIFFERENT — IT’S BETTER 









This is the post-war hose that proved itself un- 
der wartime conditions. The first real improve- 
ment in garden hose. To see it is to want it. 


SETS SALES RECORDS 


Wherever Amepco garden hose has been of- 
fered it has set sales records for quality mer- 
chandise. Some of the largest retail stores have 
found it a sales ‘‘natural” that pushes itself. 


BUILDS PROFITS and GOOD WILL 


Rapid turnover plus liberal discount assures 


Sas Siar ey Re Re) = . 
SAREE ES IS AS ede Ce Re Fon NAD: es (A a 


















LIN, G 79 


SS pre- ° e e 
i profits. Customer satisfaction builds good 
oduct. ° e ° ’ 
' “ will... A combination that can’t be beat. 
2ction. EXTREMELY LIGHT. 


RY 


Ue Warranty tag on every length of hose. 


Customers buy with confidence. 


IMMEDIATE DELIVERY 
couruns.  ,. American Extruded Products Co., Inc. 


“you NEVER REPL 


ATION 


TIME TESTED. 





TIME PROVED: 1023 North Lo Brea Avenue - Hollywood 38, Calif. , 
oxidation, gas, A ett Wie is ai “ the ; ; £: wy ~~ 
ted by sun or : G A amerce A a v 4 ae \¢ ss r ‘ ' eA * 
es in 5%" diam- oe » 4% . fe — Ru ' p 
lengths. 
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WERE Clansing Me AMEP 
Result-getting sales promotion material furnished. 


Newspaper mats, window display material and 
direct mail folders sent without charge to dealers. 
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Consider fine watches @ @ means of substantially increasing 
your volume. Hampden watches—a srant old name in fine timepieces — 
lend prestige t0 your store and mean more dollars to your sales volume. 
Many progressive merchants, aware of this, have added Hampden watches 
io their stock. That's why our present production can supply only a por 
tion of the present demand. Howeve —the time is approaching when we 


will be able to fill your orders promptly. Meanwhile—consider Hampden, 
a grand old name in watches—@ new perspective in merchandising. 


ae = - a 

ae nu at C eS 
are j be , 

r nationally advertised in Esquire Country 


Gentle 
man, 
and Saturday Eveni 
ing Post 


. 
pae atc G " 5 E a n ago 
Write Ham re | n Watch ° ] -M diso St. Chic 
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Shoppers become buyers when you display Pennsylvania Athletic Balls. 
For all year ‘round, to all markets, Pennsylvania is constantly doing a 
pre-selling job for you through selected publications. Now, in advance 
of the selling season and playing season, Pennsylvania is advertising its 
footballs and basketballs, in natural colors, in LIFE during August and 
September. Don't miss this opportunity for extra sales and extra profits 
from extraordinary demand. See your jobber or Pennsylvania Athletic 
Goods salesman soon for your share of this outstanding line. 


Your Pennsylvania Athletic Goods Salesman is 
well trained tohelp you display and merchandise 
Pennsylvania Athletic Balls. Special window 
ond interior displays are available for ag- 
gressive dealers ... for year ‘round selling 
and for special tie-in with the LIFE promotion. 








BASKETBALL FOOTBALL 


Official size, shape, Official-never gets 
weight and perform- soggy or logy, even in 
ance. More accurate a downpour. Pebble 
indoors, wears three finish slightly accented 
times longer outdoors. for better handling. 


THESE BALLS COVERED WITH 


ERMAHYDE 








~~ £m BS Ree Bs 
es Manufacturers of TENNIS @ SOCCER @ VOLLEY @ WATER POLO @ PLAYGROUND 
Ps , é AND HAND BALLS @ FOOTBALLS @ BASKETBALLS AND SOFT BALLS Le 1 ° 
Post 


PENNSYLVANIA RUBBER CO. * PENN-CRAFT PARK * JEANNETTE, PENNA, 
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“COLOR PACKS” SELL COLOR- 
AND COLOR SELLS PAINT! 


With Martin-Senour’s new “Color Packs” you can take full advantage of the mer- 


















chandising power of color in selling paint! For “Color Packs” demonstrate color 
in a way that’s altogether new—a deck of jumbo-sized paint chips fans out 
to show the complete color range for each line of Martin-Senour’s smart 
new “Companion Colors?’ On the back of each chip is full product 
information . . . with a list of matching and contrasting 


2 


“Companion Colors” in other finishes, 
The handsome. full color window display illustrated above 


appealingly dramatizes “Color Packs;’ pulls in customers for a 





demonstration. Ask your Martin-Senour Distributor about Su, 

“Color Packs” and other practical paint merchandising ideas ready 

for you now. Or write The Martin-Senour Co., 2520 Quarry Street, Chicago 53. Su 
Sus 


YOUR MARTIN-SENOUR DISTRIBUTOR IS A GOOD MAN TO KNOW 


MARTIN — 
R 





REALLY SELL PAINT —- WITH 






COPYRIGHT, 1947. MARTIN-SENOUR CO. 
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DISPLAY No. 1 


Sell for . . $24.00 
Buy for.. 16.00 


Profit ...$ 8.00 








DISPLAY No. 2 Our complete line of paint 
brushes are made of pure 
Sell for . . $10.80 black Chinese Bristles and set 






in vulcanized rubber, 











Buy for.. 7.00 
Profit ...$ 3.80 





RETAIL DISPLAY No. 1 RETAIL DISPLAY No. 2 
Suggested Retail... $1.50ea. 1/3 doz. 3” brushes, Suggested Retail..$ .45ea. 2 doz. 1%” brushes, 
22” bristles, 7” thick. 2%" bristles, re” thick. 


Suggested Retail.. 2.00ea. 1/3 doz. 3%” brushes, 
2%" bristles, 7” thick. 
770 Bloomfield Avenue 


y Suggested Retail.. 2.50ea. 1/3 doz. 4” brushes, 
| 
! 
| 
I 
Verona, New Jersey 
ine l Please ship at once: 
I 
I 
l 
1 
| 
i 
] 


Order TODAY from your jobber, or send this coupon: 
A. G. JACOBUS’ SONS INC. 













2%” bristles, 7%” thick. 
TIN brush hes SEI 5° L) Deer See. o .........<....0 cartons @ 16.00 


’ el." SS eer cartons @ 7.00 


(] Free Catalog 
IN fake cae ccscnsciac a kapccosls ioe acai apelii Sapuedilaasesiooe 
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A COMPLETE LINE OF BEST SELLERS _ 
















No. 85 CAST-ALUMINUM 
GRIDIRON 
PICNIC 

BROILERS 


%* Complete with Carrying Case * Lightweight 
* Easy to refuel * Simple and Safe * Durable 


fot ao SR ees 


ee 
Pat See 














CAMP GRIDS $b 





CAMPFIRE FORKS ZA 
a 


ANDROCK 
~~” 


‘THE WASHBURN COMPANY 


FACTORIES: WORCESTER, MASS. © ROCKFORD, ILL. © NILES, MICH. 
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THE MONTAGUE 
“FISHKILL” ROD 


THE OCEAN CITY ‘NO. 993” 
WITH THE NEW SMOOTHKASTER 


Customers love ’em .:. no wonder dealers do! The new Smoothkaster 





device... exclusive on Ocean City’s new No. 993... gives your 
surf-casters the same casting assurance fresh-water fishermen have 
enjoyed. They can forget the thumb, concentrate on distance and 


accuracy. It’s sure to be a big hit...a real seller! 


The superb rod and reel illustrated here are but two of many nation- 


ally advertised salt-water items from Ocean City-“best in fishing 


reels’’-and Montague -“‘finest in rods.” Stock ’em...and watch’em go! 


The “Fishkill” $22.50 list The “No. 993” $12.50 list 


N Y OCEAN CITY MFG. CO MONTAGUE ROD & REEL CO 


MICH. A & SOMERSET STS, PHILA. 34, PA MONTAGUE CITT, MASS 
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Here’s Why Men and a Bi 
Women BOTH Like ; - 










ga 
ing 
far 
There are plenty of points 
about the NEW IMPERIAL 
that all of your customers will Ya 
like. In the first place it’s styled pr 
correctly; and second, it’s con- Vi 
structed to operate efficiently, 
not for a short time, but for Yo 
season after season. ers 
fri 
Coldwell consumer advertis- ha 
ing is making prospects for ne 
you. Watch these prospects = 


turn into sales when you show 
them the NEW IMPERIAL 
features. Get in touch with your 
jobber or write us direct for full 


information. 


FoR quatity 


} L 
7 OW OLN Yst - 
coun 3 AW sae —* 





COLDWELL. LAWN MOWER DIVISION _ NewsurcH N.Y 


sssct9 Se ieee aaneneeraneeta 


PORTABLE PRODUCTS CORPORATION. 


se : MOWERS © ELECTRICAL APPLIANCES © PRECISION STAMPINGS 
ACI AS ARRE OF: INDUSTRIAL INSTRUMENTS © RADIOS sheuty. auewaent 3 \* 


oni 
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Made to be BOUGHT-USED- 
and BOUGHT again! 





EndoPest.. 


... all the protection most 
gardens need from chew- 
ing insects, sucking insects and 
fanous diseases! 









EndoWeed.. 


. new, improved weed- 





killer dooms weeds to certain 
death, roots and all! 








For Added Profits . . . Display Them Both With Vigoro 


You can be sure that a gardening 
product backed by the prestige of 
Vigoro will sell. Your customers will 
buy EndoPest with complete confi- 
dence without any “pre-selling” on 
your part. EndoPest is ideal for flow- 
ers, trees and shrubs; also for edible 
fruits and vegetables: Comes in a 
handy dust gun that’s refillable with a 
new cartridge, in the small sifter top 
size'for house plants and in a big 
economy size package. 


Display EndoPest 
with Vigoro — Sell it 
with Vigoro. Make 
double profits! 

























Save your customers backaches due to 
lawn weeding. Sell them EndoWeed, 
the new, improved, selective lawn 
weed-killer that destroys over 50 dif- 
ferent weeds once and for all. Simple 
to use! Merely dilute EndoWeed with 
water and apply with any type spray- 
ing equipment. Economical, too! 
Eight ounces of EndoWeed treat 2,000 
square feet of lawn area. 


Mention EndoWeed to your garden- 
ing customers. There’s another sure 
sale and profit to be made when they 
see the Vigoro name on the package. 


SWIFT & COMPANY 


Plant Food Division ¢ U.S. Yards @ Chicago 9, Ill 















ing magazines. Look for it! 


EndoPest—EndoWeed advertising continues to appear 
in House Beautiful, The American Home, Better 
Homes and Gardens and many other favorite garden- 
















Presented by Swift, 
makers of VIGORO 






















Made by Swift, a 
Ve y ¥ , 
makers of 


VIGORO SS . 










IN EMPIRE'S OWN PLANT 
the exclusive EMPIRE 
Burner is produced 
















UNIFIED PRODUCTION 


Customers derive more pleasure, more home 


comfort, and more satisfaction in owning an 





IN EMPIRE'S OWN PLANT 
huge presses form 






EMPIRE Gas Heating Appliance. This is assured 


accurate steel stamp- 






ings 






because of EMPIRE superior engineering and 


UNIFIED production. xt 





IN EMPIRE'S OWN PLANT 
floor registers ane 
built 






Unified production means that 95% of all inte- 









gral parts are produced in the EMPIRE plant... 
an achievement not found elsewhere in the 
Industry... and that a definite control over | 
materials, methods, and fabrication assures 


uniformity of quality. 















SS 
CS 
g\QOR FURNACE Tyy7 oy . vs 
PERFORMS © 
a ap 
IN EMPIRE'S OWN PLANT E: 
Mass Production It ts Now @ Simple Task tof 
Convert an EMPIRE Floor — 
Assembly Lines keep Furnace to Thermostatic | & Solenoid Valve, Bur 
| Pilot Control an 4 ai Go 
Beestperpecengndan 
to Afford Complete Protec 
tion of All These Ports. 








costs low 











MANUFACTURERS OF GAS HEATING AND COOKING APPLIANCES 
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WITH NEW SELLING 
KICK... JUST WHEN 


'ON 





> home 
assured “ 
1G and 1 é 
ll inte- a) 
lant... ms 
‘daah i The new line of Pearl-Wick Self-Ventilating 
goad ath 4 Hampers is more than dynamic . . . it’s dynamite! 
af Our lied @ Designed with Pearl-Wick know-how, it offers 
ssures ce 4! every customer a hamper she'll love—want—buy! 
y a @New style ideas! @ Quality Construction...with 
© @lovely pastel colors! plastic pearl bonded to 5- 
aw ; @Self-Ventilating! ply veneer for permanence. 
3 


3 Valve, Burner, 
ntrol and Ail Gas 
ire Recessed in 
and Bottom Areas 
i Complete Protec 
| All These Ports. 


Backed by the full 
force of Pearl-Wick 
National Advertising— 
you can buy them with 
confidence that you'll 


If you haven’t seen the complete sinll thdiin ible " 


new Pearl-Wick line — write us! 





PEARL-WICK CORP., LONG ISLAND CITY 2, NEW YORK 


LIANCES Showrooms: New York, Chicago, Los Angeles, Winnipeg, Can. "T.M. Reg. U. S. Pat. Off. 
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A “HOT” PROFIT ITEM! 
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STAINLESS 









@ Stops Painful Oven Burns! © Removes Hot Pans Easily! 
@ Tenderizes Meat! @ Safely Grips Roasting Pans, 
Skillets, Cookie Tins, Canning Jars, Muffin Tins, Etc. 




















FOR COMPLETE 


INFORMATION 
WRITE TODAY SAMPLES ON REQUEST 














TELESCOPING 
ADJUSTABLE 


BAR | 


PATENT PENDING 
@ Chromium or Nickel Plated Bars of 7/8 Diameter 
@ Spongy Rubber Caps that Leave No Marks 


Available in Two Sizes: 
@ 24 inch length that opens to 42 inches 
@ 42 inch length that opens to 72 inches 


It took ROP-LOC to think of and make this wonder clothes closet bar— 
perfectly permanent... yet easily moved. Easily installed —two steel 
tubes are used, one telescoping into the other. Self locking — easily 
tightened by turning the bar as the threaded end takes up the slack. 


Also: This same type bar is available as a shower curtain bar in 42 inch 
closed length that opens up to 72 inches—and 47 inch closed length 
that opens up to 84 inches. 


Write TODAY for full particulars on this and other ROP-LOC Items to... 


ROP-LOC PRODUCTS CO. 


1401 WEST 9th STREET * CLEVELAND 13, OHIO 
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AUTOMATICALLY LOCKS 
- 


INSERT BETWEEN 
WALLS WHERE DESIRED 







5 ls SETS A 
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TURN ROD TO MAKE 
BAR PERFECTLY RIGIQ 
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( STEMCO 


( Immediate deliveries 
in good quantities 
on this Stemco Ware. 
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j _ FRENCH FRYER 
——i “Grand for all deep fat frying. Heavy gouge | 

3 td ie aluminum pan with heavy mesh basket 

ee 3 designed to-hook on pan for draining. 


‘NT PENDING F ty EGG POACHER 
*Streamlined styling — heavy aluminum 
© polished” to a mirror finish. Wood handles. — 
_ Tight-fitting lid. 4-cup size. 


a ee be a = ae 2502. ae 
> -- > 


Is Corporation + Cincinnat:, Ohio « Atlanta Ga 


cts of Steel M 


i A> D 4 SONS 1107 Broadway, N. Y¥. 


SOLE NATIONAL DISTRIBUTORS for STEMCO 


When visiting N. Y., see our 
complete line at our show rooms. 
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New Florence Design Makes “Trading Up” Easier 
... Increases Your Chances For Multiple Sales... 


Always recognized for leadership in efficiency, dependability and 
value — now Florence leads again with the most complete line in 
the entire industry — each heater a “Matched Beauty,” modeled 
by a foremost industrial designer to match all the others regardless 
of type, size or price. This is a powerful attraction for displays on 
your store floor. And what a selling story Florence has! These 
handsome heaters, with exclusive Florence pot-type and sleeve-type 
burners and porcelain finish inside and outside, are available with 
all 4 kinds of heat delivery: 


I. Driven-Aire (fan models) 2. Circulators 3. Radiants 


4. Combination Circulator-Radiants 


The new Florence Line also includes a variety of 
Cabinet Oil Heaters requiring no flue connection. 


GAS RANGES ¢ LP-GAS RANGES ¢ ELECTRIC RANGES ¢ OIL RANGES 


42 


COMBINATION RANGES ¢ OIL-BURNING HEATERS 


@ FLORENCE STOVE COMPANY ... General Sales Offices and Piant: Gardner, Mass. Western Sales Offices i 
and Plant: Kankakee, Ill. Southern Plant: Lewisburg, Tenn. Other Sales Offices: One Park Avenue, N. Y.; § 
1459 Merchandise Mart, Chicago; £3 Alcbcoma Strect, S, W., Atianta; 301 North Market Street, Dallas. 


NEW FLORENCE /WW/LP ZZW/ LINE OF 


OIL HEATERS 


Available in Both Pot and Sleeve Types 


*NEW YORK 


One Park Avenue 


*CHICAGO 
1459 Merchandise Mart 


*HIGH POINT 
Ninth Floor, Southern 
Exposition Building 


ee, 


RANGES AND HEATERS a | F 


a 
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Here it is...Beautycan, Jr.! The smaller size 
Beautycan your customers have been asking for! 
It has the same modern construction and sleek 
streamlining that made its bigger brother your best 
seller... plus the 12 quart size for economy and 
convenience. Now you can feature both Beautycan 


and Beautycan, Jr... , and double your sales! 


All Beautycans boast these 
sales-compelling features: 
Made of rustproof 25 gauge Armco Alu- 
minized Steel. 
Armco Salt Spray Tests show 5 to 10 times 
more corrosion resistance than galvanized 
steel. 
Infra red baked enamel finish. 
7 gleaming colors . . . white, red, blue, 
green, ivory, black, canary yellow. 
Polished mirror-like overlapping aluminum 
lid. 
Watertight 12 or 17 quart insert can nests 
. 4 snugly in outer container. 
New tip toe pedal locks lids in open posi- 
tion... light touch closes lid. 


$595 


Beautycan fair traded at 


Beautycan Jr. fair traded at $398 


All these add up to greater sales and 


greater profits in your department 


Beautycan sells on Sight! 


LL I NC OL METAL PRODUCTS CORPORATION 
136 Clifton Place, Brooklyn 5, N.Y. 
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COMI LETE at greatly reduced prices : 
e 
a fi 
M 
fa 
gi 
#510 
Fashionablg ase set UF 
in genuing: er. Leather in 
lined  thré Pedicure Se 
and mani st 
famous JC Si; 
$5 
in 
$1 
N] 
kn 
set 
Ca 
: = pr 
ee Here are real bargains ...alimited number 
of discontinued items of our successful 1946 line. 
The finest quality JOY implements of surgical 
precision steel, nickel- and chrome+finished. Handsomely 
1850 presented in genuine topgrain utility cases in calf, goat and pigskin. 
oF , Write us today — first come, first served. 
Pull-out cas of ; 
r genuine morocco... . REX CUTLERY CORPORATION | 
practical and very IRVINGTON 11, N. J. | 
smart. Implements on | 
a stitched leather /, = 
panel. 
Net Price $5.75 
q +610 L/ +540 
Soft ¢ Seta ark cs flat one-button case of j 
isesry acc ions) aes § genuine leather, stitched 
wy Pee ner — not glued. With special j ] 
Net Price $3.75 implement pocket. j s 
Net Price $6.75 ' 
PO. Pe babs bi ERE MAES TT Ssh oe a wi x ETA TER | conn 
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| is XACT0S ‘i 


film star sales promotion— 


| BRIAN DONLEV 


i Co-star of Paramount's 
Me 


if “THE TROUBLE WITH WOMEN” 


Cour hemes 





Millions of readers will see that million-dollar 
face in X-acto ads in LOOK! 

Donlevy plugging hobbies . . . Donlevy plug- 
ging X-acto! 

Tie in with this terrific box-office appeal. Tie 
up with America’s No. 1 Hobby Tool Line. Tie 
in to a real summer sales push. 


i Send for your FREE movie promotion window 
: streamers ... counter cards ... newspaper mats. 
Sign up for*our Super-special Showcase Deal— 
$525 worth of X-acto fast-moving merchandise 
in a well-rounded assortment, plus a handsome 
$150 blondwood, glass-shelved showcase . . . 
NET to you only $350. 

Only X-acto gives you a complete range of 
knives and hobby tools, selling singly and in 
sets, from 50c to $50. (Prices slightly higher in 














Canada. ) 
X-acto’s Fair Trading Policy protects your 
i & profits. 
1umber i | 
i 
i 
somely i | 
and pigskin. | | HANDICRAFT KNIVES & TOOLS 
X-acto Crescent Products Co., Inc., 440 Fourth Av., N. Y. 16 
YRPORATION In Canada: Handicraft Tools, Ltd., Hermant Bldg., Toronto 
1,N. J. *Reg. U.S. Pat. Off. 
Send the coupon for complete details today! 
i | 
I Alfred Field & Co. ! 
i I (Manufacturer's Agents in the Hardware Field 
& ) I 
I 93 Chambers Street, New York 7, N. Y. | 
{ I Please send me complete information on X-acto I 
oo . Knives and Tools. 1 
a FOR EXTRA SUMMER SALES , 
utton case of PUSH EXTRA X-ACTO BLADES ! ADDRESS l 
ner, stitched I ~ siti ar ae i 
With special $s No. 111 X-acto Blade Merchandiser speeds up | CITY & ZONE. STATE \ 
ot. sales. Handsome blondwood case with lucite lid. 1 \ 
rice $6.75 FREE with blade order of $56. 4 My jobber is i 
“q _—- | 
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FOR ENDURANCE - - SELL WROUGHT OR CAST BRASS AND BRONZE 


FOR DESIGN AND WORKMANSHIP 


JUNE 5, 1947 


. 


SELL 


A‘ HOSPITAL CORRIDOR is no place to play 

“boomps- a-daisy” .. . for door closers 
that ‘“‘act up” can be very upsetting to a 
nurse’s tray — not to mention her tem- 
per and the patients’ nerves. 


The “cure” for making doors docile in 
hundreds of hospitals is the Russwin hy- 
draulic door-closer. It’s typical of the en- 
tire line of Russwin builders’ hardware... 
hardware of attractive design and me- 
chanical excellence that has been giving 
outstanding service for more than a 
century. 

To give lasting satisfaction, hardware 
for hospitals, like hardware for any build- 
ing, must measure up on two counts... 
utility and design. Neither of these can be 
expected from inferior hardware made 
necessary by a skimpy hardware allow- 
ance. For little extra money first quality 
Russwin brass or bronze hardware will 
make the hardware an asset rather than 
an eyesore to the buildings. 

Russell & Erwin Division, 
The American Hardware Corp., 
New Britain, Conn. 


The closing power 
of a Russwin door- 
closer is a high- 
grade steel spring 

. it is checked 
by a piston ina 
cylinder filled with 
a special non-freez- 
ing liquid. 


Russwil 


DISTINCTIVE HARDWARE 














INCRE. E 


your Heater SALES with 




















UNVENTED VENTED RADIANT 
CIRCULATORS CIRCULATORS CIRCULATORS 


NEW EYE-APPEAL AND ECONOMY-APPEAL FOR CUSTOMERS! 
IN DEMAND WHEREVER GAS SPACE HEATERS ARE SOLD! 


SOUTHERN-AIRE Space Heaters sell on sight. They’re_ —... And All Have The Precision- 
smart in appearance, sound in construction, superior Formed Stainless Steel Burner That 
from every standpoint. They’re the kind of heaters that Gives Perfect Performance With All 
you'll be proud to sell and that your customers will be Goses! 

proud to own. 


@CQ@Gn BEER EEE 






Write or Wire Today! <t : Sl | 


SOUTHERN AIRCRAFT COMPANY 


GARLAND. DALLAS COUNTY TEXAS 





U 
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SATISFACTION GUARANTEED 
OR YOUR MONEY BACK 








STOMERS! 
RE SOLD! 


The Precision: 
steel Burner That 
mance With All 


A 





KEARNY, N.J. 


| sO Cpl in sg 
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ANOTHER Lustyro- Care First 
ate ( . | “A GLEAMING PLASTIC 


A f = Over-The-Rim Type 
BATH TUB SOAP DISH 


The new, efficient design of this Lustro- | 
aust reat ai f Ware bath tub soap dish appeals to 7 


PERMANENT £ women. Diagram suggests how ribs © 
COLORS ; ' support soap for quick drying and easy |) 
° | i i 7h removal, even with wet hands. Vents in 
FITS ALL bottom assure instant drainage and 
ROUND RIM ventilation. Unlike metal, this all plastic 
TUBS dish will not rust, nor will it scratch tub 7 
RETAILS AT = enamel. And too, Lustro-Ware plastic al- 
P ways sparkles like new, since the colors ~ 
, are a part of the material itself, and are 
not affected by alkali, alcohol, or acid, 7 
Available in attractive assorted colors. | 
Order today for immediate delivery. ; 


POPULAR /0¢ SOAP DISH 


This non-tipping plastic ledge soap dish 

outsells similar priced merchandise every 

time. A rigid, non-breakable soap dish de- 

signed for convenient use in window sills, PLASTIC PRODUCTS, INC. 
sink tops, basin ledges, etc. Available in COLUMBUS, OHIO, U.S.A. 
attractive assorted colors 


' : 
DESAGNES AMD MOLDED BX * 


WINDOW WELLS INSULATED 
Round type . . . of heavy gal- STAINLESS 
vanized metal, corrugated for STEEL SINKS! 


extra strength. Flanges punched ; 

for easy attachment. Straight type Available to fit all stand- 

he evelléhle ard size cabinets. Write 
for details and prices. 


VERTICAL WALL LOUVERS 
Available in two styles ond five sizes 
Style “F’ for insulation jobs, has o 
flush fin. Style ““C’ as illustrated, for 
new construction jobs has a fin in 
the center. Heavy galvanized iron, 


aluminum painted, ond screened in- © 
) 8 y EVERBRITE 


side to keep out insects and birds 


Packed 6 to carton. MEDICINE 
= CABINETS 


SLANT ROOF LOUVERS ° ——— Harris Everbrite Cabinets are equipped 
Available in one size only. Gives . . ; 
with polished plate glass mirrors 


54 sq. inches of ventilating area to 
homes with slant roofs. Galvanized lj bulbed edge glass shelves . . . razor 
iron . . . aluminum painted : { iy biediy dats 


and screened. Packed 6 to carton bid dd 
i> stops. The No. 22-23-24-26 -series (as 


6’ x 6” HINGED LID a 
_ SAFETY DRAIN ae dll 1157 CLEVELAND AVENUE 
Cast aluminum safety floor drain for flooded COLUMBUS 3, OHIO x 20” to 18” x 26’. Individually 
basements, as illustrated. All other sizes and Write for Catalog and Dealer 
carton packed. 


Discounts! 


types available. 
a ee ee ee ee 


. nickel plated door 


illustrated) available in a complete 


range of sizes, with mirrors from 16” 


M 
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¥ Perfection’s High-Power 
Burners—fast as gas, 
faster than’ electricity! 


¥ Perfection’s modern beauty 
—no smoother, sleeker range 


on the market using any fuel! 


because they are better 


Oil Ranges 
¥ Perfection’s “Live-Heat” 
Oven—the finest for baking! 


ONDED ex 4 4 Here is one place where quality 






pieces: 
‘ 
yin 


and quantity go hand in hand. 






Perfection Oil Ranges stay out in front 





¥ Perfection’s time-saving 

convenience—slide out 
oven burners, easy-cleaning 
Easier initizl sales . . . more satisfied features, simple lighting! 






ad in sales year after year because they stay 






out in front in value. 








customers . . . reduced service calls. 
What better line could you 


handle than Perfection ? 













It pays you 
to keep Perfection 
wicks and repair 








| parts on display! a 
RBRITE fp Steady, year-round profits. a di 
More Perfections in use— 
ICINE 2 more customers for 






INETS Perfection Wicks. 





ibinets are equipped 





e glass mirrors 


shelves razor 











nickel plated door 
23-24-26 -series (as 


ble in a complete 


mirrors from 16” I Perfection Stove Company 

26”. Individually 7866-D PLATT AVENUE * CLEVELAND 4, OHIO 
Atlanta © Cleveland ® Chicago @ Jersey City ® Kansas City @ Oakland © St. Paul 

Mfrs. of Oil Cookstoves, Oil Heaters, Oil Water Heaters, Oil and Gas Winter Air-Conditioning Furnaces 
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WHAT THEY NEED 
—YOU HAVE 
with the MILLERS FALLS & 


I need a high 


Hacksaw Blade Line ned, tin 
‘ life blade that 
Hacksaw blade needs vary. There’s a one will cut any- 
best type of blade to fit each. With the thing. 
Millers Falls line, you meet every cus- J Seas : ae }: 
tomer’s needs — exactly. 
h 
BLU-MOL Molybdenum High Speed | 
Blades out-perform any blade and meet ° 
all requirements for the toughest service, aged e 
longest life and lowest cost per cut. ne 7 
h 
TUF-FLEX Alloy Blades are super- - | need an un- 
tough, super-flexible . . . yet super-hard. _ breakable, un- | | a 
They'll cut thin sheet, tubing, gutter-pipe, strippable, all- ® me e 
drill rod or tool steel. The teeth just purpose blade. , re 
won’t strip. | 
STANDARD STEEL Blades by Millers 
Falls enjoy world-wide fame. All-hard or 
flexible, they meet the everyday needs for 
good, low-cost blades. 
You never miss a sale when you stock the { 
complete Millers Falls Hacksaw-Blade 
Line. And you can always recommend I need a good 
them with confidence. tough standard 
ONE THING IN COMMON— QUALITY con peeriegel 
>) bench work. 
MILLERS FALLS . 
MILLERS FALLS COMPANY 
G R E E N F EL D 
babs aeuesetts 
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"A HEAD 


OF THE TIMES” 


Alll recessed head screws and bolts 


have definite advantages over the 
older, slotted head type but 
only Reed & Prince recessed 
heads can be driven in 

any size from the small- 


est to the largest— 


WITH ONE DRIVER! 


We make Hand Drivers and Bits for power Drivers with long, short and 
special shafts, but the POINT is always the same! Buy Reed & Prince. 


REED & PRINCE 


MANUFACTURING COMPANY 


CHICAGO, ILL. WORCESTER, MASS. 
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No needless | ( So ; 


do-dads NESCO'ss 


to confuse! easier 

















PRESSURE RELEASE DISC SEALING GASKET 
Moulded from a special 


A safety device that re- aaa a 
leases if the pressure in the me iia j ee rubber compound—im 

pan exceeds 35 Ibs. Made é saat x pervious to grease— 
of synthetic rubber. Can be 4 odorless —tasteless— 
replaced without tools in a é provides a leaktight seal 
. —double-lipped con- 


few seconds 
i paren : struction eliminates 


a ae " e ae : 4 : i F stretching or reversing 
PRESSURE WEIGHT — al 7 


NARROW POURING LIP 


e of stainless steel — ,. ss ‘ 
e piece — no gadgets or ‘ ‘ , The Hanged edge is nar- 
‘ x ~ 3 row so that liquids or 
springs to get out of order . ee J ' . 
wate dy 15 Me ‘ ms... semi-liquids can be easi- 
sens 5 ste 5 3 
- - " - : : ‘cmaiiel ly poured from the pan 
pressure— easy ° eep . 
—prevents unsightly 
clean and sanitary spilling and waste 


HANDLES ——————— ‘ ig STREAMLINED STYLE 
; ‘ 2 "a The smooth flowing de- 


sign adds extra eye 


Especially designed to 
that attracts 


fit a woman's hand 4 4 appeal” 
Made of sanitary heat customers — makes the 


resisting plastic. Hand pan a beautiful addi- 


tion to the kitchen— 


guard protects fingers 
and the rounded corners 


from being burned by 
g Prats OR A REFUND ON 


n 
of pan F Gemexned by 
Good Housekeeping 
” bop \) 


» 
4S apyranistd THES 


mean easier cleaning 


Grand ovation across the nation accorded the beautiful new 


NESCO 


PRESSURE PAN! 


© 
JUST THE WEIGHT 


7 and housewives everywhere have enthusiastically welcomed 
the new Nesco Pressure Pan—dealers, because they know a far-ad- 


vanced, profitable product when they see one—housewives, because they 
appreciate the elimination of confusing, complicated, unnecessary gadgets! 
In a nutshell, Nesco has reduced pressure cooking to its simplest, safest, 
easiest form. And as surely as two and two make four, this Nesco achieve- 
ment adds up to an excellent opportunity for you. Write for full facts on 
this latest addition to the famous, fast-selling line of Nesco housewares! 
NATIONAL ENAMELING AND STAMPING COMPANY 
World’s Largest Manufacturer of Housewares 
270 NORTH TWELFTH STREET, MILWAUKEE 1, WISCONSIN 


SALES OFFICES: 1430 CANDLER BLDG., ATLANTA © 1166 MERCHANDISE MART, CHICAGO ¢ 200 FIFTH 
AVE., NEW YORK « WESTERN MERCHANDISE MART, SAN FRANCISCO * 901 AMBASSADOR BLDG., ST. LOUIS 


HARDWARE AGE 


THE GASKET 


AND THE PAN 





Nn a specia 
yound—im 

grease— 

isteless— 
iktight seal 
»ped con 

iminates 

reversing 

RING LIP Long-life, bronze 

bearings on drive and 

e is nar- pinion gear shafts. 

i ids : 
quids or - Dual-crown driving 
in be easi ; ? gear with deep mesh- 
' ” “ys ed teeth that provide 
{ htl positive, easy indi- 
unsightly vidual drive for the 
aste ‘ beaters. 


1 the pan 


D STYLE 
»wing de 
tra eye 


attracts 


kes the 

ful addi i Heavy nickel plated 

Litchen ‘ i} frame with recessed 
4 | handle thet won't slip 


d corners or turn. 


he new FAVORITE egg beater has become 
eal favorite with the housewife! 


cleaning 


Housewives really went for the new Favorite Egg Beater 
this past season! We have been going at top speed for a 
long time trying to supply the ever-growing demand 
coming from our jobbers. Additional production capacity 
has now been added to meet these demands. 
Our No. 100 FAVORITE is expertly made with fine 
quality materials throughost. Features not found in any 
other beater are plentiful here. It measures 1144" high 
as eight high-speed beaters measuring 2%" in 


Large size stainless 
steel beaters and Never-slip square 
shoft. d P 
ott ent testa, s easy to sell to the housewife who wants and demands 


a the finest! Buy FAVORITE—display FAVORITE—sell FAV- 
ORITE! It will prove a high profit item in your store. Indi- 
l d . vidually boxed for dealer convenience; packaged 12 
veicome a \ to a carton. 
Order your needs from your jobber TODAY! 





a far-ad- 

ause they 

‘gadgets! §f } / Available for Immediate Delivery 
st, safest, ; . 

. achieve- : ; / t | ! 

| facts on E g : | : a ia 
isewares! * i r 


IPANY 


MILLE LACS MANUFACTURING COMPANY 


» 200 FIFTH 704 2ND AVE. ° ISLE, MINNESOTA 
}., ST. LOUIS 
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| for you 
© in 10-c 
| Flamew 
movabl. 


covers | 


) combin. 





E cookine 
» Withha 


as Cassi 


Remem 





» vertisin 


AN INTEREST CENTER THAT 5 Ware h 
COMMANDS ATTENTION ... on Fla 
AN APPLIANCE LINE THAT se 

or this 


COMMANDS RESPECT. : 

















clerks 1 

build a 

The Dominion Line: Flat Irons, your pr 
Waffle Irons, Curling Irons, Toasters, 

Sandwich Grills and Grid-A-Bouts, If you | 

Table Stoves, Heaters, Poppers, Hair 4 h ‘ 

Driers, Mixers, Heating Pads, Infra- . ) these i 

red Lamps and Fans. i your P. 

salesme 

CON 

DOMINION ELECTRICAL MFG., INC., MANSFIELD, OHIO 

JUNE 
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FOR HIGHER UNIT SALES... 
MAKE UP THIS 


SET TODAY ! 





He” one sale that will 


mean $1-90 in gross profits 
for you (if you buy Pyrex Ware 


in 10-case lots). The three Pyrex 


 Flameware Saucepans with re- 


movable handles and handy knob 
covers to fit, makes up a perfect 


combination for all top-of-stove 


' cooking for the modern housewife. 


3 With handle off, saucepan doubles 


as casserole and serving dish. 


Remember, the tremendous ad- 


' vertising campaign behind Pyrex 
+ Ware has had a lot of emphasis 


on Flameware lately, so you'll 


have quick consumer acceptance 


| for this set. Have one of your 


clerks make up a few sets and 


build a mass display. Then watch 


| your profits jump! 


| If you don't have enough of all 


| these items in stock, call or see 


your Pyrex Ware Distributor’s 


salesman... today! 


CONSUMER PRODUCTS DIVISION, CORNING GLASS WORKS, CORNING, N.Y. 


“PYREX” is the registered trade-mark of Corning Glass Works in the United States and in Canada of Corning Glass Works of Canada, Ltd. 
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NO. 6834 


2 QT. PYREX FLAMEWARE 
SAUCEPAN 










































NO. 6832 


1 QT. PYREX FLAMEWARE 
‘ 
— 622¢ COVER 



















NEW $280,000,000 Market 


(Most Spectacular Development for the 
Home Since the Radio) 


Get In On the Ground Floor with Fastest 
Selling, High-Profit Item in the Field 


The most effective, economical air purifier known to 
science. Sixty-four million homes have been waiting 
for this low-cost, portable unit. 
PUROZONE attacks and eliminates odors nature's | 
way. Floods the home with fragrant, purified, moun- 
tain-like air containing 150% more oxygen. Re-: 
charges stale, used air with vital, health-building 
PUROZONE that actually increases vitality ... re- | 
lieves hay fever sufferers ... helps prevent colds. 
Low initial cost and minimum operating expense 


(unit actually consumes one-half the current used in | 
electric clocks) sells consumer immediately. 


NATIONAL ADVERTISING PROGRAM WILL 
TELL AND SELL THE CONSUMER FOR YOU! 


DISTRIBUTORS, JOBBERS, DEALERS Send for Full Particu- 
lars on PUROZONE Franchises and Merchandising Plans 


PUROZONE COMPANY 


3254 Lincoln Ave., Chicago 13, 11. | 


58 


PUROZONE 


DESIGNED 


OL HEATER 
now! 


HELP YOUR 


o 
CUSTOMERS T 
FUEL SAVINGS - -> 


@ You can install THERMOSTATIC Temperature Control 
on most of the oil heaters you have sold since 1939! That 
means extra profits on every sale you made during the last 
8 years! 

Most of your oil heater customers — even those as far back 
as 1939 — can enjoy the luxury and economy of A-P THER- 
MOSTATIC Temperature Control. And NOW is the time 
to tell them about it, when their heaters are inactive during 
the summer months. If their heater uses the A-P Constant 
Level Oil Control Model 240-DR, UR, or YR you can easily 
and inexpensively install a new A-P Model 240-ED Heat 
Regulator Set. They'll thank you next winter, when their 
fuel bills run 10% to 25% lower, and they're enjoying the 
pleasure and convenience of steady, uniform heat without 
the danger and discomfort of overheating — at the mere 
setting of a thermostatic dial. 


The A-P DEPENDABLE Model 240-ED Heat Regulator Set. Includes an 
Electric Conversion Top to mount on present Manual Control, accurate 
Wall Thermostat, Transformer and all accessories and instructions 


WRITE TODAY for details and prices — and supply of 
colorful direct mail folders to help you to ready SUMMER 
PROFITS on A-P Heat Regulator Sets. 


Be sure your new heater lines use -- - A-P DEPENDABLE Oll 
CONTROLS — tor faster sales, greater customer satisfaction 


AUTOMATIC PRODUCS COMPANY 


2442 North Thirty-Second Street, Milwaukee 10, Wisconsin 


DEPENDABLE 022 Controls 


TO ELIMINATE SERVICING 
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erature Control 
ce 1939! That 
during the last 


ose as far back 
of A-P THER. 
IW is the time 
inactive during 
¢ A-P Constant 
. you can easily 
240-ED Heat 
er, when their 
‘e enjoying the 
1 heat without 

— at the mere , i 
to reach for a match to light this gas heater . . . when 


It’s strictly old-fashioned—and strictly unnecessary — 


at the flip of a valve the pilot-operated Dearborn will 


heat your room faster and better! 


Pilot lighting is just one of the many reasons w hy 
Dearborn Gas Heaters sell faster... why every Dear- 


born you sell is a salesman working for you! 


In earning its reputation as the World’s Finest, Safest 
Gas Heater, the Dearborn has created a sensation in the 
heater field—and it will do the same thing with your 


customers, too. Here is truly the A@¢@@&e space heater! 


et. Includes an 

~~ pai Available in sizes up to 65,000 BTU . . . for every type 

structions. 

supply of of gas — natural, manufactured, mixed, or L.P.G. 

SUMMER 

NDABLE OIL Dearborn Vented Radiant Circulator 

satisfaction 

mpPA ny : Model DVRC-30 (30,000 BTU) 

0, Wisconsin Safe, sure automatic lighting with the Dearborn 
Safety Blue Flame Pilot—the pilot which in- 


stantly stops flow of gas to both heater and 


lantrols 
; pilot jet if fuel supply is interrupted. 


Thermostatic temperature control op- 


VICING tional. 
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Put This Mighty Advertising 
Force To Work For You 


BrisTOL originated the steel golf club shaft and now is 
again pioneering with other important advancements in 
the art of fine club making. Regularly these new ad- 
vancements are featured by BRISTOL in advertisements 
in LIFE’s pages . . . before the more than 22,500,000 
readers of this great magazine. Among this vast ‘number 
of readers you will find most of your own best customers. 
Thus, if you stock and display BRISTOL GOLF CLUBS, this 
LIFE advertising is your advertising . . . and your sales 
will respond accordingly. 





Accuracy of Balance Big 
BRISTOL Feature 


Exacting workmanship, close tolerances and high pre- 
cision machines throughout every step of manufacture 
combine to produce an unusual nicety of balance in 
BRISTOL CLUBS. Not only has each club an exceptionally 
good “‘swing weight” balance of its own, but each is in 
excellent balance with respect to every other club in the 
set. The accompanying photograph is a graphic illus- 
tration of set-balance perfection. Note the even align- 
ment of heads as the clubs are balanced across a rod. 
The more even the alignment of the club heads, the 
better the over-all set balance is shown to be. Try this 
test sometime yourself. Then remember that the careful 
balancing of BRISTOL CLUBs is one of the big reasons why 
they add so materially to your golfing pleasure. 





Bri : ee 


sarstonr, CONNECTICUT 





Also 
Mokers of 








BALLS, BAGS BRISTOL 
and FISHING RODS, 
ACCESSORIES REELS, LINES 
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e Yes sir! A wide- 


HEAD AND TAIL LAMPS 


sell fast, too. 
baked enamel finish. Chrome 
bezel on head lamp. Colorfully 
boxed individually or as complete 
sets with generator. 


MAKE-A-LITE DIVISION 





Chefford Master Mfg. Co., Inc. 


BIG DEMAND 


heading your way 












NO MORE 
BATTERIES 


















open market 
awaits alert 
dealers! Make-A-Lite 
generates brilliant 
light without batteries. 
Every installation gen- 
erates fresh demand 
among youngsters 
and adults, alike. Easy 
profits mount up fast. 




























The ONLY bicycle 
light generator with 
automatic voltage 
control governor that 
prevents blowing of 
bulbs at high speed. 
Adaptor permits use 
of old, self-contained 
battery lamps, too 


BRILLIANT LIGHT 
AT HIGH OR LOW SPEEDS 
GOOD LIGHT EVEN AT A WALK 


rn 











Finest grade white 











ORDER FROM 
YOUR JOBBER 










INinois 


Fairfield, 
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LYRIC: SA- 
The Sentin 
tric Alarm 
Silver plat 
merals. O1 


» AUTOCRA 


The new 
mium plat 
enamel ni 
dial type s 





CAMEO: | 
The ultra : 
10 kt. ro 
back. Rai: 
Clear viev 





MURAL: 


The Senti 
starting | 
to keep cl 
convenie! 





SULTAN: 
The Sen 
Single v 
Watch -t 
cally po 
metal ca 


JUNE 





LYRIC: SA-14 

The Sentinel miniature self-starting Elec- 
tric Alarm Clock with the 1-2-3 alarm. 
Silver plated metal case, easily read nu- 
merals. Only 414" high. Retails at $4.95. 





AUTOCRAT: PW-12 

The new Sentinel Pocket Watch. A chro- 
mium plated beauty with outside black 
enamel numeral dial. Has modern, red, 
dial type second indicator. Retails at $2.50. 








Sentinel Advertising Reaches 
27 Million People a Month 
NO cameo, To Back You Up 


10 kt. rolled gold case, stainless steel 


back. Rai ial. Pigski ‘ : 7 1 VE 

ios Secon tae. The full pages in LIFE and THE SATU RDAY EVENING 
tiie ne POST which began in March—one of which is illustrated 

det “ ws i above—are the beginning of a continuous national adver- 
rator with y , . Li tising campaign for Sentinel Clocks and Watches. 
c voltage ‘ The present demand is so great that current sales are 
ernor that on an allotment basis, but production is increasing every 
owing of | : ‘ day in the big Ingraham plant. 
oh 4 i 3°. y ; These reliable clocks and watches are sensibly priced, 
oe AAA 77" FA XY sold under Fair Trade Agreements, 
ermits use = J with liberal margin of profit. See your 
contained _ 4 distributor. 
nps ; 
Ps. te MURAL: SK-135 THE E. INGRAHAM COMPANY 
The Sentinel modern design electric self- Bristol, Connecticut Established 1831 
> starting Kitchen Clock. Easy to see, easy In Canada — 

T LIGHT — tokeep clean; 5” white dial, convex glass, The Ingraham Canadian Clock Co., Ltd., Toronto 


convenient bottom set. Retails at $4.50. 


SPEEDS i ne , 
A WALK : Z > YY 
: lo wr ba: ¥.’ Y Ly Ul 


aT hh: 


a] in ( Reg. U. S. Pat. Off.) 
JOBBER = |,_—SULTAN: 30H-Mo-11 OCcCKS AND WATCHES 
The Sentinel One Day Alarm Clock with Cc L = |] H 
wee winding key for time and alarm. 
/ 6) N atch-type escapement with electroni- bb 99 
| cally poised balance wheel. Smart black Guard Your Reco Sime 
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metal case, nickel trim. Retails at $3.25. 


_ Iinois : ; 
Prices exclusive of taxes. 
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4 
MORE PROTECTIVE 


than the best-known pure linseed oil paints! 


a 
MORE PROFITABLE 


to you because of its new low cost! 


Tae 
THE TALK OF 
THE INDUSTRY! 


Lasting R-700 
ROOF, BARN & 
INDUSTRIAL PAINTS 
& TINNERS’ RED 
FOR ROOFS, FACTORIES, BARNS, 


rr pepe FARM USE, ETC. 


| R-700 Industrial Paint 
has met with such 
amazing enthusiasm 
because it contains a 
brand new oil de- 
rived from the plastic 
which protected bil- 
lions of dollars worth 
of war material. Less 
costly than linseed 
oil, more protective 
than any known 


synthetic. 





R-700 can be brushed or sprayed. Sets to touch and dries in about the 
same time as good quality oil paints. Never gets brittle; remains tough 
and flexible throughout life of the paint film. Will not crack, peel, sag or 
run, Withstands all weather conditions. Contains no rosin, gloss oils or other 
inferior materials. Try R-700 for amazing results. 

COMES IN RED, GREEN, ALUMINUM, BLACK, SLATE GRAY 
Colors are bright and fadeproof. The aluminum is ready-mixed and 
brilliant. Excellent for all purposes. Ideal for asphalt surfaces. Will not 
bleed through. 

DEALERS, DISTRIBUTORS: This fine quality low cost paint offers tremendous 
opportunity for you. Can be furnished with your private label. Write today 


LASTING PRODUCTS COMPANY 


Manufacturers of Quality Paint Products 


FRANKLINTOWN ROAD 
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BALTIMORE 23, MARYLAND | $ 


WN matter how good it looks, a friction tape that won't 
stay put is of little value. That’s why “adhesion” is so im- 
portant in friction tape and why the A. S. T. M. has developed 
carefully-controlled test procedures to determine this all- 
important quality. PANTHER and DRAGON Friction 
Tapes comply with these and other requirements of 
A. S. T. M. and Federal specifications. 


But the most important factor of all is user satisfaction. 
PANTHER and DRAGON Friction Tapes are “tops” here, 
too. You can handle them on a pole top in mid-winter or in 
the blistering heat of a boiler room and expect them to 
stay put. 

PANTHER and DRAGON Friction and Rubber Tapes 
give results that produce repeat orders. They are made by a 
company in the insulation business since 1878 and sold only 
through recognized independent wholesalers. Hazard 
Insulated Wire Works, Division of The Okonite Company, 
Wilkes-Barre, Pennsylvania. 


5038 


12 anther and 1D) ragon 


friction and rubber tapes 
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THE BEST IRONING 


JUNE 5, 


1947 



































TABLE TO USE IS THE BEST TO SELL! 


YW 


UNDERSTRUCTURE 


Tubular frame, sturdy and lightweight. Strong, 
for life-time service; light, for a girl to handle. 
Cross-braced top, to stay flat and firm in iron- 
ing. Durable baked-on enamel finish. Non- 
slip rubber feet. 

Women may shop around—but they always come back 
for an Arvin. They can see they get more for the price 
they pay. Your store gets the sales, plus the reputation 


for giving bigger values. It pays to sell the best . 
ARVIN! 


ARVIN the name on profit-building products from 


NOBLITT-SPARKS INDUSTRIES, INC., COLUMBUS, IND. 


eon 4 SALMANSON & COMPANY, ING. . vier Beeteey- New York City 10 


CHICAGO + BOSTON «+ BALTIMORE . + NEW YORK 





pAY-TITE 
has countless 


“ Clicatyyy., 


PROTECT POROUS MASONRY 
SURFACES AGAINST WATER 








SEEPAGE WITH KA¥Y-7/7E 








National interest in 
this product creates added 
traffic and sales for you! 


Water SEEPAGE is a national problem! Every rainfall brings seepage to porous masonry 
buildings in varying degrees. You can cash in on the country-wide interest in controlling 
water seepage by stocking and promoting Kay-Tite. No wonder Kay-Tite is a sure-fire item, 
for it provides a real, practical answer to water seepage problems. 


Kay-Tite is made of finely ground, inorganic powders, which help to correct water seepage 
problems in porous masonry by penetrating into the masonry and sealing the pores. 


You can recommend Kay-Tite enthusiastically, for its performance has been proven ON-THE-JOB 
by builders, masons, architects and satisfied home-owners. Send for the profitable, fast- 
selling Kay-Tite $20.88 Deal, uniformly priced from Maine to California. Clip the handy coupon 
today. Kay-Tite Company, West Orange, N. J. 


Emst Hardware Co., Seattle Distributors for State of Washington 


Kay-Tite Compony, West Orcnge N. J. 
Send us the Kay-Tite $20.88 Deal—é6é 
cons White, 6 cons Grey. My cost $20.88. 
Total Selling Price $34.80. Also available 
in 50-ib. drums. List price $11.00 
NAME 
ADDRESS 


ony: ee PROTECTIVE POROU 
JOBBER'S NAME — 
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Phone ¢ d 


RE-ORDERS TELL THE STORY STH Soetem nase oy 


a 
* Tepeat or or 880 shin re 
8te 


Order Wo. 766) 
CRESCENT 5 
R ; 
ONZE POWDER co escent BRONZE 
° ILLIno,. * ODE 
CHicago; us Sr, ER Co, 
Poirenco ar] SHIP at once 


SYNcHR VIA y 
Oke ALUMI parE REL CHT 100 
° UR 


ALUMINUM PAINT 


*ecat th 


THE ALUMINUM PAINT OF 1001 USES 
... with EXTRA SALES 
..- EXTRA PROFITS for You! 


Paint dealers know a sales leader when they see it... 
and their re-orders prove they’ve got one in Cres-Lite 
SyNCHROME, the aluminum paint of 1001 uses. Cres-Lite 
SyNcHROME is the finest quality aluminum paint money 
can buy—quick-drying, self-leveling. One coat covers 
most surfaces with a chrome-like finish unsurpassed 
for resistance to heat, moisture, fumes, weather and 
corrosion. 


Stock Synchrome and step up your paint sales. Write for full 
details, today! 








GUARANTEED—Crest-Lite SYNCHROME is a quick-drying 
synthetic resin oil paint guaranteed to contain only pure 
325 mesh aluminum and the highest quality grades of oil, 
pigment and synthetic resins! 
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The standard of comparison among all 
popular priced shovels. Blades of high 
carbon steel, heat treated. Quality X 
Grade Handles, smoothly sanded, and 
thoroughly waxed. 


The WILSON OPEN BACK SHOVEL 


A Genuine Leader Item—the undisputed 
value leader among all low priced 
shovels. Blades of carbon steel, heat 
treated. No. 1 Grade Handles, smoothly 
sanded and thoroughly waxed. 


2 GREAT HARDWARE 
LINES—MEETING EVERY 
NEED OF QUALITY, / «, 
CONSTRUCTION, PRICE 


The STUART CLOSED BACK SHOVEL 





































LE Ue LLL LE 


GHOVELS SPADEF SCOOFF 








Time to Sell SHOVELS! 





1e heavy shovel selling season is 
The heavy shovel selling 


here and customers want shovels 






which are light in weight for easy 





handling, but strong and rugged in 






resistance to wear and breakage. 







Stuart Brand Closed Back Shovels 
and Spades and Open Back Scoops 






build customer good will and repeat 






business because they meet both of 
They 


come standard equipped with exclu. 






these important requirements. 







sive construction features found only 






in Shovels made by The Wood Shovel 






and Tool Company. These exclusive 





features are as follows: 














STEEL 1-BEAM HANDLE REIN. § 
FORCEMENT — The lightest and § 


strongest handle reinforcement which 










retains in the handle the resiliency 
and flexibility needed for full efi. © 


ciency in shoveling. 


CLOSED BACK CONSTRUCTION 
—The backs of Shovels and Spades 
are made perfectly smooth by a steel 
back bone plate welded into the back 
of the blade—no cracks or crevices 
for dirt to collect. 


BLADE DESIGN AND TREAT. 
MENT—Quality Steel—Proper Blade 
Design—Rolled Shoulders—Correct 
Heat Treatment — All of these are 





combined to produce long wearing & 


shock resisting blades. 


MOLY DOR MOLY STEEL D HA\. 
DLES—Used on all Short Handled 
These 


items. handles with steel © 





banded grips are of distinctive de- 


sign and consumers everywhere rec: § 
ognize Moly Handles as a feature of 
a quality shovel. 


* -¢ @ 


the W ood 


Company are 


Only Shovels made by 
Shovel Tool 
equipped with these outstanding fea- 


and 


tures which are easy to see, easy to & 
sell, and build business for you be 
cause customers come to you and you & 






alone to get shovels so equipped. 
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ELWEL 
COW TIE 




















WHAT THE 
WELL-DRESSED COW ans: 
IS WEARING oT 


Nothing fancy, of course. Just good, strong, de- 
pendable AMERICAN Chain. In the barn it’s a 
Cow Tie—Open Ring or Ohio Pattern—of Elwel 
or Tenso Chain. In the feed lot, it’s a Tie-Out 
Chain made of Tenso in lengths of 20 or 30 feet. 

If your jobber handles AMERICAN Chain, he is 
a good source for all types of welded and weldless 
chain, fittings and assemblies, repair links, hooks, 
cotter pins. 

Sell AMERICAN—the complete chain line. 


















AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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‘nformal Editorial Comments 


By Charles J. Weale 


"Yes They Need It— 
But Do They Want It?’ 


NOTE: For some time we have been ardently protesting “depression and re- 
cession talk," believing that as stated in our last issue (See H. A. May 22, page 


149), "An early depression is not inevitable, if we stop talking and get to work.” 
The above heading and the editorial message below parallels our own think- 
ing 100 per cent and is reproduced by special permission from "Dividends," 
a monthly publication issued by Ketchum, Mac Leod & Grove, Inc., an adver- 






income payments to individuals 

in the United States were at 
an all-time high. Estimates indi- 
cate an annual rate of $175 bil- 
lion or more—a monthly average 
of nearly $15 billion. (That’s 
more than twice the rate for 
1929.) 

At least $13 billion, perhaps 
more, were added last year to the 
already unparalleled nest egg 
which American citizens had laid 
away in all forms of savings. Such 
savings show further increase in 
1947. 

Bank deposits, currency in cir- 
culation and other forms of read- 


I: the first four months of 1947, 


JUNE 5. 1947 


tising agency in Pittsburgh, Pa. 






ily expendable capital are at high- 
est levels. 

More individuals are employed 
than ever before in peacetime, and 
in most cases at their highest 
rates of pay. Large-scale wage 
and salary increases are still go- 
ing into effect. 

Congress is moving toward re- 
duction both of income taxes and 
of the Federal debt. Federal em- 
ployment, a non-productive drain 
on the economy, is being slashed. 

At the same time, needs of the 
American people are at similar 
peaks. Millions are almost literal- 
ly without housing; other millions 
need better homes than they now 
have. Millions need new or at 
least used automobiles. Millions 


—C. J. H. 


are getting along without refrig- 
erators, ranges, sweepers and 
other household 
Millions are wearing suits, hats, 
shoes and other garments they 
would like to discard. And so on, 
almost ad infinitum. 

Such facts as these once seemed 
to spell universal prosperity and 
almost unlimited opportunity. To- 
day, when combined with such 
additional factors as_ cost-and- 
price levels, inventories, public 
and private debt, they add up— 
in the minds and on the tongues 
of economists and other financial 
prophets—to an assurance of bad 
times to come, a promise of can- 
celled orders, reduced production, 
tumbling prices, shrinking profits, 


conveniences. 
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and large-scale unemployment. 
In other words, the lavishly ad- 
vertised, positively guaranteed re- 
cession of 1947-48. 

The prophets may be right. 
They have been, on occasion. But 
before he re-drafts his will and 
makes his bargain with the under- 
taker, the average business man 
ought to ask himself at least two 
questions: 

1. “Could the experts be wrong 
now, as they were as recently as 
1945? 

2. “If they are right, what can 
I do to ward off the evil eye from 
me and mine?” 

The answer to the first ques- 
tion, Mr. Average Business Man 
will have to leave to circumstances 
beyond his control. The second 
answer, fortunately, is one he him- 
self can provide. 

If he really is average, his ap- 
praisal of his own situation will 
disclose these facts: 

1. A great many persons need 
what he makes—whether it’s fur- 
niture, or luggage, or pots and 
pans, or blankets, or tractors, or 











whatever. Some of them already 
know they need it; many others 
have to be convinced. 

2. A lot of them are not buying 
what he makes, because they 
think prices will be lower, or qual- 
ity will be better, or they don’t 
know where to get it, or they don’t 
even know it’s available, or they 
have heard so much about this 
coming recession that they won’t 
let go of their money unless some 
salesman proves that his goods are 
more desirable than the cash 
which buys them. 

3. He has fewer salesmen, in 
proportion to size of market and 
number of prospects, than in pre- 
war days. 

4. His older salesmen have 
grown soft in six years of easy 
going, his younger men never be- 
fore have bumped into tough 
buyers, and both groups need 
training and direction. 

5. The country is full of old 
dealers and their old salespeople 
who have forgotten, of new deal- 
ers and new salespeople who 
have never learned, how to move 


xk * 





goods against buyer indifference 
or resistance. 

6. His entire promotional pro- 
gram, from national advertising 
on through the wholesaler and the 
retailer and the retailer’s sales- 
people, is below pre-war standards 
in extent and intensity. (Remem- 
ber, population is greater, income 
levels are far higher, potential cus- 
tomers are far more plentiful, ad- 
vertising space rates and other 
promotional unit costs are higher, 
than in 1941). 

At the end of such a stock-tak- 
ing, the business man will come 
to the conclusion that what his 
business needs is the kind of sell- 
ing that finds people who need a 
product, and makes them want it. 
The kind of selling this country 
used to take for granted. The 
kind of selling which can keep 
the individual business ahead of 
competition and out of the red 
—even in a recession. The kind 
of selling which, if undertaken by 
enough individual _ businesses, 
might push that recession off into 
the indefinite future. 


- What Have Hardware Dealers 
To Say to This Letter? — 


HE sales executive of a well 

known and large mid-western 
wholesale hardware firm writes 
very critically about some of his 
dealer-customers. We feel sure 
that many of our readers will 
have some interesting counter ar- 
guments to offer on this subject. 
We invite them to do so. This 
wholesaler’s letter, in part, reads 
as follows: 


“During the period 1942 to 
1946 hardware dealers and job- 
bers enjoyed a volume of busi- 
ness that was just way beyond 
all of our expectations and, frank- 
ly, was not due to any particular 
effort, or any particular bril- 
liance on the part of any of us. 

“During the years mentioned, 
the hardware dealer was quite a 
changed fellow and a good sports- 
man. This good sportsmanship 
was due to the fact that he was 
enjoying exceptional business. 
During this period, a great many 





dealers were willing to stock mer- 
chandise they had not been will- 
ing to stock before, but they ac- 
cepted it because they were be- 
ing called on for such merchan- 
dise. Much of/this merchandise 
was sold before 1943, but the 
hardware man, at least too many 
of them, didn’t realize it. If they 
could only have realized it, much 
of the success they did have, was 
due to their changed disposition. 

“Now I, like a great many 
others, had particularly hoped 
that this improved disposition 
and sportsmanship, on the part of 
independent hardware dealers, 
would continue after things be- 
came more normal—if they did, 
they would be surprised at their 
improved general business. But, 
unfortunately, there are a num- 
ber of hardware men who are 
slipping back to their old temper- 
aments and _ dispositions—they 
are not the good sportsmen they 
were. They refuse shipments at 
the depot—they return merchan- 





dise without even trying to sell 
it—because they personally don’t 
like it, they seem to reflect this 
attitude—‘if I don’t’ like it, why 
should anybody else like it?’ 
“We had an example here just 
the other day, which is occurring 
too frequently already—a mer- 
chant of ours refused a shipment 
of two items that made up a mini- 
mum shipment of merchandise 
that is still critical. The trans- 
portation company advised us 
that this dealer refused shipment 
—I immediately got in touch with 
a dealer in the town, to take this 
off his hands, but before I could 
contact the other dealer, who had 
refused the shipment, and it was 
only a matter of hours, he had 
already returned the merchan- 
dise to us. I just offer this as an 
example of the changing attitude 
and I wonder if the hardware 
dealer realizes it or not, this 
changing disposition that he al- 
ready is indicating, is being no- 
ticed by his customers.” 


HARDWARE AGE 






...and 
BOR-L‘ 
shown i 
contract 

Lockv 
tise latcl 
and a sl 
name Li 

Long: 
and easi 
solid br: 
the knol 
can be | 
the rose 
Wrougl 
in chart 

Thess 
product 


sales in 


#Trade N 
U.S. Pc 


Divis 








indifference 


stional pro- 
advertising 
aler and the 
iler’s sales- 
r standards 

(Remem- 
ter, income 
tential cus- 
entiful, ad- 
and other 
are higher, 


1 stock-tak- 
will come 
what his 
ind of sell- 
ho need a 
m want it. 
is country 
ited. The 
can keep 
ahead of 
f the red 
The kind 
rtaken by 
usinesses, 
n off into 


ig to sell 
ally don’t 
sflect this 
e it, why 
2 it?’ 
here just 
occurring 
—a mer- 
shipment 
p a mini- 
-chandise 
he trans- 
vised us 
shipment 
uch with 
take this 
I could 
who had 
d it was 
he had 
nerchan- 
is as an 
attitude 
ardware 
ot, this 
t he al- 


‘ing no- 


| AGE 











... and wide application. You can sell Lockwood’s 
BOR-LOC Sets for practically any inside door, as 
shown in the chart below. Your home-owner and 
contractor customers will benefit two ways: 

Lockwood BOR-LOC is the quickest kind of mor- 
tise latch to install .. . needs only two bored holes 
and a shallow recess for the face plate. And the 
name Lockwood assures outstanding quality. 

Long-lasting BOR-LOC latches work smoothly 
and easily. An ingenious coupling fully retracts the 
solid brass latch bolt at only an eighth of a turn of 
the knob... Bathroom-Bedroom BOR-LOC Sets 
can be locked on the inside by a small lever under 
the rose, and are equipped with an emergency key. 
Wrought brass trim with choice of knobs as shown 
in chart below. 

These, and other Lockwood Builders’ Hardware 
products, will continue to set the pace for increased 


sales in the building days ahead. L-74D 





BOR-LOC’* Sets 


set the pace for quick installation 








1 
i 








OPERATION 


By knob from either side. 
On Bath or Bedroom Sets, 
knobs can be locked by 
lever below knob. 





#Trade Mark Reg. 


U. S. Pat. Off. INSIDE 
Set Numbers 


All Trim 
Wrought Brass 


Knobs: Brass or 
Glass 


Ou Ane 





BATHROOM — BEDROOM 
Set Numbers 





Qu/in0 


CLOSET 
Set Numbers 








9173% 




















ee c{) BV4901 BV4901% = BV4901% BV4901% 
9117 

Brass, 2" dia. c{) BV4902 BV4902% BV4902% BV4902% 
French Shank 

9112 

Brass, 1%" dia. r{) BV4903 BV4903% BV4903% BV4903% 
French Shank 

ee als BV4906 BV4906%  BV4906% BV4906% 
Glass, 2” dia. 











lockwood HARDWARE MANUFACTURING CO. 


Division of Independent Locke Company, 
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New Qhio Store Has 


Two extra large 
windows, approxi- 
mately 13 ft. 
square, plate 
glass doors and 
flanking windows 
give passers-by a 
full view of the 
first floor. The 
second floor vis- 
ual front makes it 
possible for peo- 
ple upon the op- 
posite side of the 
street to view the 
major appliance 
display. 


D.y or night the 


newly-opened Uptown Store of the 
Canton Hardware Co., 114 Fourth 
St., N. W., Canton, Ohio, stops the 
casual passer-by in his tracks. 

Nearly 7,000 residents who vis- 
ited the establishment during its 
formal opening, Wednesday to 
Saturday, April 23 to 26, 1947, 
voiced approval of the fine new 
store that had been added to their 
business section. 

The local resident is surprised 
to find such an imposing modern 
building on a Canton street, and 
the visitor from a large city ex- 
presses amazement when he finds 
such a fine, large store so far re- 
moved from Fifth Avenue, New 
York, or Michigan Boulevard. 
Chicago. 

The surprising thing to many 
is that the four-story building, 50 


Gifts and housewares are well up 
front where they attract women 
passing on the street. Fluorescent 
lighting and spotlamps “glamorize" 
the merchandise on display. 
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ft. wide and 60 ft. deep, houses a 
hardware store and not a depart- 
ment store. While it is primarily 
a hardware store, it also carries 
complete lines of major appli- 
ances, housewares, giftwares, wall- 
paper, luggage and toys. 

One is first impressed by the 


amount of glass that has been in- 
corporated into the front of light 
tapestry brick. Glass extends 
across the entire first floor. A 
pair of exceptionally large win- 
dows, each 13 ft., 3 in. wide by 
12 ft., 6 in. high, flanks a pair of 


heavy plate glass doors. 
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The Canton store boasts of be- 
ing the only establishment in the 
city to have a second floor visual 
front. A model kitchen has been 
set up on one side of the second 
floor front and is clearly visible 
to the passer-by on the opposite 
side of the street, day or night. 
Other major appliances are also 
placed so as to be on view from 
the street. 

















Glass Brick Used 


been in- 


of light 





Glass construction brick has 








extends 
lear. A been used on the front of the third 
ge win- and fourth floors, to provide dav- 
wide by light well into the store. 

pair of Entering the store on a swelter- 





ing summer day the visitor will 






Canton Hardware Co.'s new four-story build- 
ing is air-conditioned, has fluorescent lighting, 
a second floor visual front, elevator for its 
customers, auditorium, ladies’ lounge, built-in 
movie equipment and numerous other features 


What It Takes... , 


be surprised to find himself in 
a pleasantly cool atmosphere. This 
is believed to be the first large 
hardware store in the country to 
be fully air-conditioned from base- 
ment to roof. 

The basement and first three 
floors are cooled by a system with 
a 15-ton capacity, i.e., equivalent 
to the cooling effect of 15 tons of 
ice daily. A separate 5-ton unit 
is used on the fourth floor. Both 
systems draw fresh air from the 
street through ducts in the build- 
ing front. 

The larger system is connected 
with the city steam system so the 
same ducts are used to carry 
heated air to all parts of the store 
during the winter months. 









































Here is a complete view of the en- 

tire building. Glass bricks admit 

plenty of daylight into the third 
and fourth floors. 


Employees will not be aware of 
sudden changes in temperature on 
the outside for thermostats which 
control the air conditioning will 
make automatic adjustments for 
about every three degrees of tem- 
perature change. 


Fluorescent Lighting 


Fluorescent lighting is used 
throughout. Spotlights are used 
in conjunction with continuous 
fluorescent tubing and these are 
focused on the display tables be- 
neath, to give the merchandise the 
suap and sparkle it would not get 
were fluorescent lighting used 
alone. 

Striking display effects have 
been achieved in the wall cases 
by the use of a new type of 
colored fluorescent tubing. Glass- 
ware, china and giftwares are 
ereatly enhanced by the use of 
blue, green and amber light. 

All of the wall and island dis 
play fixtures were given a Swedish 
modern finish which is light and 
attractive. The effect was achieved 
by giving. the fixtures two coats 
of white paint which was allowed 
to soak in enough to bring out 
the crain of the wood. The un- 





The two large windows make pos- 
sible two simultaneous demonstra- 
tions for sidewalk audiences. When 
this picture was taken a home econ- 
omist had just baked a cake. 
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Wallpaper is a profitable line so 

half of the third floor is given over 

to it. Plenty of chairs and desks 
provide comfort for customers. 


absorbed paint was wiped off be- 
fore it set. Clear varnish was used 
to give lustre, and to make clean- 
ing an easy matter. 

Plywood backs in the wall fix- 
tures were built so that the glass 
shelving could be adjusted at any 
time. 


Island Displays 


The store management designed 
and had built locally island dis- 
play counters. These are of a uni- 
form size, 34 in. high, 30 in. wide 
and 5 ft. long. There is one divid- 


This sidewalk audience is intent on watching a movie being shown on 
the roll-away screen built into the ceiling at the rear of the store. 
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ing shelf in the storage space 
which is made accessible from 
either side of the display by slid- 
ing doors. 

Each one of these units has 40 
cu. ft. of storage space, and since 
there are 27 of these in use on the 
first floor alone there is 1080 cu. 
ft. of storage space for reserve 
stocks of merchandise available in 
these table fixtures. The wall fix- 
tures also afford a great deal of 
storage space, so a salesperson 
rarely has to take more than a few 
steps to replace merchandise. 


Movies in Store 


Another feature which makes 
this one of the most modern and 
unique stores of any kind in the 


Approximately 360 rolls of wall- 
paper of different patterns can be 
stored neatly in this rack. Mrs. Vera 
Beck, department manager, is seen 
inspecting a pattern. 


country is movie equipment which 
has been permanently installed for 
use in the evening after store 
hours. Movies, visible from the 
street, demonstrating the uses and 
advantages of the more important 
products sold by the store will be 
shown and will be alternated with 
sports films, comedies and pictures 
of general interest. 

A roll screen has been built into 
the ceiling at the rear of the first 
floor and the projector is located 
on a platform above the main en- 
trance doors. Loud speakers are 
placed on the marquee to carry 
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sound to the sidewalk audience, 
which is enabled to view the 
movies through the large show 
windows. 

Another movie screen is built 
into the ceiling of a small audi- 
torium, seating about 250 people, 
located on the fourth floor. This 
auditorium is intended for com- 
pany meetings, product demon- 
strations, employees’ social events 
and for daytime meetings of com- 
munity women’s groups. There is 
a small stage at the front of the 
small hall. 

















Will Encourage Clubs 







The store will encourage clubs 
to hold their meetings there, as a 


means of building store traffic and Hardware, paint and garden depart- 
ments are in the basement. Uniform 
display cases, used throughout the 
store, house much surplus stock. 














switchboard, will be readily avail- 
able for personal calls. Employees 
will also use this phone for any 
personal calls they have to make 
during store hours. At present 
there is no comfortable ladies 
lounge of this kind in the business 
section of Canton, and this is ex- 
pected to become a popular meet- 
ing place for women as more and 
more learn about it. 



















Convenient Location 





While the store is not on the 
main street of Canton it is con- 
veniently located in the heart of 


O. H. Morgan, retail manager, presides at a company meeting held in the >avilv-trav } ine dis- 
fourth floor auditorium, air-conditioned like the rest of the store. a heasRyqrevened chepping Oi 















trict. It is just around the corner 





good will. This large room is air- 
conditioned so it will be comfort- a 



















































able for meetings or even dances — 
during the summer months. ited !! 81S — o 
“This is a store designed especi- pare soleiaes, 
ally for the ladies,” according to saan § baa * 
O. H. Morgan, manager, and this jeseene bs 
was the guiding thought in all the - aan ee" 
planning that went into the estab- ‘ Ei ze <2 Be 
lisment. 7 o 






One feature of the new building, 
that will be mentioned in the 
store’s advertising, is a comfort- 
able lounge for women, located 
on the second floor. This lounge 
has been fitted with comfortable 
furniture and mirrors and every 
convenience for the ladies. A tele- Storekeeping is simple with this arrangement of paints, enamels and 
phone, connected with the store varnishes. This is a neat and attractive department on all occasions. 
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A 12-lb. roast was prepared each day of the opening event in a range 
in the second floor model kitchen located near one of the windows. 


from the department stores on 
Market St. It is next door to a 
very, large public food market, 
while another similar market is 
only about a block away. It is 
also within one block of several 
theatres. 

Until a handsome passenger 
elevator can be procured and in- 
stalled, sometime this summer, the 
freight elevator, operated by a 
young woman, takes customers to 
the basement or to any one of the 
three upper floors. Customers may 
also walk from floor to floor if 
they so desire. 

A short flight of stairs, with 
wrought iron grillework, leads 
from the rear of the first floor to 
the store’s offices which are lo- 
cated on a mezzanine. 


Receiving Stock 


An unavoidable handicap of the 
store is that all stock has to be 
received through the front doors 
as the building is entirely sur- 
rounded by other buildings. In- 
coming goods are taken directly 
to the elevator and then to the 
fourth floor receiving and marking 
room, where the merchandise is 
checked and priced. Wrapped 
merchandise for city delivery is 
placed in bins. according to de- 
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livery routes, where the drivers 
make their pick-ups. The display 
department also has a_ well- 
equipped shop on the fourth floor. 






Wallpaper accounts for a sub- 
stantial part of the business of the 
Canton Hardware Co., so half of 
the third floor of the new store 
has been devoted to the wall- 
paper department. Excess stock 
is shelved in two racks which 
reach from floor to ceiling. The 
wall which separates this long hall 
from the wallpaper selling space 
has been papered with large panels 
of half a dozen different patterns. 
Plenty of comfortable chairs and 
desks make it easy for customers 
to select paper at their leisure, 
with comfort. 


The third floor also houses the 
luggage, wheel goods, and toys 
and games departments. 


Major Appliances 


The major appliances depart- 
ment occupies the entire second 
floor. There is an abundance of 
electrical outlets located all around 
this room so that all of the elec- 
trical appliances can be operated 
by the salesmen in making demon- 
strations. This floor has also been 
equipped with gas outlets, hot and 

(Continued on page 106) 





Wallpaper Sample Wall Displays Catch the Eye 


ALLPAPER samples, borders, 
and decals are displayed on a 
restricted wall location at the Reine- 
man Hardware Co., Burlington, Wis., 
with additional wallpaper sample 
books close at hand should the house- 
wife want to look for additional pat- 
terns. ' 
This arrangement does not occupy 
much space, yet it attracts the atten- 





This display stops the passers-by and lecds to numerous sales 


tion of homeowners who might need 
such items. One book of wallpaper 
patterns in stock is displayed with 
both sides open, so as to catch the 
attention of browsers. With a quick 
glance at the section, the homeowner 
is very likely to see one or two deco- 
rative suggestions which appeal. This 
often results in a closer inspection 
ending in a sale. 
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This compact display features saddles priced as high as $150. Blankets, 
pads, bridles and other types of riding accessories are also shown here. 








Parrish Rides to Profits 
Via the Ranch Route 


Serax of ranches and 
cow punchers and most people im- 
mediately think of the western 
states. The state of Florida, how- 
ever, is fast forging to the front as 
one of the most important cattle- 
raising sections in the country. In 
line with this situation, H. H. Par- 
rish Hardware in Orlando, Fla., 
caters to ranch operators—com- 
mercial rather than the “dude” 
style—in many of its departments. 
Ranch saddlery is featured in a 
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Orlando, Fla., firm, located near state's cattle- 
raising country, sells as many as six saddles 
a day at prices that range from $50 to $250. 
Accessories help swell volume of department 


rear-of-the-store location, three 
lines and six styles of western style 
saddles being on display at all 
times in the firm’s attractive dis- 
play room. When you consider 
that saddles are offered in a price 
range from $50 to $250 each, and 
that most saddle sales will be sup- 
plemented by additional acces- 
sories totalling from $25 to $75, 


it is readily seen that this is worth 
while business. 

The firm is a consistent adver- 
tiser and newspaper advertising, 
radio spot announcements and an 
exhibit at the annual Central 
Florida Exposition are tied to- 
gether to help sell more ranch 
owners and ranch hands on the 

(Continued on page 100) 






77 



















A Home Supply Center 


Whether it's a range—a radio— 
all customers can see it in full 


of the Cullen Lumber Co. 


Accompanying pictures 


Cullen's has 10,800 sq. ft. of actual 
display space surrounded by clear 
plate glass 12 ft. high and sloped at 
a 7-deg. angle to prevent refrac- 
tion; 28 by 6 ft. and 68 by 6 ft. 
name signs; a 28-ft. tower with a 
12-ft. pinnacle; 30 in. block letters 
on tower and three-tube neons alter- 
nately flash in rose and green. Pin- 
nacle atop tower is gold and the 
circles below the tower are indi- 
rectly illuminated, gold. 





Hardware and housewares depart- 
ments feature complete lines geared 
to suit the carpenter, tradesmen, 
home builders, and the "handy man." 
All department signs are ‘'Plexi- 
Glass," illuminated by shadow-boxed 
fluorescent tubing. Approximately 
10,000 came to the March opening 
of the 24-year-old firm's new store. 




















Sectional view of the downstairs 
portion of the store. Entrance to the 
basement is by two 10-ft. stairways, 
one at the front and ene at the rear 
of the main floor. The east portion 
of the basement is devoted entirely 
to the sale of hardware, tools and 
builders’ supplies. 
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Where Everything Works 


a lamp—a roaster or a toaster 
operation in the new store 


in Oklahoma City, Okla. 
tell the entire story 


This south to north view of the 
main appliance section. Here are 
4,710 sq. ft. of space actually de- 
voted to major appliances on the 
first floor. At every 10 ft. along the 
center of the floor are two 110-volt 
outlets and one 220-volt outlet; also 
gas, water, and waste facilities 
make it possible to have every ap- 
pliance in full operation. 
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The downstairs electrical demon- 
stration kitchen. There are three 
model kitchens in all and in each, 
home economists offer continuous 
demonstrations of appliance usage 
and food preparation. The kitchen 
in the illustration is 10 by 8 ft. by 
6 in. and in the window is a recess- 
ed scenic oil painting indirectly il- 

luminated by fluorescent tubes. 








as 
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The paint department occupies the 
entire west side of the store's down- 
stairs selling floor and stock com- 
oe plete paint, enamel and lacquer 
| | * MPD & aes lines. This department is reputed to 
; a ag have one of the largest stocks avail- 

pi le iy able to the buying public in the 
? Southwest. One of the 10-ft. stair- 

cases leads to this section. 
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(Continued on page 80) 
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“Everything 
works" — 74 elec- 
trical outlets in 
this small appili- 
ance display, 18 
by 10 f#., put all 
items on a full op- 
eration and maxi- 
mum sales oppor- 
tunity basis. Back 
wall is of knotty 
pine, French an- 
tiqued with peach 
cast. The side 
walls are canvas 
covered. Wedge- 
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Here 86 electrical a 
outlets in this 18 dis 
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China and Glass Wareroom 


Deliveries Cut Selling Costs 


Noonan Hardware Co. finds method keeps displays intact and 
Has seven to eight stock turnovers a year 


speeds up sales. 


ici per cent 
of the gross sales at the Noonan 
Hardware Co., Santa Monica, 
Cal., comes from the china and 
glassware department and _ the 
secret of the lower selling cost in 
that department, according to 
George Secrest, general manager, 
is in the fact that sold items are 
never delivered from the floor 
displays but from a reserve ware- 
room. 


Displays Untouched 


Department displays in _ the 
Noonan store are set for beauty 
and selling appeal and except for 
housekeeping are never touched. 
According to the dollar invoice 
cost, the china and glassware de- 
partment requires 25 per cent 
more floor space than the general 
hardware line. The main sales- 
room is 40 by 100 ft. with a 40- 
ft. wareroom at the rear and a 6 
by 70-ft. special reserve ware- 
room running the length of the 
china and glassware department. 
Of the nine salespeople on the 
sales staff, six are women and as- 
signed to china and glassware 
sales. 


Here's How It Works 


Here’s the way the reserve ware- 
room works at the Noonan Hard- 
ware Co. to cut down selling costs. 
The room runs the full length of 
the department wall and is reached 
by a door midway in the depart- 
ment. 

On one side of this 6 ft. wide, 
70 ft. long wareroom, are shelves 
which correspond to the wall 
shelves used for display at the 
department. Each section is num- 
bered, and there are seven shelves 
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Wall china and glassware displays are keyed to a wareroom reserve 
stock, located in a reserve room directly behind the wall display. 
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One employee is assigned to the reserve stock wareroom and keeps up 
section reserve stocks. All items sold from store displays are taken 
from the wareroom, thus maintaining full sales displays at all times. 
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Floor displays also are keyed to the reserve stock wareroom with 
each item marked to correspond with items in the reserve location. 


to each section, which are also 
numbered to correspond to the 
numbers on the display shelves. 

If a buyer selects an item from 
section 10, shelf 5, at the floor 
display, a reserve stock of that 
item is to be found correspond- 
ingly numbered in the wareroom, 
directly behind the display shelf 
location. 

The saleslady makes a location 
notation on her sales ticket. When 
the customer has completed the 
selections, the saleslady then goes 
into the long reserve wareroom 
and gets the items bought and 
takes them to the wrapping coun- 
ter. 

If reserve stock is depleted in 
the long wareroom, the sample 
in the display is removed. Thus 
salespeople know that whatever is 
on display is also in reserve. 

One of the salesladies in the de- 
partment is assigned also to the 
reserve wareroom. It is her duty, 
twice daily, to check reserve stock 
and also check display stock. She 
keeps a cross entry book which 
shows also the number of items on 
hand for a particular line which 
are not in the reserve wareroom. 

It has been found that this 
method of filling orders from the 
reserve wareroom has accounted 
for a greater turnover for the de- 
partment. No time is spent on 
sales of larger item groups which 
cannot be filled from the reserve. 
Before the present arrangement, 
department turnover ran five times 
per 12 months. For January, Feb- 
ruary, March and April, depart- 
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ment turnover ran at a rate of 
between seven and eight times per 
12 months. 

Besides the wall displays for 
the department, approximately 
50 per cent of the floor space is 
used for showing china and glass- 
ware. 

Reserve wareroom stock for 
items carried on the floor is han- 
dled in the same manner as those 
on the wall shelves, except that 
reserves for these are in numbered 
sections and shelves on the oppo- 
site side of the 6-ft. wareroom. 

On the floor display tables, each 


item is marked with a wareroom 
location key, as “Sect 10-Shelf 3.” 
This means that reserves for the 
piece are to be found in the ad- 
joining wareroom in section 10, 
on shelf 3. 

“We display no items in our 
windows,” Mr. Secrest says, 
“which are not to be found on 
our inside display sets. Therefore 
we use no pieces in our window 
sets which are not in reserve in 
our wareroom adjoining the de- 
partment. 

“We have found this to be an 
important rule. If a shopper se- 
lects something from our window 
that shopper, if a regular custo- 
mer, knows that the item is to 
be found inside the store. This 
fact gets around. 

“Another thing is that we never 
price items displayed in the win- 
dow. We always price items dis- 
played at the inside displays. The 
reason we stopped pricing any 
window display items was because 
we found sidewalk shoppers pass- 
ing us up because of the price. 

“When we can bring the side- 
walk shopper into our store to ask 
the price we increase our selling 
chance in three ways: We can ex- 
plain a high price and estab- 

(Continued on Page 100) 








Oilcloth Display Stand Makes Selling Easy 


A special oil- 
cloth display stand 
has proved very 
productive of 
sales at the Kruck- 
man & Glaser 
Hardware Co. 
store, Burlington, 
Wis., according to 
R. W. Glaser, sec- 
retary - treasurer 
of the firm. 

This display, 
which provides 
for 11 displey 
positions for 

















oilcloth patterns, 
is strong, neat 
and attention- 
compelling. The 
display positions 
are at an angle 
which permits 
each roll of oil- 
cloth to lay there 
without falling 
off. When each 
sample is pulled 








out a foot or more, the prospect can view a sufficient length of the patterns 
and make her choice. The display stand is triangular in form and works 
much in the same way as does a clothes rack, in that it can be braced so 
that the bottom supports do not get too much vibration. 
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Paint and Wallpaper Displays 
Attract Customers and Sales 





Kruckman & Glaser Hardware Co. features 
these lines where people can't miss them and 
find that sales of one lead to sales of the other 








Paix: and wallpaper 
sales at the Kruckman & Glaser 
Hardware Co., Burlington, Wis., 
reach high levels through use of 
some very effective displays which 
attract the attention of people who 
come to the store. 










Special Brush Display 







In the center of the 25-ft. paint 
section is a special display area 
for paint brushes which is out- 
standing. It was fashioned in 
the firm’s tin shop in a concave 
shape when viewed by the cus- 
tomer, and it contains numerous 
paint brushes of all sizes which 
are fastened onto clips which have 
been secured against the shelving. 
The metal background is painted 
with aluminum paint which re- 
flects the light and helps attract 
attention. 


















Forty designs of wallpaper are shown upon this display fixture. Customers 
find it an easy matter to make a selection from this assortment. 











“This display has doubled our 





paint brush sales,” says Mr. R. W. 





Glaser. secretary - treasurer, “he- 






cause it calls brushes-to the at- 





tention of every person who buys 





paint. The display is so clear that 





everyone sees it and this helps 





sales. Salesmen do not have to 
call attention to brushes very often 
the display speaks for itself.” 
Flanking the brush display on 
each side are rows of paint cans 









of various sizes. A long counter 
directly in the foreground has 
some excellent displays of other 







painting supplies. 





Farmers and townspeople like 
to buy their paints at this store, 
for Mr. Glaser and his staff always 


(Continued on page 106) 
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Paint brushes are shown in this recessed section. The aluminum-painted 
background makes the brushes stand out and attract the store shoppers. 
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Twin Pocono Mountain 





This is the way the shoppers flocked into Main St.; Stroudsburg, Pa., on Saturday of Pathfinder Week. A 
voting machine that was used in making a survey of customer buying habits is indicated by the arrow. 


* Stroudsburgs, twin 
resort towns in the Pocono Moun- 
tains, in northeastern Pennsyl- 
vania, tested their strength the 
week of May 5, which had been 
designated locally as “Pathfinder 
Week,” to prove to the manufac- 
turers of the nation that the “Main 
Streets” of the towns of similar 
size account for 45 per cent of all 
retail sales, which are made to 60 
per cent of the nation’s population. 

Stroudsburg and its neighbor- 
ing town of East Stroudsburg, 


84 





with a combined population of 
12,950, were adopted for the week 
by Pathfinder News Magazine, as 
being typical of the 17,000 Ameri- 
can cities and towns of 25,000 
population or under. 


Community Spirit 
Billed as the “Know Your Own 


Strength Campaign.” the promo- 
tion gave the two communities a 
carnival spirit for a week, but 
more importantly it developed a 
community spirit which will prob- 





ably be reflected for a long while 
to come. 

All the local merchants, under 
the Pathfinder aegis, banded to- 
gether to defray the cost of dec- 
orating the town. Many of the 
manufacturers of 512 nationally 
advertised brands of merchandise 
sold by the local stores responded 
to requests for increased ship- 
ments of goods. 

Quite a number of them fur- 
nished display materials and a 
number provided trained demon- 
strators to individual stores. 
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Towns Test Their Strength 


Merchants of Stroudsburg and East Stroudsburg, Pa., unite their 
efforts in Pathfinder Week to prove to manufacturers and dis- 
tributors the great market potentialities of Main Street, U.S.A. 


Many manufacturers demon- 
strated their interest in the small 
town market by having members 
of their sales, promotion and ad- 
vertising staffs visit the Strouds- 
burgs to see at first hand just how 
their merchandise and their sales 
aids were being handled by re- 
tailers in small community stores. 


Manufacturers Present 


Three executives of Frigidaire 
Div., General Motors Sales Corp., 
flew from Dayton, Ohio, in order 
to observe what was taking place 
in Stroudsburg. Another major 


ao 
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The theater was filled several times during the week 


appliance company had nearly 10 
representatives in the twin towns 
for the week. 

Immediate effects of the tre- 
mendous promotional effort that 
had been put back of the cam- 
paign were rather hard to gage 
but it would seem that future 
benefits from Pathfinder Week 
will outweigh immediate ones for 
the Stroudsburg merchants. 

It is too early to learn the direct 
results from the Stroudsburg cam- 
paign, but the merchants of 
Nampa, Idaho, know that they had 
a sales increase of 121 per cent. 


during Pathfinder Week, last May. 






over the same week of 1945. The 
Nampa hardware stores reported 
that a 93 per cent gain was at- 
tained for the week. 


Bank Deposits Increased 


Of more importance is the fact 
that the over-all increase for 
Nampa’s retail sales during the 
last eight months of 1946 was 
more than 50 per cent. The city’s 
bank deposits on Dec. 31, 1946 
were 30 per cent ahead of the 
previous year. On the same date 
all Idaho bank deposits were up 
only 6 per cent and the nation’s 








for events like this Westinghouse cooking school. 
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bank deposits had dropped 5 per 
cent. 

The Stroudsburg promotion 
came at a time when about 400 
summer hotels and camps scat- 
tered around the two towns are 
preparing for the annual influx of 
about 30,000 vacationists per 
month. 

The mountain resort towns 
realized a million dollars in free 
advertising and publicity, nation- 
ally as well as locally. 

Pathfinder magazine, quite na- 
turally, devoted many news and 
advertising columns to publicizing 
the event. Its front cover and a 
13-page feature of its May 7 issue 
were devoted to the Strouds- 
burgs. The full force of its ad- 
vertising and promotion depart- 
ments was put back of the effort. 
Its sister publication, Farm Jour- 
nal, likewise promoted the event. 


Broadcasts Told the Story 


The whole nation learned about 
what was taking place through 
radio broadcasts made from the 
towns by Ted Malone, Mary Mar- 
garet McBride and Fulton Lewis, 
Re. 

Ted Malone, on his breakfast 
program, officially opened the 
event by crowning Miss June 
Fish, East Stroudsburg beauty, as 
Queen of Pathfinder Week. 

Fulton Lewis, Jr., made his 
regular newscast at a dinner meet- 
ing of the local service clubs. 

Mary Margaret McBride, fa- 
vorite of daytime listeners, had as 
her guest on her regular broad- 
cast, from the stage of a local 
theatre, Graham Patterson, pub- 
lisher of Pathfinder and Farm 
Journal. 

All the local manufacturers dis- 
played home town products at an 
Industrial Exposition, at the State 
Armory. An exhibit of union- 
made merchandise was made in 
the Labor Union Club. 

Twenty-five local artists showed 
their work at an exhibit. 

All of the local dress shops and 
beauty parlors cooperated to pre- 
sent a smart fashion show, which 
drew two capacity audiences at a 
local theatre, at a 50 cent admis- 
sion. 

Fred Waring, a local resident, 
and his 100-man orchestra and 
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glee club presented two programs 
in the local theatre. 

The big event of the closing 
day was a parade. A circus played 
the town for one day during the 
week and it also held a parade. 

An automobile show was held 
on several different streets dur- 
ing the week. Another street was 
roped off, one day, for a farm 
machinery show. 


“Some manufacturers have sat 
in their ‘ivory towers, unaware 
of the fundamental fact that Main 
Street, America, affords them 
their major market. Many do not 
seem to realize that Main Street 
holds 60 per cent of the market 
in the United States,” Bob Watts, 
Pathfinder Chicago office execu- 
tive explained to the local Rotary 


Club. 4 


In the privacy of voting machines like these, which were set up in the center 

of Stroudsburg, people from the street were asked to tell where they lived, 

their marital status, approximate income, if they owned or rented homes and 

if they shopped in Stroudsburg or the big cities. The answers showed the 
buying habits and power of the local populace. 


The high school students elect- 
ed borough authorities who ruled 
the boroughs for a day. 

Even the clergymen called at- 
tention to the “Know Your Own 
Strength” campaign. One minis- 
ter delivered a sermon on “Knowl- 
edge Is Strength.” 


Demonstrations Popular 


The local residents, and par- 
ticularly the women during the 
day, were kept busy attending 
demonstrations and cooking 
schools. These were held in 
stores, in a hotel and in the the- 
atre. 

Two women were noted to stand 
outdoors in the cold for 65 min- 
utes to watch a manufacturer’s 
demonstrator assemble a_ stove 
from parts. 


“This is not a stunt program,” 
said Mr. Watts. “It actually is 
a program that concerns our way 
of living and ability to meet con- 
ditions under which we live. For 
instance this problem of prices is 
one for all of us, not a single 
group.” 

“We are also trying to prove 
to Main Street, America, that it 
must take the shine off its pants 
and put the shine on its face.” 


The Small Town Dealer 


Dr. Edwin H. Lewis, Chief of 
Domestic Commerce in the Phila- 
delphia regional office, who went 
to Stroudsburg to observe, said, 
“The smaller community retailer 
has tremendous opportunities of 
which he must learn to take bet- 
ter advantage. 
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“The importance of the small 
town merchant becomes more and 
more significant as the nation’s 
economy grows ‘normally com- 


petitive.’ The housewife and the 


farmer go to the ‘city’ to buy 
those things which they are un- 
able to buy in the smaller com- 
munity stores. The more the ser- 
vice in the smaller community 
stores is improved, the less such 





lows: 
25.000 and 


above 14,686,227 families 


10,000 to 


25,000 2.715.128 families 


5.000 to 


10.000 1.832.852 families 
2.500 to 
5.000 1.406.006 families 


Under 2.500 






























This gun rack, half of which is shown, was built locally and installed for 

$135 just before Pathfinder Week by the Robt. A. Bixler Hardware Co. which 

does a big gun business during the hunting season. A Pathfinder representa- 

tive procured plans for the gun rack from the Remington Arms Co. so that 
Bixler's could use it in time for the week. 


‘city’ trips will be necessary in the 
future. 

“We must revamp our market- 
ing organizations at both the 
wholesale and retail levels in 
order to improve distributive op- 
erating and selling efficiency,” Dr. 
Lewis stated. 


Census Findings 


According to the U. S. Census 
for 1940 there were 20,212,018 
families living in communities of 
25,000 population or less, includ- 
ing 7,106,559 rural and farm 
families. This compares to 14,- 
686,227 families which resided in 
cities of over 25,000 population. 
This gives a clear indication of 
the importance of the Main Street 
market. 

A population break-down, ac- 
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(non farm) 7,151,473 families 
Rural and 

farm ... 7,106.559 families 

One of the many outside ob- 
servers in town for the event was 
Joe Cooley, executive secretary of 
the Borger, Texas, Chamber of 
Commerce who travelled more 
than 2,000 miles to learn about 
the campaign by personal obser- 
vation. 


Laboratory Test Town 


It was in just this way that 
Stroudsburg became a laboratory 
test town for the Pathfinder “Know 
Your Own Strength Campaign.” 
Last year when Nampa, Idaho, 
asked Pathfinder to use it as a 
“guinea pig” town to determine 
the greatness of the Main Street 
market, two young business men 


cording to community sizes, fol- 





of Stroudsburg, William and Holt 
Wyckoff, operators of a depart- 
ment store, flew their own plane 
to Nampa to see what the pro- 
motion was all about. They were 
so impressed by what they had 
seen that they came home and 
started to do missionary work 
among their fellow merchants. The 
owner of this Stroudsburg depart- 
ment store stated, “This is the best 
thing that has happened to this 
community in the 40 years that I 
have been in business. Our sales 
for most days were double those 
of the same days of last year.” 


The Co-operative Spirit 


One of the greatest results of 
the “Know Your Own Strength” 
campaign in Stroudsburg is an 
intangible one, and that is the 
co-operative spirit that was fos- 
tered among the local business- 





men. 

One of Stroudsburg’s leading 
merchants pointed out that when 
he opened his new store he invited 
a competitor in the neighboring 
town to attend his opening. The 
competitor didn’t attend but sent 
an assistant with his apologies for 
being unable to be present. A 
little later when the competitor 
modernized he invited the first 
dealer to come to see his new 
store. This time the first dealer, 
nursing a grudge about the fan- 
cied rebuff, sent an assistant to 
convey his regrets. 

When the local merchants were 
called together by the Chamber 
of Commerce for the purpose of 
planning Pathfinder Week the two 
dealers found themselves seated at 
the same luncheon table. They 
became better acquainted and each 
must have decided in his own 
mind that it would be the better 
policy to be agreeable to the other. 
The first evidence of this new era 
of good will was when the one 
dealer called the other on the 
’phone to ask whether he could 
spare a certain major appliance 
on which they both held fran- 
chises in their respective towns. 
The other dealer agreed to let his 
competitor have the item. 

A short while later the first 
dealer found he had an immediate 
sale for an item which he didn’t 


have in stock so he called the 
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other merchant who was glad to 
repay the favor. Now the two are 
again on a friendly footing, and 
the one retailer says Pathfinder 
Week was a success for him even 
if that had been the only result. 


"Face" of Main St. Lifted 


The “face” of Main Street, 
Stroudsburg, was lifted, painted 
and washed for Pathfinder Week. 
It now boasts some most attractive 
stores. Other businesses made im- 
provements, redecorated and made 
improvements in their displays. 

‘The Robt. A. Bixler Hardware 


Co., which does a fine trade in 


Reel and 


P enie-agie rod display fastened 
on the center of an aisle table, 
and near the fishing supplies, bait 
and other sports sections, builds 
sales for the Elithorp Hardware Co., 
Elkhorn, Wis. 

Most of the rods have reels at- 
tached. The prospective purchaser 
can pick up a rod, twirl the reel and 
get the “feel” of the merchandise, 
which is an important asset in mak- 
ing the sale. Artificial bait is di- 
rectly in front of this special rod 
display and is under glass. A sale 
of one item often results in sales of 
the other. Outdoor lanterns and 
similar items flank the fishing sup- 
plies section on one side. 

Directly across from the fishing 
supplies table is a wall display area 
devoted to sporting goods which 








Attractive plaques add atmosphere and interest to this department 





guns in the early fall, installed a 
long gun rack which was built 
locally for $135 from plans pro- 
vided by Remington Arms Co., Inc. 

More than one merchant pointed 
out that if the week’s campaign 
didn’t do anything else it did 
bring some of the distributors to 
the stores of the town for the first 
time in years. For once some dis- 
trict managers and even sales man- 
agers came around and _ visited 
stores and learned at first hand 
some of the immediate problems 
of retailers. 

“This is a chain store town,” 
says Robert A. Bixler, one of the 
larger hardware dealers. “We've 





attracts many customers. Don Pett. 
manager, and his staff have dressed 





got them all in this town, but I 
don’t deplore the fact as most 
dealers do. I’m glad to have them 
for I figure that they will help to 
keep the local people shopping in 
Stroudsburg instead of driving to 
other bigger cities. However we 
independent dealers will have to 
sharpen our pencils. 


Brand Conscious 


“T stock nothing but nationally- 
advertised merchandise and the 
people in the small towns are just 
as brand conscious or more so 
than they are in the big cities,” 
Mr. Bixler asserted. 


Bait Display Attracts Anglers 


up this section by placing sports 
placques on the wall at various spots 





and filling in other areas with suit- 
able sports merchandise. The 
plaques give a distinctive and dif- 
ferent appeal to the entire sports 
section. 

Elkhorn is in the center of the fine 
southern Wisconsin resort section. 
During the summer season thousands 
of tourists from other states take 
cottages on nearby lakes. Many of 
them purchase tennis and golf and 
fishing equipment, as well as outdoor 
supplies such as thermos jugs, camp- 
ing items and allied types of mer- 
chandise. 

During the remainder of the year, 
the sports department of the Eli- 
thorp Hardware Co. is well patron- 
ized by farmers and townsmen. The 
store enjoys a fine volume of business 
from schools in the area. 
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Pottery and glassware along the 
sidewall get their daily dusting 
by the department's sales force. 


Gift Section Sales Doubled — 
Neatness One Reason for It 


. are customers 
in the New Glarus, Wis., area who 
tell the owners of the New Glarus 
Hardware Co. that their gift de- 
partment is the cleanest and most 
attractive within many miles, and 
the steadily growing volume of 
this department bears out this as- 
sertion. 

Fred Stuessy, one of the owners 
of the firm, states that cleanliness 
pays off in the gift department and 
in all other parts of the store. The 
gift department, because of its ap- 
pealing, well-chosen items, cleanli- 
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New Glarus Hardware Co. has built a reputation 
in this department. Wide range of merchandise 
and advertising are other reasons for success 


ness, good salesmanship, and good 
lighting, has doubled its volume 
in recent years and is an excellent 


traffic builder. 


Always Immaculate 


Town and farm women alike, 
from numerous surrounding 
towns, hamlets and rural areas, 
visit this section because they 
know they will find attractive, 
clean and varied stock. Mr. Stues- 


sy points out that the two girls 
who are in charge of this depart- 
ment are excellent housekeepers 
and make a practice of cleaning 
one section of the gift department 
every day. In this way, they man- 
age to have a spic and span de- 
partment at all times. This clean- 
liness is paying off in increased 
sales. “Customers who patronize 
our gift department don’t like to 
get dusty fingers when they pick 
up stock for examination,” says 











































































These step-up tables are used to feature gifts along the main aisle. 


Mr. Stuessy, “and that is what we 
constantly try to avoid. Clean 
merchandise is an excellent sales 
aid and we do our best to keep it 
clean.” 


Suggestions Made 


Good salesmanship in this store, 
helpful advice about artistic, dec- 
orative pieces, as well as the utility 


of certain merchandise, is pointed 
out to prospects by the two sales 
girls. Aid of this sort is eagerly 
sought by many customers of gift 
merchandise. according to this 
firm’s experience. 

Gifts range in price from about 
50 cents to $10. One wall area is 
well stocked with vases, cooky 
jars, figurines, and other pottery. 
One lower shelf has an excellent 





showing of mixing howls, a very 
popular item in this region where 
rural trade is heavy. Farm women 
especially use two and_ three 
times as many mixing bowls as 
town women, and they find what 
they want in this department with- 
out difficulty at any time. 


Step-Up Displays 


Two modern step-up tables, 
with two-tone color effects grace 
the center aisle of the store and 
appeal instantly to every woman 
who enters the establishment. The 
new tables have three display levels 
with large and small items taste- 
fully displayed upon them so as 
to attract most women shoppers. 
Small boudoir and table lamps are 
carried in stock and a number of 
them are shown to advantage on 
these new tables. 


Regular Advertising 


Advertising helps a great deal 
in attracting customers for the gift 
department, says Eugene Stuessy, 
son of Fred Stuessy. Large size 
space is used regularly by the firm 
and the gift lines get their share 
of publicity with excellent results. 
Copy is both attractive and well 
illustrated. 


Novel Cutlery Case Brings Added Sales 


tab reg! gets prominent display 
behind glass at the Elithorp Hard- 
ware Co., Elkhorn, Wis.. and this dis- 
play pays off in increased business 
for the firm. The cutlery items, large 
and small, are mounted on removable 
panels which display the goods verti- 
cally instead of horizontally. In this 
way they attract the immediate atten- 
tion of most people who enter the 
store. 


Valuable Items Protected 


There are two sliding glass doors 
on the case which keeps valuable 
goods under cover, without lessening 
the display value. The area in the 
center is devoted to a showing of a 
few glassware and pottery items. Any 
woman who buys a carving knife or 
cutlery for her kitchen is very likely 
to buy a teapot as well if she sees one 
near. 

The lower shelf of this center area 
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is given over to a showing of safety 
razors, razor blades and the like. 
These items also are behind the glass 
doors, but there display value still 
is very high. 


Cutlery, glassware and pottery make 


The Elithorp Hardware Co. is own- 
ed by G. Elithorp, who operates Del- 
avan Hardware Co., Delavan, Wis. 
Don Pett is manager of the Elkhorn 
store. 





a good combination in this display. 
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Production, Prices and Business 
For the Remainder of 1947 


Editors' Note: These interesting comments are 
based on a talk by Mr. Thompson, who is a past 
president of both the American Hardware Manu- 
facturers Association and the American Supply 
and Machinery Manufacturers Association. While 
this talk was delivered three months ago, the prin- 
ciples brought out still obtain. They merit thought- 
ful reading throughout. 


I. IS in order in dis- 
cussing “The Production Picture 
for 1947” to briefly review some 
of the highlights of 1946 that 
affected production, because many 
of these happenings carry through 
and may have an effect on 1947. 
This brief review in part may not 
sound too cheerful, but I must 
state that I am unable to take a 
pessimistic view of the outlook— 
in fact just the opposite. I feel 
there are many “strengths” in the 
present situation and plenty of en- 
couragement to both business and 
industry, not only for 1947, but 
beyond. 

1946 was the first year of re- 
construction following the close 
of World War II, and, as might 
have been expected, was a period 
of great industrial turmoil. Eco- 
nomic warfare of the “labor vs 
management” type raged through- 
out the entire year and brought 
unnecessary unemployment and 
suffering to a great number of 
our people. During this brief 
period, our country had its big- 
gest steel strike—its longest major 
automobile strike—a nationwide 
railroad strike—two large mari- 
time strikes and two severe coal 
miners’ strikes which forced the 
Government to take over the coal 
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mines. In addition, strikes in in- 
dustrial plants were widespread 
and practically all strikes were 
prompted by the cry for higher 
wages. An Associated Press labor 
reporter stated the number of lost 
working days in 1946 was nearly 
three times as great as any pre- 
vious year in the history of the 
country. 


improvement Expected 


It is generally believed that the 
American people’s dissatisfaction 
with the Government’s one-sided 
policy in handling our labor prob- 
lems was largely responsible for 
the political landslide in the last 
election, which gave Republicans 
control of both houses of Cong- 
ress for the first time in 14 years. 
We are now looking to a new 
Congress for greater economy in 
Government — a more workable 
labor policy and lower taxes, 
along with many other improved 
conditions which the country 
sorely needs. 

Against this background, with 
its good and bad, manufacturers 
in the metal working industries, 
with a very definite tinge of cau- 
tion, appear to be taking a hope- 
ful view of the 1947 outlook and 


look to a period of activity even 


By ROBERT G. THOMPSON 


President, 
The Lufkin Rule Co., 
Saginaw, Mich. 





ROBERT G. THOMPSON 


surpassing 1946. This view is 
based primarily on three things 
— 1. The continued pent-up de- 
mand for manufactured products. 

2. The impetus given by re- 
moval of Gevernment controls. 

3. The hope for a more satis- 
factory labor condition, and it is 
around this that a tinge of caution 
is tied. 

The pent-up demand is prob- 
ably greater, relatively, in our in- 
dustry than in most others and 
would appear to assure peak activ- 
ity for some time to come. I be- 
lieve the backlogs of unfilled 
orders for hardware products—in 
fact all so-called “hard lines” —are 
more sound and firm than in most 
industries. Attempts to make a 
national survey, as far as they 
have gone, appear to indicate that 
this is so. 

The removal of Government 
controls is a real boon to busi- 
ness. To the manufacturer, it 
gives real hope of securing a more 
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abundant supply of raw materials 
and that the bugbear of unbal- 
anced inventories may soon be a 
thing of the past. In fact, a trend 
in this direction is already no- 
ticeable. Unbalanced inventory 
was one of the manufacturer’s 
headaches during the past year. 
In many cases, it meant big in- 
ventory investment coupled with 
complete inability to turn out the 
finished product because it was 
impossible to secure some needed 
item that in itself may have rep- 
resented very little in dollar value, 
Many manufacturers, who wanted 
to keep their organizations to- 
gether, were frequently forced to 
use their labor to process such 
materials as they had, thus tying 
up additional money and still be- 
ing unable to produce the finished 
product. Needless to say, this 
was a very costly performance. 
The correcting of this condition 
will help the manufacturer to ab- 
sorb some costs that otherwise 
would have to be reflected in 
prices. It will also help materi- 
ally to increase production. 


The Labor Situation 


From the turmoil of last year, 
the labor situation gives promise 
of improvement. There is real 
hope that the unions’ new wave 
of wage demands will not result 
in general work stoppages as was 
the case last year. National labor 
leaders are apparently taking a 
more cautious attitude in view of 
the temper of our new Congress, 
in the hope of warding off drastic 
“anti-labor” legislation. We have 
seen an example of this in the 
extension of the U. S. Steel and 
Chrysler contracts. There are also 
some indications that some of the 
old time efficiency of labor may 
be coming back and with it in- 
creased production may be ex- 
pected. This applies more to 
smaller companies than the larger 
companies that really represent 
mass employment. 

In every industrial area the 
cessation of hostilities brought 
about a let down, partly a nervous 
reaction, and more largely the 
termination of the patriotic urge 
to produce for victory. This in 
due course will be supplemented 
‘by the economic urge—the need 
to work to live. 
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From this will come stabiliza- 
tion of production and production 
costs which will control price 
stability. 

It is appropriate to comment 
on the price situation and particu- 
larly the effect on prices when we 
attain full production — and a 
more competitive market exists. 
This is not an easy subject to 
comment on in view of the diff- 
culty in predicting the outcome 
of some of the uncertain condi- 
tions now existing that prevent 
arriving at definite conclusions. 
There are some factors, however, 
that we might consider. 

I believe that full consideration 
should be given to the present 
and prospective rate of business 
and industrial activity as I think 
all will agree that prices are ma- 
terially affected by this, generally 
being firm when the rate of activ- 
ity is high and more apt to break 
when the rate of activity sags. 
While this is not logical it never- 
theless happens. Consideration 
should algo be given to the fac- 
tors that right now are exerting 
the greatest influence in readjust- 
ing out-of-line price conditions. 


Also we cannot overlook the fac- 
tor that has the greatest effect 
on costs and, therefore, on prices, 
that is, labor costs. 

The total volume of all business 
in 1947 may be less than in 1946, 
but this does not necessarily ap- 
ply to the hardware and industrial 
supplies business where the vol- 
ume may likely increase. I feel 
very strongly that we have inher- 
ent in the present situation all the 
necessary elements for a firm pro- 
longed period of high overall 
business activity. 


Elements for Activity 


Some of these elements are as 
follows: 

1. The desire for products— 
particularly durable goods, of 
honest quality and at the right 
prices especially the well known 
type of product that has been de- 
nied the public for the last four 
or five years. 

2. Money in the hands of the 
people to purchase these products 
in large volume. Savings reports 
are at an all time high. Federal 

(Continued on page 145) 








Miniature Roof Section Helps Sell Roofing 


USTOMERS who are interested 

in purchasing roofing are able 
to see just how well this lays on 
a roof surface at the Elithorp Hard- 
ware Co., Elkhorn, Wis. 

Don Pett, manager, has a small 
roof section protruding from a rear 
wall, with shing]es neatly laid. There 
is also a section of eave trough and 


spouting which helps complete the 
picture. Below this area are some 
sample displays of roofing. This dis- 
play area is also a silent salesman 
because every person who sees it is 
reminded of the desirability of good 
roofing. It leads to many additional 
sales of roofing and numerous other 
related items. 


This miniature roof serves as a reminder to roofing prospects. 
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‘Doc Peters offers you 4 easy ways 


to more ammunition sales 


“DOC” PETERS 


Vii No 7 “Your ingenuity in related selling can net 
Pp e you substantial extra profits. For example, 
place displays of ammunition, gun cases, shooting glasses, 


cleaning compounds, etc., beside gun display. Thus you suggest 
other needs to the customer, help spark extra purchases. 


PACKS THE POWER! 


HIGH VELOCITY 
Pa" oO RUSTLESS =” 


HOLLOW POINT 22's 
for Small Game and Masts 


3 “Tell customers what the ammunition you’re 
selling can do for them. Shoot a hole—end to 


° 
Tip No. 
end—through a cake of laundry soap with a Peters High Veloc- 
ity hollow point 22. Mount display card on soap and place on 
your ammunition counter. You can get display cards free just 
by writing ‘Doc’ Peters at the address below. 


No. I! in a series 


Vi; No 2 “Good packages se// good merchandise! Take 
ip e the new red, white and blue package for Peters 
High Velocity 22’s with new nickel-plated cases. It’s a ‘stopper.’ 


And when customers see the name Pefers, they know the am- 
munition is good. Put the package out front for more sales! 


Ms here / 
The P 
Lewerta | 
pos pare Wgh beloe v2? 
he pated cory "a 
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Ti oo 4 “Put national advertising to work to sell more 
ip 0. merchandise. Clip a Peters ad currently ap- 
pearing in magazines your customers read—Outdoor, Farm 
and Boys’ magazines—and mount beside your Peters ammuni- 
tion display. When customers see it, they'll remember having 
seen it before. Familiarity with a product rings the sales bell.” 


PS. Show this ad to your sales trainees as part of their merchandising course. 


PETERS vcs WE POWER 


OU PONT 


PETERS CARTRIDGE DIVISION — Remington Arms Company, Inc., Bridgeport 2, Conn. 
"High Velocity” is Reg. U. S. Pat. Off. by Peters Cartridge Division. 








Everything is out in the open in this store and the spacious aisles make it easy for traffic. 


“Plus’ Attention Builds 


The three Droster brothers of Madison, Wis., 
also have developed rural business by means 
of group advertising and attractive display 





F OR many years the 
Droster brothers—Roy, Paul and 
Herman—wanted to get into busi- 
ness for themselves. About a year 
ago, they realized their dream 
when they opened the Droster 
Hardware at 765 University Ave., 
Madison, Wis., and the business 
has been growing ever since. 

For many years Roy Droster 
operated a grocery store, but the 
hours were too long for good 
health. Paul worked for a coal 
and lumber firm, but wanted to 
be in business for himself. Her- 
man was a salesman. Finally, 


Sporting goods are in a recessed 
space where overhead illumination 
helps attract the customer's eye. 
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The paint and accessories section 
is always immaculate. Signs aid in 
identifying it for the customers. 


they pooled their resources and 
ideas and came up with a modern, 
well laid out hardware store. 
“We are located on a street 
where several important highways 
lead into Madison, the state capi- 
tal,” says Roy Droster. “We plan 
our window displays and adver- 
tising to catch the rural trade as 
well as the city trade. Rural people 
come to Madison in large num- 
bers to shop and visit and many 


. of them see our modern store and 


stop and take a look.” 

When it comes to neatness and 
good lighting, this establishment 
ranks high. The three brothers 
are well aware of the sales value 


of cleanliness with both the 
women’s and men’s trade. 

The Drosters have a practical 
and attractive way of identifying 


the various departments in the 
store. They designed and con- 
structed some novel signs which 
stand out clearly. Pieces of frost- 


Business for New Store 


a ad 


‘ 





Tools also are shown in a recessed section against an attractive background of knotty pine. 


JUNE 5, 1947 








ed glass with identifications paint- 
ed on them are fitted into special 
holders on the top ledge. The let- 
tering is large size, so that the 
customers can instantly spot any 
particular department they are 
seeking. 


Everything in Sight 


The entire store is laid out in 
such a manner as to bring all mer- 
chandise out into sight, thus giv- 
ing customers a chance to browse 
about and inspect all items. Aisle 
space is wide so that many patrons 
can move about the store at one 
time without creating traffic bottle- 
necks. Traffic can circulate down 
one aisle and back on another 
aisle and there are also adequate 
cross aisles. While the store is not 
too large, every bit of space is 
used to excellent advantage. 

The Droster Hardware has 
found a chain newspaper advertis- 
ing plan very effective for attract- 
ing rural customers. A local Madi- 
son newspaper, published on a 
weekly basis, has a rate of 50 
cents per column inch. However, 
the advertiser by paying 94 cents 
per inch can also have his ad ap- 
pear in seven weckly newspapers 
which flank Madison on all sides. 

These newspapers have fine 
rural circulation, and the moment 
Droster Hardware began to adver- 
tise in them, the store began to get 
more rural traffic. 

“We now get business from 
more than twenty towns surround- 
ing Madison,” says Roy Droster, 
“and that shows that folks in rural 
regions are reading our ads. Be- 
cause we are on a street along 
which highways come into Madi- 
son from south and west, our store 
is easy to find and parking condi- 
tions are very good. We are some 
distance from the downtown area, 
but there still is a great deal of 
traffic on this street.” 

Because of their experience 
working for others in sales capac- 
ities, the Droster brothers know 
the value of customer relations 
and good salesmanship. They are 
always friendly and willing to help 
any customers whether she wants 
a 10-cent or a $10 item. 

This willingness to help the cus- 
tomer, and to explain all features 
of even the most ordinary mer- 
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chandise, is doing much to build 
regular trade for this new hard- 
ware store. 

The paint department in the 
store has proved extremely popu- 
lar. It is well identified, well 
lighted, and the merchandise is 
kept in order at all times. Small 
and large customers of paints and 
supplies find that the Drosters 
know a great deal about paint, and 
its application and that there is 
no hesitation to take time to an- 
swer customers’ questions fully so 
that good paint jobs result. This 
sort of advice does much to build 


repeat business on paints, var- 
nishes and supplies and causes 
customers to recommend the store 
to their friends. 


Satisfied With Results 


The Droster brothers are well 
satisfied with their first year in the 
hardware business. They see an 
excellent future in it, and are de- 
termined to build their business 
by continuing to give customers 
that “plus” attention which means 
so much in selling any type of 
merchandise. 





New Housewares Display Area 
Boosts Volume 50 Per Cent 


HEN the Fred Lanz Hardware 

Co., Monroe, Wis., remodeled 
a housewares wall area and installed 
modern step-up fixtures, sales on the 
line increased by about 50 per cent 
in a short time. Not only that, but 
the firm discovered it was possible to 
display about 25 per cent or more 
merchandise in this location than 
had formerly been the case. It also 
was noticed that traffic on that side 
of the store increased considerably, 
because women were quick to spot 
the new section and inspect it with 
enthusiasm. 


Step-Up Display 


The remodeled area provides for 
three step-up shelves made of wood. 
In addition there are three rows of 
glass shelving against a mirror back- 


ground which adds much to the at- 
tractiveness of the section. 


They Keep on Looking 


One advantage of this long display 
area, according to O. A. Lanz, one of 
the owners, is that once a woman be- 
gins to inspect one item here she gen- 
erally moves along and _ inspects 
many others because they are so in- 
viting and so handily placed. This 
procedure often leads to additional 
sales. 

A box-like shelf area from floor 
level to the first step-up shelf is paint- 
ed a light color with dark border 
lines. Merchandise placed in these 
divider spaces stands out clearly be- 
cause of the good color combination. 
Thus all the display area is utilized 
from floor level to top shelf. 


A customer inspecting one item is tempted to move right down the line. 
It's the type of display that is sure to promote many an extra sale. 
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There’s a 
Cleveland Chain 
for every farm use 










Typical of the completeness of the Cleveland 





line—and its vast profit possibilities for you— 






is the wide variety of chain offered for farm use. 






Regardless of whether your customers em- 





ploy mule power or modern tractors . 






whether their main crop is tobacco, wheat or 





sugar beets . . . you can offer them Cleveland 






Chains made especially for farm work. 





And—when you sell Cleveland, you can 







be sure of steady, repeat business. There's 






SECURITY, service and satisfaction in every link. 
P&P 
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LOG CHAIN No. 120 is available in 6 sizes 
and in 12-14-16-20 ft. lengths. Equipped with 
Crab Hook, Slip Hook (no Swivel). In self- 
colored, bright and coppered finishes. 










| 3 VELAND [HAIN 


The Cleveland Chain & Yffy (0. 
Cleveland 5, Ohio 
Associate Companies: David Round & Son, Cleveland 
5, Ohio @ The Bridgeport Chain & Mfg. Co., Bridgeport 
1, Conn. @ Seattle Chain & Mfg. Co., Seattle 8, Wash 
@ Round California Chain Corp., Ltd., So. San Francisco 
and Los Angeles 54, California @ Woodhouse Chain 
Works, Trenton 7, New Jersey 


Cat 4534355295 
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ELECTRA RED SWIVEL TRACE CHAINS 


(Victory Model) Electrically welded. Fully guar- 
anteed. Lengths 61 -7-714 ft. in regular pattern. 
Sizes 14, % and 3, inches. Packed 6 pairs of one 
size in bag. 17 bags in barrel. Bright finish. 


L) 
Since DR’ 1869 
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TIE OUT CHAINS No. 1,1/0,2/0, 
3/0 sizes in 20 and 30 ft. lengths. 
Finish: bright or bright galvanized. 










In addition to chain illustrated, the Cleveland farm line includes: Anti-Cow 

icks, Anti-Spreader Chains, Electra Breast Chains, Electra Heel Chains, Cow 
Ties, Jumbo Grip Farm Tractor Chains, Well and Pump Chain . . . chain for 
every farm need. 
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CANNING 
SUPPLIES 


WINDOW 
MERCHANDISE: 
HOME Pressure canners, a C 
CANNING ’ pressure cookers, 
fase jars, wide mouth 
: ruit jars, crocks, 
SUPPLIES butter crocks, jar 
rubbers, jar _ rings, 
stock pot canners, 
canning jar _ racks, 
sauce pans, jar fun- 
nels, family scales, 
food choppers, jelly 
glasses, bowl sets, 
kitchen cutlery, stew 
kettles, stew pots, 
collanders, funnels, 
wash boilers, jar 
racks for boilers. 


BACKGROUND: 
Center panel of 
white corrugated 
material or painted 
wallboard. Side pan- 
els of yellow mater- 
ial. Cut-out letters 
on center panel of 
yellow and green 
material. 

































































































Feature Canning Supplies and 
Wooden Ware in Early July 


HARDWARE AGE Original Window Display IDEAS 



































































































WOODEN 
WOODEN WARE Wane P 
oa tl ne , MERCHANDISE: — 
HOUSEHOLD JOB Iron boards, folding ( 
clothes racks, clothes 
hampers in several 
styles, clothes bas- 
kets, clothes bars, 
clothes pins, clothes 
line, electric irons, Two 
Neen etc. utili 
BSNS , BACKGROUND: kno 
RS ye es 5 Center panel of qua 
SS Se Meal in white corrugated 
x board or painted 
wallboard. Side pan- 
els of yellow materi- > 
al. Cut-out letters ky 
on center panel of é 
yellow and = green / 
material. 
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The popularity of the Casserole is representative of the 
entire McKee line of Glasbake ovenware and Range-tec 
top-of-stove ware. If you haven't put this fast-moving 
merchandise to the profit-test in your store, see your 


Two designs —pie baking wholesaler, the McKee representative, or write direct. 
utility cover or decorative 


inoboover.Fivesies %* = Me KEE GLASS COMPANY 
JEANNETTE, PA. 


Quality glassware since 1853 


Ne 405, = RAN BETEL 


TOP-OF-STOVE WARE teg.1.m 
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CORBIN-PHILLIPS jf 
CENTERED iy DRIVING 
SPEEDS \g PRODUCTION! 




















































No “WOBBLE WORRIES” 


on this job 


He’s center driving CORBIN -PHILLIPS HARDWARE TRADE 
Screws — with no “Wobble Worries” be- PLEASE NOTE 
cause the Phillips Recessed Head holds the 
bit in a grip of steel that prevents wobbling This at sg —_ 
a Senare i i eadin usi- 
and slipping. No need for follow-up fixing: i Mel “* mand Ton-o 
the operation adds up to flawless, high-speed dustrial users, who have 
: . learned to depend upon 
production and increased profits. Another CORBIN clean quality for 
big advantage with CORBIN -PHILLIPS better production. You can 


also depend upon CORBIN 
packaging, with, quick- 
sight labels to speed 
CORBIN SCREW DIVISION handling. 

The American Hardware Corporation SPT-72 


NEW BRITAIN e CONNECTICUT 


: PHALLIPS 
CEW 4. 


Screws is dependable uniformity. 










Parrish Rides 
To Profits 


(Continued from page 77) 
idea of buying their saddlery and 
other supplies at Parrish’s. Most 
saddlery customers buy to replace 
worn equipment or for use on 
newly acquired mounts. Christ. 
mas and late spring are the best 
saddlery selling seasons for Par. 
rish’s. 

Saddle sales are usually for 
cash, or on a lay-away plan, for 
as Mrs. Parrish, wife of the pro- 
prietor, says, “When they take sad- 
dles away they are usually all 
paid for.” Saddles priced from 
$50 to $75 are the best sellers and 
the store has sold as many as six 
of them, plus accessories, in a 
single day on more than one oc- 
casion. 

Mrs. Parrish states that a cus- 
tomer buying a $50 saddle will 
often buy as high as $25 worth of 
accessories, while those purchas- 
ing $150 saddles buy from $50 to 
$75 in accessories—all nice extra 
sales. Among the additional items 
ranch hands and ranch owners 
will buy are bridles, saddle blank- 
ets, saddle pads, horse brushes 


and saddle soap. Bridles are of- ' 


fered in a wide range from $4.95 
to $49.95, martingales at $13.95 
and horse clippers at $32. In ad- 
dition, such items as hand-made 
blankets, the work of Navajo 
Indians, provide extra sales vol- 
ume. 


Wareroom Deliveries 
Cut Selling Costs 


(Continued from page 82) 

lish a quality value to justify it; 
second, we can make a substitute 
sale, giving the buyer something 
along the same line but in a lower 
price range, and, lastly, we get a 
chance to sell that buyer some 
other item not in the china and 
glassware line. 

“Each of our six salespeopie in 
the china and glassware depatt- 
ment have had experience in gen- 
eral hardware selling. Before the 
customer leaves the department he 
is always asked about some day’s 
leader in another department. 

“We have kept test records and 
find that these ‘suggestion’ sales 
account for a substantial volume.” 
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EVERY 


DELCO Water System 


That You Install 


BATH TUBS 


LAUNDRY TRAYS 


BRINGS YOU ADDITIONAL PROFITS 


on Dozens of Other Items 
Resulting from the Use of 


Kuwnine WATER =I 





Profit from the reputation 
of two names well known 


WASHING MACHINES 


..water fountains, cups and 


IT’S A BILLION 
DOLLAR MARKET 


tanks for poultry and stock; 


in your community— your 
own and General Motors 


| 


Be sure you capture all the “plus” business that follows a water 
system installation. Satisfy your customers, and they'll come back to 
you for other equipment that helps them make greater use of running 
water. Sell the line of water systems that leads in public acceptance— 
the line that’s built to General Motors’ standard of quality. DeLco 
App iANcE Division, General Motors Corporation, Rochester 1, N. Y. 


milk coolers; pipe and fit- 
tings and many other items. 









IF you are interested in a 





Delco Shallow Well franchise, mail the coupon. 


Water System 


ee 


DELCO APPLIANCE DIVISION, Dept. HA 67 
General Motors Corporation, Rochester 1, N. Y. 


| Gentlemen: I am interested in your plan for dealers. 
SHALLOW WELL e DEEP WELL © DELCO-JET — | Name-s:::::::cccceesereeeerereeseeteeseseneetenesenenssenennnns 
Automatic Electric Water Systems gS RESIS SCR SS MRE Mh SLRS SER Han 
Also DELCO-HEAT Automatic Home Heating Equipment | I oi 6deSen sven es dnadvesdececeségesuscetceths BD i ice dckvcsccccessn 
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Good Housekeeping 


EW hardware stores are as 

clean and neat as they should 

be. This cluttered and untidy 
appearance, in the great majority 
of instances, results mainly from 
lack of organization and space. 
It is very unusual for a building 
to be designed for a hardware 
store. Generally, the store just 
grows in whatever space is avail- 
able. 


Something Can Be Done 


Notwithstanding these disad- 
vantages in the average hardware 
store, it is possible to rectify the 
situation. 

Some person in the business 
must be given the responsibility 
of doing something about orga- 
nizing and consolidating stocks 
so that every bit of space will be 
carrying its full share. Proper 
fixture design is important. Some 
types of present day display equip- 
ment will show as much as 50 per 
cent more goods than older fix- 
tures. This is a big help when 


space is limited. 


Must Be Orderly 


Employees must be trained to 
keep things in the proper places. 
They must be shown how import- 
ant it is to put something where 
it belongs the first time so as not 
to make more work for everyone. 
Every day men can be seen receiv- 
ing incoming goods and placing 
them in the main traveled aisle of 
the warehouse instead of putting 
them in a space for incoming mer- 
chandise where they would be out 
of the way. This results in two 
handlings of the goods and a lot 
of wasted energy. Employees doing 
this type of work must be taught 
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to think ahead on jobs like this 
and save themselves all they can. 


Prevents Accidents 


Another important result of 
good housekeeping in the hard- 
ware store is that it prevents acci- 
dents to employees and customers. 
Injuries are bound to occur in an 
Heavy merchandise 
will fall on someone as a result of 
improper piling, or someone will 
fall or stumble over merchandise 
or trash left in the main traveled 
aisles. Serious injuries can re- 
sult. There is also damage to 


untidy store. 


personal property that is sure to 
Customers’ clothes can be 
damaged by crates or merchan- 
dise left where they do not belong. 


result. 


More Work Done 


Keep a clean and tidy store and 
you will find that your employees 
get more work done in a work 
period; that merchandise will be 
protected and free from damages; 
that stock will be where it should 
be and where other employees can 
find it; and that greater pride and 
pleasure will result for the owner 


if these things are accomplished. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80 is good; 60 is fair; 40 is poor, and 


20 is very poor. 
found on page 180. 


The correct answers to these questions will be 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Figure paint needed to cover two porches 10 ft. by 30 ft. 


and 8 ft. by 10 ft. two coats. 
sq. ft. per gallon, two coats. 


Porch and deck paint covers 380 


2—Figure the dealer’s inventory at this time from the following 
data: Inventory at first of year $10,000; merchandise purchased 
to date $18,000; margin 30 per cent of sales; sales $20,000. 


3—Dealer’s sales of alarm clocks selling under $5 are $24, on 


which Federal Retail Excise Tax is 5 per cent, electric clocks for 
same period are $43 on which 10 per cent tax applies. Figure 


amount of tax that is due. 


4—Unemployment insurance for employees in an eastern state 


is 2.7 per cent of the payroll. 


Salary in excess of $3,000 is 


exempt from tax. Payroll for first report period is $14,000, and 
exempt wages are $1,500. Figure tax to be paid. 
5—Can you figure the cash discount to be taken on following 
invoice of $2,300? Regular 2 per cent applies on $1,600; 44 per 
cent on $40; 1 per cent on $300; balance is net. 
(Answers on page 180) 
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LS 
BLANKET AMERICA WITH 
65,000,000 MESSAGES 


That’s how Devoe creates’ nation-wide 
acceptance for this great new varnish 
—87 Spar! 


A Complete Selling 


Program 


DYNAMIC WINDOW DISPLAYS 
NEWSPAPER ADS 
COUNTER DISPLAYS 
CUSTOMER MAILINGS 
‘A DRAMATIC PACKAGE 


That’s how Devoe helps dealers sell 
87 Spar by creating action at the point 
of sale! 


ORDER DEVOE 87 SPAR NOW 


That’s how you get this complete, co- 
ordinated program to work actively for 
you! Get the full story from an 87 Spar 
Varnish representative TODAY! 


ANOTHER DEVOE PRODUCT 
Distributed by 


Peaslee-Gaulbert Paint & Varnish Co. 
Truscon Laboratories 
Wadsworth, Howland & Co. 


Devoe & Raynolds Company, Inc. 
787 First Avenve, New York 17, New York 








WHEN THE WORST HAPPENS 
THIS VARNISH STANDS UP! 


UNHARMED BY LIQUIDS 


Devoe 87 Spar is the amaz- 
ingly accident-proof, new, all- 
purpose varnish that comes 
through dousings with hot 
tea,  ! water—even alco- 
hol or fruit acids with its 
original lustre unmarred! It's 
the ideal finish for all floors, 


furniture and for woodwork. 


invites you to test this 
Fast-Drying Varnish 
now! (Dries in 4 hours) 


Prove for yourself how its 
phenomenal scratch-resis- 
tance and toughness assure 
lasting beauty ia spite of 
heavy traffic and rough treat- 
ment. See how wonderfully 
clear and pale it is—to bring 
out the full beauty of fine 
wood grains. Take this Test 
Coupon to your nearest 
paint dealer. It entitles you to 
a fall quarter-pint of Devoe 
87 Spar Varnish for only 25¢. 
(Enough for 20 sq. ft. aver- 
age wood surface.) This offer 
expires January 1, 1948. 





TEST COUPOM—Cood for one quarter-pint te 
sample of Devoe'87 Spar Varnish for 25¢ on pres- 
entation to any 87 Spar dealer while supgly of 
ontainers lasts. 






































DIRECT TO YOU 


See how our national advertising brings customers 
direct to 87 Spar dealers! The offer is good only for 


a cash purchase from a merchant like you! 











Let’s Crusade for Pure Water! 


Safe source of supply, proper placement and 
construction of wells and well installed and 
proven pumping equipment furnish the answer 


By F. E. MYERS, II* 
Vice-President 
The F. E. Myers & Bro. Co., 
Ashland, Ohio 


— igtctegpaing Kipling, in India, 
was no less conscious of the 
need for pure wholesome water 
than you or I, though he said: 


“An’ he gave me ’arf-a-pint o’ 
water-green: 
It was crawlin’ an’ it stunk 
But of all the the drinks I’ve 
drunk 
I’m gratefullest to one from 
Gunga Din.” 


During the war at Bougainville, 
Truk or Saipan, the cry for “Din, 
Din, Din” was just as lusty but 
the quality of the water justified 
no such Kipling description. 

After sacrificing more count- 
less millions than all the wars of 
all times have cost humanity, we 
have finally learned that contami- 
nated, polluted, disease-laden wa- 
ter can and must be eliminated 
as a hazard to health and life. 

Mother Earth contributes ma- 
terially to the purification of 
water by filtration of surface 
waters as they descend to the deep 
gravel and rock strata which form 
the reservoirs of our underground 
water supply. 

These sources, tapped by drilled 
wells, equipped with modern 
pumps and water supply systems, 
furnish water—the most elemental 
need—to a great percentage of 


*An address delivered on May 16, 
1947, over Radio Station WGY, Sche- 
nectady, N. Y. 
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our population, both city and 
rural. 

To make safe pure water avail- 
able to all our people has re- 
quired an educational program 
disturbingly slow in accomplish- 
ment. The need for safe water 
as a combatant of widespread dis- 
ease has forced faster action by 
health authorities in crowded com- 
munities than has been noticed in 
lesser populated and rural areas. 

The need in these areas and on 
the farms is just as great as else- 
where, since pollution of surface 
sources of water is not necessarily 
man-made. Typhoid, malaria and 
other deadly diseases, traceable to 
impure water, have been most 
prevalent in rural areas. 


Understanding the Problem 


As national, state, county and 
local health authorities organize 
to fight all forms of disease, a 
better understanding of the perils 
incident to the use of impure wa- 
ter has been accomplished. Un- 
fortunately, just as it has been 
impossible to banish automobile 
accidents by laws and crusades, 
it has been equally difficult to 
abolish all undesirable sources of 
water supply. Many thoughtless 
people will continue to hasten 
death with automobiles, just as 
they will by continuing the use 
of impure water. 





F. E. MYERS, Il 


This is not an unreasonable in- 
dictment. So let’s begin a one- 
man —then a farm-to-farm and 
finally a community-to-community 
crusade. What are the necessary 
steps? 

First, have your local or state 
health authorities analyze the 
water from your present source 
of supply. If proven safe, you 
have nothing to worry about ex- 
cept that the analysis should be 
repeated at reasonable intervals. 

If proven unsafe, immediately 
begin a survey for a new source 
of supply. In most states, geo- 
logical surveys show available un- 
derground water bearing tables 
and local facts can be determined 
by examination of existing deep 
wells and an analysis of the water 
from these wells. 

Placement of wells can be de- 
termined so that there will be no 
opportunity of contamination from 
cesspools or other surface infiltra- 
tion. Natural drainage and con- 
tour of the land for run-off of 
contaminated surface water also 
should be considered. 

Where. there is any possibil- 
ity of contamination, open dug 
wells, springs, open storage tanks 
and other sources of shallow well 
water supply should be abandoned. 
You should use drilled wells of 
sufficiently large diameter and 
properly cased off so that only 
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the water from the purified deep 
sources may enter. 

Select pumping equipment en- 
gineered and proven to give long 
uninterrupted service. Have it 
installed by a trained dealer, who 
will first select a unit of adequate 
capacity for your present and fu- 
ture needs, and who will then in- 
stall it in the proper manner to 
insure long. efficient and economi- 
cal service. 

Such a dealer will also see to it 
that the well is properly sealed at 
the top, properly concreted and 
with provisions for surrounding 
surface drainage so that no sur- 


face water or other foul material 
may enter. 

There is no excuse, not even 
financial, for continuing to use 
an unsafe water source. The pure 
water supplied from a good deep 
well will pay its cost in short 
order as against the doctor bills 
for your family and the lessened 
productivity and disease in your 
livestock, if you fail to make this 
investment. 

Impure water can, of course, 
be treated chemically so that it 
may be safe for use. Proper 
treatment of water from any 
source can make it more palat- 


Paint and Wallpaper Displays 
Attract Customers and Sales 


(Continued from page 83) 


take time to discuss painting prob- 
lems with customers. Their advice 
is eagerly sought by customers 
who want to know how to handle 
various types of jobs. 

Some of the customers at this 
store, especially farmers, buy $50 
to $75 or more worth of paint at 
one time. Farmers “in the region 
are doing a great deal of painting 
this year. It was a trend which 
hegan last vear and which is 
spreading from one farm to an- 
other. Homeowners. too. are do- 
ing more painting this vear than 
last, store officials sav. 


More Than 40 Patterns 


The store also has excellent dis- 
play of wallpaper. More than 40 
patterns are displayed neatly on 
one wall area past which there is 
a heavy flow of traffic. A neat 
counter in the foreground of this 
section contains wallpaper books, 
decal displays. etc.. so that the 
interested person can always look 
for additional patterns and decora- 
tions. 

“We find that paint and wall- 
paper lines go very well together.” 
says Mr. Glaser. “With almost 
every wallpaper sale there is an 
opportunity to sell some paint 
and varnish. Likewise. with paint 
sales we often suggest wallpaper 
and make additional sales in this 
manner. We find it important 
to have wallpaper displays that 


106 


people can spot very quickly. This 

promotes interest in the line.” 
The firm advertises paints and 

wallpaper frequently in two weekly 


able and less corrosive, thereby 
prolonging the life of the pumping 
equipment, piping and the storage 
tanks for both hot and cold water. 


The important thing, however, 
is to start at the source. Have 
the safest possible condition there, 
then insure pure water wherever 
needed by using the most modern 
equipment available, as well as 
the benefit of scientific research 
and your health authorities. 


When you have done all of these 
things, you need not say with Kip- 
ling, “You’re a better man than 
[ am, Gunga Din.” 


publications in the area. One is 
a free circulation shopper’s paper 
which has wide rural readership. 
The other is a regular weekly 
newspaper. Between these two the 
store manages to reach most town 
and rural people with its sales 
messages on paint and wallpaper. 





New Ohio Store Has What It Takes 


(Continued from page 76) 


cold soft water and sewage dis- 
posal so that any refyigerator, 
stove or sink can be quickly set 
up as in actual use. 

During the three-day formal 
opening event, April 23 to 26, 
there were two home economists 
in the store roasting meats and 
baking pies, cakes, cookies and 
frying doughnuts. One of the 
young women used the model 
kitchen on the second floor, where 
she could be seen from the street 
through the full-length windows 
on the second floor. The other 
demonstrator used an electric 
stove which was set up inside one 


of the two mammoth windows on 
the ground floor. Both demon- 
strations had crowds around them 
at all times. 

The Canton Hardware Co., 
which also operates a wholesale 
hardware business maintains an- 
other large retail hardware store 
on South Market St., in addition 
to a store specializing in air-con- 
ditioning and restaurant supplies, 
as well as another retail hardware 
store in Massillon, Ohio. Prin- 
cipals of the company are Samuel 
Shafer, president; John Brothers, 
executive vice-president, and O. H. 
Morgan, retail manager. 


Script Auction Stimulates Business 


An exceptionally attractive low 
cost sales promotion stunt which 
did much to bolster retail sales was 
the Script Auction Sale held by the 
merchants of Dickinson, N. D. 

For about a month preceding the 
auction sale, script money was is- 
sued to custgmers at the rate of $1 
in script for each 50 cents in cash 
sales or paid account. With the 
idea of getting as much script money 
into the hands of customers as soon 


as possible, the money was issued 
at a rate of $1 per thousand of 
script. This was the entire cost of 
the promotion, all expenses being 
handled from this fund. 

These script dollars were usable 
only at the script auction sale. Mer- 
chandise offered on the sale was ob- 
tained from local merchants. Tre- 
mendous interest was shown in the 
promotion and the participating 
merchants were very well satisfied. 
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Complete manicure line: nickel-chrome finished. 


The finest ever made. Manicure and Pedicure 
Scissors and Nippers, Tweezers, Pushers and 
Files. At reduced prices in keeping with the 
Presidential anti-inflationary drive. 


If you want real professional 
implements, ask your jobber for 


ATTENTION JOBBERS: 





Write us for our excellent 
jobber proposition 


REX CUTLERY CORPORATION 
Irvington 11, New Jersey 


Manufacturers of fine household scissors, sheors, 
manicure implements, and surgical instruments 































Distributors 


Ohio Valley Hardware 

and Roofing Company 

Evansville 2, Ind, 
Welcome! Your affiliation adds 2,000 loyal 
dealers in Southwest Indiana, Southern Ili- 
nois, Western Kentucky and Northwest Ten- 
nessee to our strength. Your beautifully 
modern buildings, with 170,000 square feet 
of floor space -- your 20 aggressive salesmen 
and 6 excellent buyers -- plus your reputation 
for exceptional service has won our salute. 








Williams Hardware Co. 
Fort Smith, Arkansas 


Proudly Liberty adds your name to its roster. 
Your 1100 dealers in Western Arkansas and 
Eastern Oklahoma, your 22 fine salesmen, 
7 buyers, modern offices and warehousing 
facilities fronting an entire city block, plus 
your glorious business history going back to 
1843 adds immeasurably to the stature of the 
Blue Ribbon Group of America. 


provides evengh 
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wanted - 


A PROVEN 12-YEAR OLD distribution set.§ ovr orde: 
up such as manufacturers dream about, isf ing costs 
ready for YOU. With the addition of twogwhen Lil 
powerful new members, Ohio Valley Hard.Jmsh you! 
ware and Roofing Co. and Williams Hard. dealer-cus 
town and 
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Since 1935 Liberty Distribu- 
tors have grown steadily in ; \23 
numbers and strength. To- vs 
day its 28 members, operat- q! 
| ing in non-competitive 
areas, offer manufacturers a 
concentrated vigorous dis- 
tribution system which is 
deserving of keen analysis 
for your own needs. 


| 
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LIBERTY DISTRIBUTORS, Headquarters: 30 N. 5th St., PHILADELPHIA, 5?’ \igerty 














Albany Hdwe. & Iron Co. Kelley-How-Thomson Co. 
Albany |, New York Duluth 1, Minn. 
St. Paul, Minn. 
Allison-Erwin Co. Billings, Mont. 
Charlotte I, N. C. 
High Point N.C Momsen Dunnegan Ryan Co. 
Galdibons. 1. rae El Paso, Texas The Emery-\ 
, Asheville, N. C. Phoenix, Arizona Portland 6, A 
Greenville, S. C. 
Morley Brothers the Salt La 
Amarillo Hdwe. Co. Saginaw, Michigan Salt Lake Cit 
Siciidiee “Dien Detroit, Michigan Boise, Idaho 
7 Grand Rapids, Michigan Grand Junctic 
. } a Bay, Wisconsin Sacramento 4 
Corpus Christi Hdwe. Co ees, Savona 
td ” W. WwW i 
Corpus Christi, Texas a The Tracy-V 
. Ohio Valley Hardware Columbus 15, 
Harper & Mcintire Co. and Rooting Company Cleveland, O 
Ottumwa, lowa Evansville 2, Ind, 
Cedar Rapids, lowa Von Deren | 
s Lexington, K. 
Hoffman Hardware Co. ee ie. Co. 
Los Angeles 12, Calif. Jackson, Miss. J. A. Willia 
" Pi 
Huey & Philp Hdwe. Co. Rice & Miller Co. en 
arg: Texas Bangor, Maine Willi 
ort Worth, Texas , ome Ha 
Houston, Texas Richmond Hardware Ce. ort Smith, A 
ich Va. 
Hunt & Mottet Co. rapeseed Woodbury | 
Tecoma 1, Wash. Supplee-Biddle Company Portland 10, 
507 to 519 Commerce Street Wyeth C 
Isaac Walker Hardware Co. Philadelphia 5, Pa. y om| 
Peoria, Illinois Providence, R. 1.  Jooeehe 
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Here’s all you need do! Send 
samples to Liberty Headquarters 
now ! Immediately the 28 mem- 
bers are told of your line. Their 
140 buyers say how much is 
wanted -- and when. You get 
ONE order, ONE check. Account- 
ing costs drop. Volume climbs 
when Liberty’s 1295 salesmen 
push your line with their 80,000 
dealer-customers in every city, 
town and hamlet in the United 
States, Alaska and Hawaii -- 
dealers who annually buy over 
$120,000,000 worth of merchan- 
dise fromm members. Sparked by 
gressive promotion you enter 
the market at full speed. Contact 
headquarters now! 


the Emery-Waterhouse Co. 
Portland 6, Maine 


the Salt Lake Hdwe. Co. 
Salt Lake City 9, Utah 
Boise, Idaho 


Grand Junction, Colo. 


The Thomson-Diggs Co. 


Sacramento 4, Calif. 


The Tracy-Wells Co. 
Columbus 15, Ohio 
Cleveland, Ohio 


Van Deren Hardware Co. 
Lexington, Kentucky 


4. A. Williams Co. 
Pittsburgh, Pa. 


Williams Hardware Co. 
Fort Smith, Arkansas 


Woodbury Hardware Co. 
Portland 10, Oregon 


Wyeth Company 
(formerly Wyeth Hdwe & Mfg. Co,) 31 
St. Joseph, Missouri 


LIBERTY DISTRIBUTORS, Headquarters: 30 N. 5th St., PHILADELPHIA, 5 PA. 


1295 Salesmen 


e sell your lines direct 
to dealers all over the 


U.S.A. 


@ 


28 Distributors 


eback yourlines 
throughout a rich, 


cultivated market. 


Y ‘at 


Warehouses in 47 Cities 


e are among the great 
facilities offered by 


Liberty members. 
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buy through Liberty. 


e Liberty not only 
sells these dealers... 


it helps them sell. 
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H. E. Masback Now Pres.-Gen. Mgr. Masback, Inc. 'oudaille Shock Absorber Co., ROBERT TAYLOR IS ryan 


Buffalo, N. Y.; Yale & Towne FLORENCE STOVE 


Lock Co., New Haven, Conn., V.P. OF SALES RAY-O 
and Capewell Mfg. Co., Hartford, iin 0 tele D. W. 
Conn. : : é promoted 
| cently elected vice-president in 5 ene 
—— | charge of sales for Florence _ * 
dent of 


| Stove Co., Gardner, Mass., suc- 


D. W. CLARK, RE-ELECTED 
PRES. E. W. CARPENTER 


| 
D. Wheeler Clark was recent- 
ly re-elected president of the E. 

W. Carpenter Mfg. Co., Bridge- | 
port, Conn. He was associated | 
with Acme Shear Co., Bridge- | 
port, for 10 years before becom- | 





HAROLD E. MASBACK 


E. R. MASBACK 





Harold E. Masback, formerly | elected president and general 
manager succeeding E. R. Mas- 


executive vice-president and gen- 
| La . . 
eral manager of Masback, Inc.,| back. The latter is now chair- 
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| terialization of full-scale 
| construction, the demand for oil 


Despite the failure of the ma- 
i home 


space heaters has continued to 
increase. The steadily increas- 
ing business has been attributed 


| to the conversion to oil because 


| 


this basis, they assert, assum- 
ing an average of 200 heating 
days a year in the northern part 
of the United States, it is pos- 
sible to secure oil heat at an 
annual fuel cost of approximate- 


Iv $60. 


is well underway and that dis- 
tribution to public will begin 
about July 1. This Dayton meet- 
ing will preview 44 similar meet- 
ings for dealers which will be 
held during the latter part of 
June. 
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hardware wholesalers, Hudson | man of the firm’s board of di- D 
St., New York City. has been | rectors. ROBERT H. TAYLOR 

mina ceeding the late Harvey E. Madison, 

. ’ ; ; Golden. Mr. Taylor, formerly of flashlig 

EDW. J. FORBES IS fon 4 Pays Ore., general sales manager has been —e 

NICHOLSON FILE CO. yeahs és asus ee with the company’s sales staff v Ce " 

WEST COAST MGR. Mr. Forbes joined the com- for 15 years, most of which time . “la 

: | pany in 1936 and was as- he was manager of the New man of t 

Edward J. Forbes has re-| signed the Chicago area. He D. WHEELER CLARK York division. His headquarters Mr. T; 

cently been appointed west coast | later became head of the Central are now located at Florence’s pany as 

manager for the Nicholson File | West States and recently was | ing treasurer of the Carpenter | home office. in 1920 

Co., Providence, R. 1, with | transferred to Los Angeles. ‘Co. in 1942, and still serves on — served as 

borg, “ap at v4 se He was formerly associated with | the Acme board of directors. GENERAL MOTORS CORP. 

ordinate the work of Nickeleon | : | FRIGIDAIRE DIV. rnceeell gill, with 

| Oil Burning Space Heater Mfrs. Expect [eee was first 

| The Frigidaire Division, Gen- sign de] 

To Surpass Output of 1946-Million Units | eral Motors Corp., Dayton, Ohio, quently : 

has introduced a new line of tive posit 

The makers of oil burning | of dependability of supply and | electric home laundry equip- pany fro1 

space heaters expect to surpass | to a growing desire for econom- | ment to its distributors, featuring war-time 

last year’s ouiput of 1,000,000 | ical, controlled heat. | a fully automatic clothes washer, Other « 

units during 1947. According to | According to manufacturers, | an ironer and automatic dryer. remain wu 

‘estimates supplied by members | the initial cost of oil burning | PP. M. Bratten, general sales tors were 

of the Oil Division, Institute of | space heaters represents a rela- | manager, told the group that the the ensu 

Cooking & Heating Appliance | tively small item of household | washer features a new washing B. Rams 

Manufacturers, there are about | expense. Figures show that an | principle known as “Live-Water” 1 ¢. B 

| 3,500,000 oil space heaters in | oil burning space heater will | action. He stated the produc- W. W. C 

use throughout the nation. operate for 30 cents a day. On | tion of the three new products Ford, T. 
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TYRRELL PRESIDENT 
RAY-O-VAC COMPANY 


D. W. Tyrrell was recently 
vice-president 
and general manager to presi- 


Co.. 


promoted from 


dent of the Ray-O-Vac 





D. W. TYRRELL 


Madison, Wis., manufacturers 
of flashlights and dry cells for 
flashlights, radios, ignition and 
special devices. He succeeds W. 
W. Cargil who has become chair- 
man of the board. 

Mr. Tyrrell joined the com- 
pany as a laboratory assistant 
in 1920 and for 12 years he 
served as president of the Blake 


Mfg. Corp., a Ray-O-Vac sub- | 
sidiary, Clinton, Mass. Mr. Car- | 


gill, with Ray-O-Vac 27 years, 
was first in the drafting and de- 
sign department. He _ subse- 
quently served through execu- 
tive positions, guiding the com- 
pany from a single plant to a 
war-time peak of 10 plants. 
Other officers of the company 
remain unchanged. Nine direc- 
tors were elected to serve for 
the ensuing year including J. 
B. Ramsey, company founder, 
L. G. Berigan, C. J. Bridgen. 
W. W. Cargill, J. R. Coie, J. C. 
Ford, T. R. Hefty, E. J. B. Schu- 
bring and D. W. Tyrrell. 


HALSAM PRODUCTS ADDS 
PLASTIC TOY LINES 


Halsam Products Co., Chicago. 
manufacturers of wood products 
and toys, has announced the 
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addition of two plastic toy lines. | purposes, the prospect can see 


A separate corporation, 
Plastics has been organized to 
produce the new lines ex- 


clusively, and a new plant is 
being erected. The two new 
lines are American Plastic 
Bricks and American Plastic 
Checkers, both made _ from 
Phenol Formaldehyde-Urea For- 
maldehyde, compression molding 
compound, 


DUNNING SALES MGR. 
NEW MONSANTO DIVISION 


Albert W. Dunning has been | 


appointed sales manager of a 
newly created industrial 


Elgo | what goes on inside. 


organizers are Lewis H. Barry, 
| Display House, Philadelphia, 


land Harry W. Smith, Jr., John | 


Mather Lupton Agency, New 
York City. They are forming a 
national sales organization to 
offer the skills of model crafts- 
men, ceramists, and _ plastic 


workers, whose activities have 


so far been only regional. 


INWOOD SMITH MANAGER 


CROSLEY REFRIGERATION 


Inwood Smith has _ recently 


| been appointed manager of the 


and | 


surface coating resins depart- | 


| ment for the Monsanto Chemical 
Co., Springfield, Mass. He was 
formerly assistant manager of 
surface coating materials. Ed- 
| mond S. Bauer, Jr. formerly a 
member of the technical service 
department is assistant 
| manager of the new division. 
| Mr: Dunning, a Navy pilot 
| before joining Monsanto in 1934, 
handled the sales of specialty 
aircraft plastics in 1941. Then 
for four years he served in the 
Navy’s Bureau of Aeronautics 
Aviation Supply Office. 

Mr. Bauer joined Monsanto in 
1942. He was previously with 


Flood & Conklin Mfg. Co. 


sales 








| TRANSPARI-PARTS OFFERS 
3-DIMENSIONAL 
SELLING SERVICE 


| Transpari-Parts, 130 W. 42nd 
| St. New York City, has been 
organized to specialize in scale 
| models, point-of-sale displays 
| and X-Ray renditions of mechan- 
ical goods and appliances. The 
company asserts that it can re- 
produce in transparent plastic 
any part for which a blueprint 
or sketch can be supplied, so 
that when such parts are as- 
sembled into products for show 


refrigeration section, Crosley Di- 
vision, Aveo Mfg. Corp., Cincin- 


| nati, Ohio, succeeding Lee Strat- 





INWOOD SMITH 


ton, now manager of domestic 
sales. 

Mr. Smith has been with 
Crosley since 1945 as regional 
sales manager of the central dis- 
trict including Ohio, Kentucky. 


Mfg. Co., and the Westinghouse 
Electric Supply Co. 











Chicago Navy Pier Houseware Show, 
| Scheduled for July 13-16, Cancelled 


| Ted Bauerle, president of Chicago Houseware Markets, Inc.. 
| 1800 A. Merchandise Mart, Chicago, 54, IIl., has announced 
| that The Housewares Show scheduled for July 13-18 at the 


| Navy Pier has been cancelled. 


The two | 


| Michigan and Indiana. Prior to | 
| this he served in many capacities 
| with the Westinghouse Electric 


| PHIL WALTHER ASST. 
GEN. SALES MANAGER 
FOR CORBIN LOCK 


Philip J. Walther has been 
| appointed assistant general 
| sales manager of the Corbin 
| Cabinet Lock Div., of The 





PHILIP J. WALTHER 





American Hardware Corp., New 
| Britain, Conn, Over a_ period 
of 25 years, he has served in the 
engineering, production and sales 
departments. During the past 
years he has been a sales 


hive 
representative covering the hard- 
wafe trade and special markets 
throughout New England and 
Eastern New York states. 
Donald H. Hutchings has re- 
turned to his former position as 
sales representative in New En- 
gland and Eastern New York 
state. For the past five years he 
has assisted in the sales depart- 
ment of the Corbin Cabinet Lock 


Division. 





MURTA, APPLETON & CO. 
IS INCORPORATED 


Murta, Appleton & Co., Phil- 
adelphia Pa., has recently 
been incorporated and now will 
operate as Murta, Appleton Co. 
The personnel will remain un- 
changed. with Henry L. Apple 
ton, vice-president; George A. 
McHugh, head of purchasing 
and sales, and William Thompson 
as manager of the contract hard- 


ware department 


11! 



























































































A. F. MILLER, GEN. MGR. 
PLANT FOOD DIVISION 
SWIFT & COMPANY 


A. F. Miller, sales manager of 
Swift & Co., plant food division, 
Chicago 9, IIl.. for the past five 





A. F. MILLER 


years, has been advanced to the 
position of general manager of 
the division. 

He joined the organization in 
1912. In 1923 he became head 
of Vigoro sales and in 1932 as- 
sumed the additional duties of 
supervising sales of Swift’s agri- 
cultural plant food line. In 1943 
he became general sales manager. 


GILLIES V.P. RADIO 
PRODUCTION FOR PHILCO 
RE-ELECT 15 DIRECTORS 


At the annual meeting held 
recently the stockholders of 
Philco Corp., Philadelphia, Pa., 
elected Joseph H. Gillies, vice- 
president in charge of radio 
production, and Robert F. Herr, 
vice-president in charge of the 
company’s service division, to the 
board of directors. 


They also | 


creased volume of business. They 
plan a new speaker system, a 
tube system and arrangement of 
all merchandise within close 
proximity to the call department. 
The merchandise that is to be 
| repacked is to be arranged all 
|on one floor directly over the 
| shipping department. A _ steel 
| warehouse 280 by 60 ft. is to be 
erected which will store all the 
steel, bars and shapes. When 
| the construction project is com- 
pleted the company will have 
increased it’s warehouse footage 
by about 50 percent over the 
former space. The office is to 
| be on the sixth floor. 











METALOID APPOINTS 
SALES DISTRIBUTORS 


Metaloid Co., manufacturers 
of metal household appliances, 
5815 Kinsman Rd., Cleveland, 
Ohio, has announced the ap- 
pointment of four sales repre- 
sentatives. The Central Sales 
Co., Denver, will cover the Moun- 
tain states, Southern Sales Co., 
Atlanta, will cover Georgia, Ala- 
bama, and South Carolina, and 
the Ward Francis Co., Seattle, 
Wash., will handle Washington, 
Oregon and Idaho. Plant & 
Lederman, Merchandise Mart, 
Chicago, will be the representa- 
tive in IIlinois,. Indiana, and 
Wisconsin. 





/QUAKER MFG. APPOINTS 
SIX DISTRIBUTORS FOR 
OIL SPACE HEATER 


Quaker Mfg. Co, has ap- 
pointed six more distributors for 
the company’s oil space heater 
line. The distributors are: Dale- 
New Jersey, Inc., 79 Lock St., 
Newark 4, N. J., American Sales 
& Distributors, Inc., 33-38 N. 





re-elected the 15 present direc- | 
tors as follows: Larry E. Gubb, | 


chairman, 
John Ballantyne, Raymond A. 
Boyce, James T. Buckley, Har- 
old W. Butler, James H. Car- 
mine, Charles S. Cheston, Larry 
F. Hardy, Russell L. Heberling, 
W. Paul Jones, Thomas A. Ken- 
nally, William F. Kurtz, David 
B. Smith. and William R. Wilson. 


IMPROVE MARSHALL 
WELLS WAREHOUSE 
FACILITIES 


Marshall-Wells Co., hardware 


wholesalers, Spokane, Wash., 
branch is making several im- 
provements in its warehouse 


facilities to handle economically 


and with dispatch a greatly in- | 
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William Balderston, | 








Grubb St., Columbus 8, Ohio, 
General Appliance Co., 1001-03 
Farnam St., Omaha 8, Neb., 
Graybar Electric Co., 400 S. 
Austin St., Dallas 2, Tex., Gray- 
bar Electric Co., 601 S. Peters 
St., New Orleans 10, La., and 
E. H. Krohn & Co., 1617 Basset 
Ave., El Paso, Tex. 





H. J. MILLER MGR. 
FRIGIDAIRE SALES 
OKLAHOMA CITY BRANCH 


Harry J. Miller, formerly com- 
mercial sales manager of the Fort 
Worth branch of the Frigidaire 
Sales Corp., Dayton, Ohio, has 
been promoted to manager of the 
Oklahoma City branch, succeed- 
ing D. T. Hayward, who has re 
signed. 

He has been associated with 
the Fort Worth distributing or- 
ganization for 18 years as service 
manager, manager of national 
user sales and since 1941, com- 
mercial sales manager. 





CHARLES B. SCOTT CO. 
DISTRIBUTES FOR APEX 
IN PENNSYLVANIA 


Apex Electrical Mfg. Co., 
Cleveland, Ohio, makers of 
washers, ironers, and vacuum 


cleaners, has recently appointed 
the Charles B. Scott Co., Scran- 
ton, Pa., as its distributor for 
northeastern Pennsylvania. 


DOBECKMUN COMPANY 
MOVES OFFICES 


The Dobeckmun Co., Cleveland, 
Ohio, laminators, printers and 
converters of films and foils, and 
manufacturers of Lurex metallic 
yarn, has moved its New York 
sales office from 500 Fifth Ave., 
to the Fisk Bldg., Suite 1801, 250 
W. 57th St., New York City. 








THOMAS F. PARKER 


T. F. PARKER SALES MGR. 


REMINGTON BOSTON DIST. 


Thomas F. Parker has been 
appointed sales manager for the 
Boston, Mass., district of the 
Remington Arms Co., Bridge- 
port, Conn. Mr. Parker joined 
Remington as a student in 1936. 
Since that time he has been 
with the sales department ex- 
cept for two years of duty with 
the Navy during the war. For 
the past year he was the com- 
pany’s representative in Maine. 
Mr. Parker succeeds W. R. Bar- 
rett who has resigned. 


AMANA FOOD WARRANTY 
PLAN FOR HOME FREEZERS 


All purchasers of Amana model 
50 and 110 home freezer will 
have insurance protection, in- 
cluded in the sales price, for 
five years from purchase date 
against loss or damage due to 
food spoilage. Amana Society, 
Amana, Iowa, covers the freezers 
with a five year warranty. 











HOOVER BRANCH MANAGERS AND EXECUTIVES at the branch managers’ meeting 
at the Hoover Co., North Canton, Ohio. Left to right, front row: H. W. Hoover, president; 


T. F. Kelly, manager, dealers relations division; W. 


. Powell, director of sales educa- 


tion; A. L. DeMuessy, eastern sales manager; A. J. Hight, western sales manager; R. W. 
King, manager of service; C. H. Holl, assistant director of sales; and W. W. Steele, vice- 


president in charge of sales. 
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SERVING THE NATION... 


HINGTON stoves 











@ It pays to build your appliance business upon a foundation 
of public confidence in the products you sell. The Gray & 
Dudley reputation of eighty-five years provides the backing 
that stove merchants can capitalize. 

Many WASHINGTON Dealers throughout the nation have 
established long and exceptional records for serving their 
communities with these high quality heating and cooking 
appliances. 

let us show you how to build your stove business on, this per- 
manent bosis. Write today. 


MARTHA WASHINGTON 


' - Prin as rer 
HOME URNA f r 


Down-Draft Hot Blast Combustion in- 
sures maximum efficiency. Heavy-duty 
special alloy slotted fire pot and large 
heavy ribbed combustion chamber, 
adding extra heating surface, insure 
long life ond odded years of satis- 
factory service 















GEORGE WASHINGTON 
COAL RANGE 


The modern styling, rounded corners for 
easy cleaning, the striking lines, the gleam- 
ing porcelain enamel finish—all con- 
tribute to the smart appearance of the 
George Woshington Cast Balanced Range 


Established 1862 
NASHVILLE, TENNESSEE 
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WASHINGTON FRUGAL OIL BURNING 


HEATER 


Down-Draft Hot Blast spreads flame in the radiator-type 
combustion chamber, insuring maximum heating capacity. 


A truly beautiful, powerful and durable heater 


COMPANY 











WM. H. BRYAN, EXEC. V.P. | chandising department of Lumi. 
OF WITTE HARDWARE CO. | nall, will cover Wis., Iowa, Ill, 


William H. Bryan, formerly and Ind. 


sales director, has been ap- 

pointed executive vice-president | ALFRED H. WAGMAN 

MERCHANDISE MGR. 
J. A. WILLIAMS 


Alfred H. Wagman has been 
appointed merchandise manager 
of J. A. Williams Co., wholesale 
hardware distributors, Pittsburgh, 
Pa., succeeding Jacob Blatt. Mr. 

fae resigned as merchan- 


dise manager of all hard lines 
for the eastern zone for Sears, 
Roebuck & Co., stores to accept 
| this position. He had been as. 























































sociated with Sears for 21 years Cc. 
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ar. sf 9 "4 = ‘lc ol/ California 
" { ‘@) ; . O WILLIAM H. BRYAN uhh 
L and general merchandising man- | math Falls 
TRUE STORIES OF AMAZING ager of the Witte Hardware Co., moted to t 
PERFORMANCE TESTS OF THE NEW St. Louis, Mo., wholesalers. Mr. | sales man 
CHAMPION OUTBOARD MOTOR ae te aa eae ee 
tive for and distributor of major 
appliances in the southwestern | WM. P. H 
PLUNGED TO THE BOTTOM OF states for 20 years. TRAUBEE 
ICE-COVERED LAKE, — oo ¥. 
CHAMPION STARTS IN 107 SECONDS! ee eee oe panafsc 
y LUMINALL PAINT DIV. ae fine 
Kn’ On Thursday, March 6, OHIO-MICHIGAN AREA | West Coa 
Late 1947, a new Champion James P. Valentine has ben| ABFRED H. WAGMAN Traubee | 
‘ transferred from the Wis., Iowa, lyn, N. Y. 
Outboard Motor, Ill., and Ind., territory to the | in various executive merchandis- Saver pres 
’ y i 
picked from stock Ohio-Michigan territory for the} ing and sales promotional ca- minum wé 
at random, was Luminall Paint Div., National | pacities. 
lowered to bot- [| | Chemical & Mfg. Co., 3617 S. | For a period of three years he se 4 
tom of Lake May St., Chicago 9, IIl., which} served in the Army in a mer- OF DIS 
territory he handled prior to join- | chandising capacity in the opera- DOBE 
Y Johanna through ing the armed forces. Marvin | tion of Post Exchanges and was Ennis P 
wane chopped in ice Hastings, fo:merly in the mer- | discharged as a major. ly iol 
22 inches thick. Pulled Page 
b tribution 
.. fror its arctic bath, i asian 
‘ this stout-hearted Dobeckmu 
engine started purring of sales hi 
perfectly in exactly 107 visional sa 
seconds! What better test cou.d there be of starting 
‘| ability, weather-proof perfsrmance, and built-in | 
ruggedness? For years of tiouble-free service... |) | 
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ingl 
Fad a SHOWN LEFT TO RIGHT ARE C. O. TRACY, J. P. 





Outboard Wlotor ‘; aa _ CASTNER, E. H. Obrock and J. E. Howell, officers of Tracy- 
— -_ Wells Co., hardware distributors, Columbus, 15, Ohio. At a 

: es recent meeting of the board of directors the company’s of- 
ficers were reorganized. Robert Hager continues as execu- 
tive vice-president while the former treasurer, Charles O. 
Tracy is vice-president and manager of the Appliance Distrib- 
uting Co., a division of Tracy-Wells. John P. pes r* a 
new vice-president and his former capacity as merchandise 
CHAMPION MOTORS COMPANY manager is to be retained within his new office. John E. 
Minneapolis, Minnesota Howell, formerly assistant secretary, is now secretary and EN} 

= = Erwin H. Obrock, formerly assistant treasurer, is treasurer. 
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C. A. GRIFFIN 


GRIFFIN GEN. SALES MGR. 
LORENZ COMPANY 


C. A. Griffin, formerly a sales 
representative in the Northern 
California territory for Lorenz 
Co., wholesale hardware, Kla- 
math Falls, Ore., has been pro- 
moted to the position of general 
manager for both the 











sales 








J. C. STRONG 


| Klamath Falls plant and the 
Medford branch. 

J. C. Strong, who has been 
covering part of Klamath Falls 
|and the surrounding area, has 
been appointed resident sales- 
man at Alturas, Cal., handling 
| south central Oregon and North- 

ern California from the Nevada 


| 
| Line to Burney, Cal. 











WM. P. HORN WEST COAST 
TRAUBEE REPRESENTATIVE 


Wm. P. Horn Co., 1355 Mar- 
ket St., San Francisco 3, Cal., 
manufactuters representatives, 
has been appointed exclusive 
West Coast representative for 
Traubee Products, Inc., Brook- 
lyn, N. Y., makers of the Time- 
Saver pressure cooker and alu- 
minum waterless cookware. 












E. P. WHITLEY IS V.P. 
OF DISTRIBUTION FOR 
DOBECKMUN COMPANY 


Ennis P. Whitley was recent- 
ly elected vice-president of dis- 
tribution for Dobeckmun Co., 
Cleveland 1, Ohio. He joined 
Dobeckmun in 1945 as director 
of sales having been eastern di- 
visional sales manager, and gen- 





ENNIS P. WHITLEY 
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eral sales manager for the 
American Seating Co. All direc- 
tors and other officers of the 
company were re-elected. 





DISCUSS POST-WAR STORE 


LAYOUT AT BALTIMORE 
PAINT CLINIC 


Frank Connolly, vice-president, 
Valentine & Co., recently told 
about 125 Baltimore painters, 
dealers and manufacturers’ sales- 
men attending the paint clinic 
at the Central YMCA in Balti- 
more, recently, that “there’s 
romance in selling painting jobs 
and there’s good profit in it.” 
He gave exhibits and a presenta- 
tion on “How To Get More 
Painting Jobs and Make Better 
Profits.” 

Norman Ritch, assistant man- 
ager of retail store, Devoe & 
Raynolds, discussed “Post War 
Store Arrangement and Display,” 
and showed by means of slides 
how to modernize your paint 
store or section of your store. 


should be a complete attractive 


the windows, shelves about four 
or five feet to give the illusion 
of roominess, and extensive use 
of island counters. 

Ira Harap, sales manager of the 
Farboil Paint Co., was chairman 
of the evening. Dave Bruning, 


stated the meeting was a prelude 
to a Paint Sales & Merchandis- 
ing Training Course which will 





be held in the fall. 





He asserted that the entire store | 


show window, with no backs in | 


president of the local paint club, | 






and You Sell Jalety 






Tomorrow a life may depend on the 
life-save equipment you sell today. Your 
responsibility is great, since customers 
trust you to sell worthy, dependable 
merchandise. 


Ta-pat-co warrants your trust. 
Materials are the finest obtainable, 
and fine materials are turned into 
fine merchandise by employees 
who follow this slogan, “Make it as 
if your life depends on it.” This 
Ta-pat-co will be a big seller 
this season. National magazine 
advertising is spot-lighting it 
across the country. Call your jobber 
now to make sure you have an 
adequate stock. 


STAY-A-FLOAT 


Fun and safety for 
youngsters — sales for 
you. Exclusive safety 
features. Can't sink, 
can’t puncture, can’t 
come off in the water. A 
nationally - advertised 
leader for you. 






LIFE PRESERVER 
CUSHIONS 


Every fisherman or boat 
owner is a prospect for 
one or more of these 
colorful Ta-pat-co Life- 
Save Cushions. Ask your 
jobber. 


The American Pad & Textile Co. 


GREENFIELD, OHIO 


CANADIAN BRANCH — CHATHAM, ONTARIO 
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J. W. ROMIG, ASSISTANT 
GENERAL MANAGER 
John W. Romig has been ap- 
pointed assistant general man- 
ager covering sales, engineering 


_—— 





JOHN W. ROMIG 


and manufacturing activities for 
Champion Lamp Works, Lynn, 
Mass. He was formerly sales 
manager of the Technical Prod- 
ucts Division, Corning Glass 
Works, Corning, N. Y. During 
the war he undertook regulation 
and liaison work with the gov- 
ernment, 


MANSFIELD JOINS 
W. S. GARDNER 
A. L. Meredith and W. S. 
Gardner have announced that J. 


Norman Mansfield, Chattanooga, 
Tenn., has joined W. S. Gardner, 





CHAMPION LAMP NAMES | manufacturers representative, P. 


O. Box 563, Chattanooga 1, 
Tenn. Mr. Mansfield has had a 
background of more than 20 
years’ selling experience in the 
hardware field, 18 of which he 
spent with Shapleigh Hardware 
Co., wholesalers, St. Louis, Mo. 
Mr. Mansficid was most re- 
cently associated with Belknap 
Hardware & Mfg. Co., Louisville, 
Ky. 
Mr. Meredith and Mr. Gard- 
ner have been associated for the 
past 25 years, representing Wood 
Shovel & Tool Co., Keater Solder 
Co., Bridgeport Hardware Mfg. 
Corp., and others. 





INTERNATIONAL HOME 
FURNISHINGS MARKET 
CHICAGO, JULY 7-19 


The annual Summer Interna- 
tional Homefurnishings Market 
will be held in the Merchandise 
Mart, Chicago 54, IIl., from 
July 7-19. About 2,000 lines of 
furniture, floor coverings, house- 
wares, and appliances, curtains 
and draperies, lamps, linens and 
domestics, toys, china, glassware 
and pottery will be on display in 
the manufacturer’s showrooms. 





FRITZ MANAGES EUREKA’S 
CHICAGO OFFICE 


William J. Fritz has recently 
been appointed branch manager 
of the Chicago, IIl., office of the 
Eureka division, Eureka Wil- 
liams Corp., Bloomington, III. 
For the past 18 years he has 
been identified with the electrical 
appliance field. During the war 





he was doing war production 
work with Eureka in Detroit. 

He was formerly sales mana- 
ger of the Mook Electric Co., 
Youngstown, Ohio, and product 
manager of Westinghouse Elec- 
tric Supply Co., Detroit. 





PHIL HATLEY HEADS 
WITTE HARDWARE CoO. 
BUYING DIVISION 


Phil Hatley has been appointed 
executive in charge of the Witte 
Hardware Co., St. Louis 2, Mo., 
wholesalers, buying division. He 
was formerly buyer and depart- 
ment manager with Higginbotham- 
Pearlstone Hardware Co., whole- 
salers, Dallas, Tex., for 10 years. 





PHIL HATLEY 


Prior to that he was associated 
with Fones Bros. Hardware Co., 
wholesalers, Little Rock, Ark., 


for 12 years. 














FLORIDA RETAIL HARDWARE ASSOCIATION in convention at Orlando, May 12- 
13, elected John K. Wood, Orlando, president succeeding Kingsley Harris, Leesburg, who 
became chairman of the advisory committee. Other new officers are: William Rehbaum, 
Clearwater, first vice-president; C. Eric Markham, Lake City, second vice-president; direc- 


tors, A. E. Folds, Gainesville; David Yon, Tallahassee; W. Howard Belote, Jacksonville; 


Hubert Brundage, Miami; advisory committee, W. 
Nowlin, Miami. W. W. Howell, Waycross, Ga., is secretary-treasurer. 
In resolutions, the convention urged Congress to 
make no changes in the Fair Labor Standards Act that would extend its provisions to re- 
tailing; amend the tax laws so as to require cooperatives to pay taxes. 
In the photo, left to right, are Messrs. Markham, second vice-president; Rehbaum, 
first vice-president; Wood, new president; Harris, retiring president, and Howell, secre- 


tary-treasurer. 
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B. Makinson, Kissimmee and Claud 


revise or replace” the Wagner Act; 


HEALE TELLS BOOSTERS 
WORK IS THE ANSWER— 
ELECT NEW OFFICERS 


“We would serve our nation 
and ourselves much better if we 
go back to work,” Charles J, 
Heale, president and _ general 





CHARLES J. HEALE 


manager, Harpware AcE, told 
more than 40 members and 
guests at the annual meeting of 
the Hardware Boosters, at the 
Midston House, Madison Ave. 
and 38th St., New York City, 
May 23. He urged that those 
who produce try to produce 
more, and better and cheaper and 
that those in all phases of dis- 
tribution adhere to the same 
formulae. 

Willard H. Kemp, metropolitan 
New York sales representative, 
The Yale & Towne Mfg. Co. 
was succeeded as president of 
the Hardware Boosters by Ken- 
neth A. Heale, managing editor, 
Harpware Ace. Robert J. Dun- 
canson, Richards-Wilcox Mfg. 
Co., was elected first vice-presi- 
dent and chairman of the en- 
tertainment committee and Carl- 
ton S. Phillips, The L. S. 
Starrett Co., is the new second 
vice-president. Harry J. Schmitt, 
Wholesale Factors, was re-elected 
secretary and treasurer. 

The Jersey Ramblers, a barber 
shop quartette, affiliated with the 
Newark Chapter, Society for the 
Preservation & Encouragement 
of Barber Shop Quartette Sing- 
ing in America, Inc., entertained 
the Boosters and guests. The 
quartette’s manager and bass is 
E. R. Sandiford, eastern mana- 
ger, Harpware Ace. Lead is 
George Sheridan, E. I. du Pont 
de Nemours & Co., Newark, N. 
J.; Edward Marsh, Federal 
Radio & Television Corp., Kear- 
ney, N. J., is the baritone and 
Harry Demarest, Celanese Corp. 
of America, Newark, N. J., is the 





tenor. 
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Even when selling gets tough 


Coleman dramatizes 
comfort—Coleman ads 
show your customers 
quickly why Coleman 
means “most for the 
money”. 


will still be “demand merchandise” 







the Coleman Oil Heater 

















Coleman sells auto- 
matic heating — Gives 
your customers the work 
free heating service 
they want. 





Coleman sells clean- 
liness, too—Gives women 
as well as men a reason 

to prefer Coleman! 


= “Warm Floors” means 
ol ” ATH 





— Coleman gives them 
freedom from cold feet, 
discomfort, colds! 


gs 
K< ie = 
ae. 





Here are four reasons why a Coleman Oil 
Heater franchise dealer is a lucky guy, 
why his stock of Coleman Oil Heaters 
will continue to be “premium merchan- 
dise” even when the selling is tough: 
1, Coleman has a top-quality line of Oil 
Heaters, 2, Coleman’s advanced, heat- 
engineered features give far more than 


ordinary heating performance. 3. The 
Coleman line on your floor is backed by 
consistent “through-the-years” advertis- 
ing that builds ready acceptance (and 
easier sales). 4. This year’s advertising 
and promotion campaign for Coleman is 
the biggest and most powerful in Cole- 
man history, 














He’s a “Boy Wonder” at selling— 
Coleman’s child illustrations, with the 
baby playing in safety and comfort 
on the floor, have won thousands of 
Coleman readers —convinced thou- 
sands of people—made hundreds of 
future sales for you, 


Automatic Oil Heater 
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A new, dramatic way to 
prove it’s a better oil 
heater—cutaway panels in 
Coleman ads dramatize 
Coleman features like (1) 
powerful low-draft burner; 
(2) hot-tube radiator; (3) 
heat-reflector doors; (4) 
furnace type heating unit 
with heat fins; (5) power 
blower; and many others. 














We've put the wives in the picture! Women 
influence heater sales vitally—and Coleman 
is selling women by the thousands on 
Coleman cleanliness. It’s not hard to sell 
women the heater they associate with 
clean curtains—a cleaner house—less work 
and dirt! 


If you don’t know the name of your 
Coleman distributor, write for his name 
and descriptive literature. Write The 
Coleman Co., Inc., Dept. HA-953, Wichita 
1, Kans., Philadelphia 8, Pa. (Terminal 
Commerce Bldg.), Los Angeles 54, Calif. 


ee ee Se 

| The Coleman Co., Inc., 

Dept! HA-953, Wichita 1, Kans. I 
Please send me the name of my nearest | 

Coleman distributor and ask him to send me 

literature on the Coleman Oil Heater line. | 











Addr 
Town. State. 


| 
Tpusotpamnpenapmapencgempiaapanmeneed 
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by customers’ gluing problems ? 


The new Casco Gluing Chart 


This chart takes the guesswork out of glue-selling. 
Lists all common gluing jobs—the required glue 
properties—and the right glue for the job. 

Big, easy-to-read—9¥2” x 1512”. Mounted on 
heavy board. Has easel and hole for hanging. Var- 
nished, easy to keep clean. 

Attracts attention on counter or window; the new, 
bright, orange and blue CASCO Gluing Chart will 
help make your store Workshop Headquarters. 


Casein Company of America 


DIVISION OF THE BORDEN COMPANY 
350 Madison Avenue, New York 17, N. Y. 











a 
Casein Company of America, Dept. HA-67 : 
(Division of The Borden Company) 3 
350 Madison Avenue, New York 17, New York : 
Dear Sirs: We stock CASCO Glues. Please send, free of ; 
charge, the new 1947 CASCO Gluing Chart. . 
1 
Name__ r 
i 
Store =— a ee s 
Address_ } 
City. State. : 
s 





Stumped. 


will help you out. 


R. W. KERR, EXEC. V.P. 
PLOMB TOOL COMPANY 


R. W. Kerr, formerly vice- 
president and treasurer of the 
Plomb Tool Co., Los Angeles, 
Cal., was recently elected exec- 
utive vice-president. H. C. 
Baumgartner, formerly secretary 
and comptroller was made sec- 
retary and treasurer. Other of- 
ficerships confirmed at the meet- 
ing include: M. M. Mautner, 
vice-president in charge of in- 
dustrial relations, C. W. Cos- 
low, vice-president in charge of 
manufacturing, F. G. Robbins, 
vice-president in charge of re- 
search and development and J. 
P. Danielson, vice-president in 
charge of the J. P. Danielson 
Division. 


STORE MODERNIZATION 
CONFERENCE TO BE HELD 
JULY 7-12 NEW YORK 


A panel of about 40 architects, 
retail executives, engineers, de- 
signers and educators will con- 
duct the first conference on store 
modernization, concurrently with 
the Store Modernization Show at 
Grand Central Palace, New York 
City, July 7-12. Each of the six 
| panels, covering store lighting, 
| store layout, use of materials, 

customer comfort, display and 
| fixturing, and store fronts will 
| be conducted twice during the 
| week, but different authorities 
| will head the second series of 
| panels. 





E. KORETZ, PRESIDENT 
PAINT, WALLPAPER 
RETAIL DISTRIBUTORS 


Local paint and wallpaper 
dealer associations and individ- 
,ual dealers from different sec- 
tions of the nation met in Chi- 
cago, Ill., recently to organize 
the Retail Paint & Wallpaper 
Distributors of America. Edgar 
Koretz, A. Koretz & Co., Chi- 
cago, was unanimously chosen 
president of the association. 
Miss Beatrice S. Weiner was 
elected vice-president, Lee 
Schroeder, treasurer, Ephraim J. 
Faber secretary and Sidney Bey- 
er, recording secretary. 

The first annual convention 
will be held later in the year 
at a city to be decided upon by 
the board of directors at its 
meeting in Pittsburgh, Sept. 6. 
Mr. Koretz stated that the aims 
and purposes of the association 
will be to work for the better- 
ment of the industry in its en- 
tirety, and to make every effort 
to have the retail distributors 
take their place in the affairs of 





wallpaper dealer associations 
are invited to apply for mem. 
bership through the office of the 
secretary, Mr. Faber, 103 E, 
125th St., New York City 35. 





WARE SALES TRAFFIC MGR. 
WILCOX-GAY CORP. 


Wilcox-Gay Corp., Charlotte, 
Mich., has established a sales 
traffic department functioning as 
a separate department of the 
sales division with M. L. Ware 
as manager. He was in charge 
of expediting during the war, 
and prior to that was in govern- 
ment service as an administra- 
tive executive. 





WARD JOINS ST. LOUIS 
CORDAGE MILLS 


Bill Ward has recently joined 
the St. Louis Cordage Mills, St. 
Louis, Mo., and is head of cord- 
age sales for the south Texas 
territory with headquarters in 
Houston. He was formerly asso- 
ciated with Eagle Picher Sales 
Co., Kansas City, in the same 
area. 





JOHN J. GILLIS CO. 
REPRESENTS LENK MFG. 


John J. Gillis Co., manufac- 
turers representatives, 110 State 
St., Boston, Mass., has been ap- 
pointed New England sales rep- 
resentative for the Lenk Mfg. 
Co., Newton Lower Falls, Mass., 
maker of blotorches, electric 
soldering irons and solder. 
John Gillis was manager of 
sales, Worcester, Mass., office of 
the American Steel & Wire Co., 
before going into business for 
himself. He also represents in 
the same area the Warren Tool 
Corp., Warren, Ohio, heavy hand 
tools, Electro Line Products 
Co., Milwaukee, electric farm 
fence controller and Swanstrom 
Steel Woven Wire Works, South- 


bridge, Mass., wire incinerators. 











the industry. All local paint and 


JOHN J. GILLIS 
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SPELLMAN ASSISTANT 
SALES MGR. ARVIN 
HOME OFFICE 


Raymond Spellman is assis- 
tant sales manager at the Arvin 
home office of Noblitt-Sparks 
Industries, Columbus, Ind. For- 





RAYMOND SPELLMAN 


merly Chicago district manager 
he has already taken over the 
duties of assistant sales manager 
on radios, 

Weldon Payne, with the com- 
pany 13 years in the sales field, 
has succeeded Mr. Spellman in 
the Chicago area. He formerly 
served in the Dallas territory. 
Mr. Payne’s headquarters are 
now located at Columbus, Ind. 
William E. Skinner will handle 
the Dallas territory. He was pre- 
viously with the Radio Corp. of 
America in that same area. 





CAMFIELD OFFERS 24 HR. 
SERVICE ON TOASTERS 


The Camfield Mfg. Co., Grand 
Haven, Mich., has established 
one-day service on any needed 
repair or adjustment on Camfield 
automatic toasters. The service 
was announced by Richard M. 
Kirkham who recently joined the 
company as service manager. Any 
toaster sent in to the factory 
with a letter explaining the rea- 
son for the return is adjusted, 
repaired or replaced within 25 
hours of receipt. When personnel 
is trained other service branches 
will be set up. Mr. Kirkham was 
formerly associated with Schick 
Inc., and did shaver service work 
for 10 years. 

AM. GAS ASSOCIATION 
PRODUCES FILM “WINNING 

SEALS OF APPROVAL” 


American Gas Association, 420 
Lexington Ave., New York City 
17, has recently completed a film 
entitled, “Winning Seals of Ap- 
proval.” The 16 mm sound color 


JUNE 5, 1947 





motion picture tells the story of 
the rigid performance tests the 
modern gas range undergoes be- 
fore meeting the industry’s na- 
tionally-recognized standards of 
approval. The picture is based 
largely on operations at the 
A.G.A. Testin g Laboratories. 
Much of the story centers around 
some of the 600 tests a gas range 
must pass. Scenes include oper- 
ations in a factory laboratory, 
and field inspections on the pro- 
duction line of a large gas range 
manufacturing plant. Picture is 
available to member companies 
contributing to the Research & 
Promotional Fund. A.G.A. mem- 
ber companies and range manu- 
facturers may purchase prints 
for about $115. 
RECORDIO COMPLETES 
TRAINING PROGRAM 
FOR SALES FORCE 


G. E. Murphy, Wilcox-Gay 
Corp., Charlotte, Mich., sales 
supervisor, has recently com- 
pleted the training program for 
the classes of Recordio educa- 
tional salesmen. The Recordio 
representatives are trained in 
the manufacturing, engineering, 
service, sales promotion, distri- 
bution and product demonstra- 
tion of Recordios. 





MARTIN ARIANO, MAYTAG 
N. CENTRAL OHIO REP. 


Martin Ariano has recently 
been appointed sales representa- 
tive in the north central Ohio 
district for the Maytag Co., wash- 
ing machine manufacturers, New- 
ton, Iowa. 

He started with the company | 
in 1941 working through the fac- 
tory, service department, parts 
department and the sales force 
before joining the NAF as 
commander of a PBM Naval 
patrol plane. When he returned 
to Maytag he became manager 
of the parts sales department. 
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— but, gosh, how it’s selling now! 


The Reardon Company was selling PLENTY of 
Reardon’s Water Putty to furniture factories for repairs. 


And to a lot of lively dealers. 


But they didn’t half realize how much we millions of 
consumers need just this kind of stuff for 100 little jobs 


around our houses. 


I'd been hepped up and pepped up on this product 
for years. I had found other fillers too costly, wasteful, 
messy, impermanent. But I found the big 25 cent full- 
pound can of Reardon’s Water Putty so economical 
I could use it with joy for fixing even big gashes in walls, 
floors, furniture, etc. And I learned it won't shrink with 
time and fall out like an old filling in a molar. 


So I begged the Reardon Company to plug their 


plugger in 


THE SATURDAY EVENING POST 


GOOD HOUSEKEEPING 


BETTER HOMES AND GARDENS 


AMERICAN HOME 


POPULAR MECHANICS MAGAZINE 


POPULAR SCIENCE MONTHLY 


And has it caught on! The public has started to clamor! 


Meet the public half way by putting this baby up front 
and telling the world what a honey it is for mending 
furniture and picture frames, for filling cracks in wood, 
metal, tile, plaster, etc. — for reseating screws — and 
how it dries hard, sandpapers and takes paint beauti- 
fully — how we can mix it with water as we need it — 
how it doesn’t cake in the can — how un-messy it is. 

As a customer, I’m telling you, as a dealer, that here 
is something I’ll buy and baliyhoo to my friends. 


The REARDON COMPANY 
St. Lovis 6, Missouri 





REARDON’S 


to OF 4 tifung a 


"Guaranteed by ® 
Good Housekeeping 
” oy * 





WATER PUTTY 
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SINCLAIR ADMINISTRATOR 
VETS’ HOUSING PROGRAM 

Fred Sinclair, formerly Hib- 
bard, Spencer, Bartlett & Co., 
wholesale hardware dealers, Chi- 





FRED SINCLAIR 


cago, sales executive, has recent- 
ly been appointed head of the 
OHE’s Division of Non-Residen- 
tial Construction. He has been 
deputy director in charge of field 
operation, Civilian Production 
Administration, and during the 
war served as deputy vice chair- 
man for field operations, WPB. 

When controls over industrial 
and commercial construction are 
lifted he will head a national 
sales organization representating 
manufacturers of hardware, tools 
and housewares. 





CARBORUNDUM DINNER 
FOR NEW MEMBERS OF 
10, 15 SERVICE CLUBS 


About 300 employees of the 
Carborundum Co., Niagara Falls, 
N. Y., were guests at a dinner 
meeting held at the Hotel Ni- 
agara at which guests were wel- 
comed as members of the Car- 
borundum 10 Year Club and as 
members of the newly organized 
15 Year Club. Francis D. Bow- 
man, president of the 25 Year 
Club and director of public re- 
lations, was toastmaster. He 
extended congratulations on be- 
half of the management and 
read letters from H. K. Clark, 
president, F. J. Tone, Jr., vice- 
president and general sales man- 
ager and Henry P. Kirchner, 
vice-president. 


HOLD 25TH CALIFORNIA 
GIFT & ART SHOW IN 
LOS ANGELES 

The 25th semi-annual Califor- 
nia Gift & Art Show will be held 


in Los Angeles, July 27 through 
Aug. 1, Woody C. Klingborg, 


styles and designs in the Brack 
Shops, 527 W. 7th St., Brock- 
man Bldg., 520 W. 7th St., and 
the Merchandise Mart. Bldg., 712 
S. Olive St.; two floors of the 
Alexandria Hotel and in indi- 
vidual showrooms of factories 
and studios. 

JABSCO PUMP CO. MOVES 

OFFICES & FACTORY 

The Jabsco Pump Co., manu- 
facturers of rotary pumps, has 
recently moved its entire offices 
and factory into a new building 
at 2031 N. Lincoln St., Burbank, 
| Cal. 
| The new quarters contain 
about 10,000 sq. ft., which is 
more than double the space pre- 
viously occupied. The new fac- 
tory building will contain in- 
creased engineering facilities, in- 
cluding a modern, fully equipped 
laboratory, roomy office quarters, 
and a more streamlined factory 
production layout from receiving 
through shipping. 

Jabsco is planning new addi- 
tions to its line of pumps for 
1947, including a special farm 
tractor adaptor unit for use in 
the farm field, a stainless steel 
pump for the food and chemical 
industries, and new accessories 
for the marine, fishing and in- 
dustrial fields. 

MAXWELL WHOLESALE 

HDWE. COMPLETES 
NEW WAREHOUSE 


The Maxwell Wholesale Hard- 
ware Co., Oakland, Cal., has re- 
cently completed a warehouse 
located at 867 Isabella St., Oak- 
land, Cal., to further develop the 
wholesale sales to major indus- 
trial plants in the East Bay Area. 
All of the company’s buying will 
be done from this warehouse. 


NA-MAC PRODUCTS CORP. 
PURCHASES BUILDING 


Na-Mac Products Corp., re- 
cently purchased a new building 
at 3440 S. Hope St., Los Angeles, 
Cal. The company plans to 
move from its present building 
in Hollywood to the new site in 
June. Na-Mac manufacturers 
Dripcut food servers, two-speed 
Worlbeater mixers, Multi - sift 


potato baker. 


JOHN LISKA SALES REP. 
FOR WOOSTER BRUSH CO. 


John H. Liska has recently 
been appointed sales representa- 
tive in the New England states 
and New York, Pennsylvania and 
New Jersey, for Wooster Brush 
Co., Wooster, Ohio. Mr. Liska 





JOHN H. LISKA 


was formerly with Mutual Bene- 
fit Life Insurance Co., before 
enlisting in the AAF, ultimately 





attaining the rank of flight officer. 











manager, has announced. Ex- 
hibitors will skow the newest | 
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is a hardware wholesaler. 





TIEMANN HARDWARE’S MANAGEMENT COMMITTEE 
is shown left to right, seated: William J. Langendorf, buyer, 


George W. Gardner, president, and Henry G. Vogts, secre- 
tary. Left to right, standing: Harry P. Roenfeldt, vice-presi- 
dent and merchandise manager, Henry O. Head, vice-presi- 


dent, and Jack H. Hoffeld, buyer. This St. Louis, Mo., concern 


flour sifter and the Top-o-stove | 


McCULLOUGH SALESMAN 
FOR NICHOLSON FILE 
William A. McCullough, Jr, 

has recently been appointed sales 

representative in charge of upper 











WM. A. McCULLOUGH, JR. 


New York states for the Nichol- 
son File Co., Providence, R. I. 
Mr. McCullough was associated 
with Brown & Sharpe and during 
the war served as a lieutenant 
in the Navy as supply officer. 
He has taken a course of inten- 
sive training at the Nicholson 
factory. 

PHIL PAGE ADDRESSES 
COOK COUNTY PAINT 
WALLPAPER ASSOCIATION 

The quarterly dinner meeting 
of the Paint & Wallpaper Asso- 
ciation of Cook County was re- 
cently held at the Merchants & 
Manufacturers Club, Merchan- 
dise Mart, Chicago, IIl., with 
Philip P. Page, vice-president 
and general manager of the Chi- 
cago Journal of Commerce, as 
guest speaker. 

Mr. Page advised the associa- 
tion that Washington’s demands 
for lower consumer prices were 
impossible to meet in the face of 
rising wage costs coupled with 
declining productivity. The pub- 
lic, continued Mr. Page, has 
been misled into thinking that 
management can wave a wand 
and lower prices arbitrarily. As 
a result of this propaganda, 
there is a reluctance to buy and 
a disposition for buyers to wait. 

This situation has created 
hardship for retailers as well as 
manufacturers and distributors. 
He concluded stating that if 
trade associations and _ other 
business groups were to state 
publicly that there is little 
chance for price cuts, and why, 
the public would awaken to the 
fact that rising wages, rising ma- 
terial cost, lower labor produc- 
tivity, cannot be coupled with 
declining prices. 
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STRATTON, N.E. 
SALESMAN FOR POCKET 
KNIFE MFRS. 

Dana Stratton has been ap- 


pointed New England sales rep- 
resentative for the affiliated 





DANA STRATTON 


group of Pocket Knife Manu- 
facturers comprising the Im- 
perial Knife Co., Inc., Provi- 
dence, R. K. Kingston Cutlery 
Co., and the Schrade-Walden 
Cutlery Corp. Mr. Stratton was 
associated with the latter com- 
pany for 10 years. He is estab- 
lishing headquarters at 16 
Clarendon St., Boston. 


C. H. HOBBS DISTRIBUTES 
FOR McCULLOCH MOTORS 





officers elected include: James 
Y. Down, vice-president, Ralph 
J. Down, assistant manager, Roy 
W. Washburn, assistant manager 
and buyer, William A. Down, 
secretary, Miss K. L. McNerney, 
assistant secretary and treasurer 
and A. H. Swogger, buyer of 
mill and contractor supplies. 





EUGENE LUTES MGR. 
DIAMOND EXPANSION 
SAN FRANCISCO OFFICE 


Eugene Lutes, of the San 
Francisco office has succeeded 
Luther Newhall as manager of 
that office for the Diamond Ex- 
pansion Bolt Co., Inc., Gar- 
wood, N. J. Mr. Newhall had 
been with the company for 45 
years. Tom Wright, manager of 
the Los Angeles office for many 
years, has been advanced to the 
position of sales manager of the 
Pacific Coast. L. S. Foley, Port- 
land, Ore., will continue to 
handle the state of Oregon. 





D. H. WEBB & SONS BUYS 
J. H. HUBBARD & SON 


D. H. Webb & Sons has re- 
cently purchased the radiant re- 
placement business of J. H. Hub- | 
bard & Son, 3770 S. Broadway 
Place, Los Angeles, Cal. D. H. 
Webb, Sr. was formerly asso- 
ciated with and part owner of 
the Glendale Hardware Co., 
Glendale, Cal., for 33 years. 

Mr. Webb’s two sons, James 
and Don, Jr., will call on the 
retail hardware dealers in Cali- 





C. H. Hobbs & Associates, Pasa- 
dena, Cal., has recently been ap- 
pointed exclusive sales agents in 
11 western states for Haylo heat- 
ers, manufactured by McCulloch 
Motors Corp., Los Angeles, Cal. 
The McCulloch company has 
established a new heater division 
for the production of Haylo | 
heaters in two sizes. 





HARRY PETERS IS N. Y. 
DISTRICT SALES MGR. 
FOR PEAL MFG. CO. 


Harry Peters has been ap- 
pointed New York district sales 
manager for Peal Mfg. Co., 
aluminum and tin utensil manu- 
facturer, 9th & Carr Sts., Cin- 
cinnati. Mr. Peters will be lo- 
cated at 303 Fifth Ave., New 
York City. 


RALPH R. DOWN, PRES. 
FRUIT-OHL COMPANY 


Ralph R. Down, formerly vice- 
president and general manager 
was recently elected president 
and treasurer of the Fruit-Ohl 
Co., hardware dealers, Sharon, 
Pa., succeeding Fred T. Fruit, 
who resigned as president. Other 
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fornia and Arizona with gas 
heaters, gas heater radiants, gas 
hose and sundry lines. 


1948 NORTH AMERICAN 


American Toy 

The institute will act as a 
clearing center for research now 
being conducted by American 
manufactur27s and educators to 
improve the play value and qual- 





RUTH MILLARD 


ity of toys. It will also undertake 
special research projects and will 
direct and expand the associa- 
tion’s long-range program to as- 
sure the highest standards of 
safety, sanitation and durability 
for toys made in America. 





FRED TAYLOR INJURED 
IN AUTO ACCIDENT 


Fred Taylor, president of 
Taylor & ‘Sons Lumber Co., 
Lyons, Kan., was recently in- 
jured in an auto accident when 
his car overturned several times 
near Hutchinson. Mr. Taylor was 
enroute to the Hutchinson air- 
port to bring back to Lyon, Carl 
E. Bolte, Kansas City, Mo., busi- 
ness executive, who was to speak 
at the graduation exercises. Mr. 
Taylor said his car struck a hole 





WILDLIFE CONFERENCE 


The 13th North American 
Wildlife Conference will be held:| 
in St. Louis, Mo. March 8 to | 
10, 1948, the Wildlife Manage- 
ment Institute announced re- 
cently. 

RUTH MILLARD, DIRECTOR 
AMERICAN TOY INSTITUTE 


Ruth Millard has been made 
director of the American Toy 
Institute, which has been or- 
ganized as the research division 
of the Toy Marufacturers of the 
U.S.A., with headquarters at 200 
Fifth Ave., New York City. Miss 
Millard has been head of the 
Toy Manufacturers’ Association 
research and educational activi- 
ties since 1392. Dr. Grace Lang- | 
don will be child development | 
adviser of the institute and Lil- 
lian Rifkin will be adviser on | 
toy testing. An advisory commit- | 
tee of child development special- 
ists also will consult with the 





control. 


in the road and went out of 


Institute Staff. 


HARDWARE TRADE ASSN, 
GOLF PARTY, JUNE 17 


The Hardware Trade Associa. 
tion of New York will hold its 
June meeting in the form of a 
golf party, June 17, at the Upper 
Montclair Country Club, Upper 
Montclair, N. J., the festivities 
to be directed by Joe Walker, 
Buffalo Bolt Co. Plans for two 
other golf outings, during the 
summer, are being considered, 
one of which will likely be some. 
where in Westchester County, 
the other to be somewhere on 
Long Island, each to be at a 
time and place to be announced 
at a later date. 





W. A. NIXON SALES 
REPRESENTS KAMKAP 


W. A. Nixon Sales Co., 116 
Coolidge St., Irvington 11, N. J., 
has been appointed sales repre- 
sentative for Kampak Inc., 200 
Fifth Ave., New York City, na- 
tional distributors of the Cinder- 
ella small washer in the follow. 
ing states: upper New York, 
Pennsylvania, New Jersey and 
all New England. 





EXPAND PRODUCTION 
OF U. S. RUBBER COMPANY 
WIRE FACILITIES 


The expansion of wire produc- 
tion facilities in the Bristol, R. I, 
plant of the United States Rub- 
ber Co., Rockefeller Center, New 
York City, has been announced. 
This expansion involves the pur- 
chase of over a million dollars 
worth of rubber and plastic in- 
sulating equipment from the gov- 
ernment and other sources. The 
additional equipment is expected 
to increase the plant’s capacity 





to three times its prewar output. 








dele. 





GEORGIA RETAIL HARDWARE ASSOCIATION conven- 


tion at Atlanta, Georgia, May 
King, Covington, president, to succeed W. S. Williams, Cor- 
Charles Campbell, Macon, was elected vice-president, 
and W. W. Howell, Waycross, re-elected secretary-treasurer. 
Convention opposed raising minimum wage rate; favored: 
Wagner Act revision; taxing of cooperative corporations on 
same basis as other corporations engaged in similar business, 
and increasing of veterans’ training period and subsistence. 
In the photo above left to right are Messrs. Howell, King and 
Campbell. 
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Sy Many “Thousands - 
More Dealers Sell More 
TEL-O-POSTS than any other 


TOPS for Profit Sales 


More dealers are re-ordering more 
Tel-O-Posts than any other because 
more homeowners are buying this 
best seller. Sales of nearly half a 
million Tel-O-Posts show the fast 
growing demand, 


TOPS for Proved Service 


Only Tel-O-Posts provide outstand- 
ing installation and safety features. 
Quick, easy adjustment — non-col- 
lapsible construction — complete 
security for every home need. On 
display, Tel-O-Post’s safety is evi- 
dent, its functions plain. It’s the 
ready answer to every “sagging- 
floor” problem, 


TOPS for Dealer Help 


Consistently and continuously, 
Tel-O-Posts are advertised to mil- 
lions of potential customers. Ad- 
vertisements in magazines like 
The Saturday Evening Post and 
Better Homes and Gardens are 
telling YOUR customers about 
Tel-O-Post’s advantages — leading 
good business and profits to you! 


-O3* Betler Homes 
gs 



















Cash In NOW. ....,... 


order for a supply of fast-selling 
Tel-O-Posts, today. Or write 


for complete information. 








RETAIL 
$Q95 


Slightly 
higher West 
of Missis- 
sippi River. 














TEL-O-POST 


140 Ash Street 


Canadian Representative 
William B Stewart & Co 
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COMPANY 


Akron 8, Ohio 


159 Bay Street. Toronto. Ontario 
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HARDWARE BRIEFS ( 
aa 
ARKANSAS chased a two story building, 

The Johnson & Cloyes Hard- The stone and frame partition Te 
ware Co., Paragould, Ark., was wall on the ground and second Tom Pa 
damaged extensively by a tor-| {oor will be removed thereby manager 4! 

eas doubling the space of the store, affiliated 1i 


nado recently. 





Lacy Hardware, Texarkana, 
Ark., has opened in its new lo- 


cation at 316 E. Broad St., 
| formerly located at 203 E. 
Broad St. The hardware con- 


cern has expanded its stock. 





C. R. Bates has sold the Bates 
Hardware store, Sheridan, Ark., 
to Clifton McCool and Jewell 


| Jones. 


| the Palmour 


| sold 
| vote their time to their hard- 
| ware store and theater in West- 


GEORGIA 


Paul Parris, has purchased 
Hardware store, 
Hiawassee, Ga. 


ee 


ILLINOIS 


Roy M. Black, president of 
Black & Co., hardware dealers, 
Decatur, IIl., has succeeded 
George A. Caldwell as president 
of the Decatur park board. 





IOWA 


A. H. Sylvester, manager of L. 
De Young Hardware, 2000 S.E. 
6th Des Moines, for the past two 
years, has purchased the store 
from L. De Young who had oper- 
ated the store for nine years. The 
store will he known as A. H. 


| Sylvester Hardware. 





Allsup Hardware store, Colfax, 


A plate glass front will be in. 
stalled also. 





The addition to Broky’s Hard- 
ware store building, Blue 
Rapids, Kan., has recently been 
completed. The addition has a 
front of red brick and walls of 
cement blocks. The new room 
will be used for display pur- 
poses. 


MINNESOTA 


Patsey Boys Hardware, 
Staples, Minn., was recently 
damaged severely by fire 24 
hours before its grand opening. 
It was owned and managed by 
Paul Patsey, who had purchased 
a chain hardware and the front- 
age next door, remodeled to put 
the two buildings together and 
opened under an _ independent 
hardware line. 


—_——- 


NEW YORK 


W. L. Hooper, manager of 
Tucker Hardware, Skaneateles, 
N. Y., has formed a partnership 
with Harold Dando. They will 
operate the store owned by H. 


F. Dando called Dando Hard- 


ware, 


SOUTH CAROLINA 
L. E. Brown has opened a 





Iowa, is being remodeled by Pendlet 
Glenn Allsup, its owner. While — ne ee 
Mr. Allsup was in service his 

wife Ruth operated the store. TEXAS 


The first section to be completed 
was the tool department. 





A. H. Rice has recently finished 
the remodeling job on his store 
at 49th and University, Des 
Moines, Iowa. His addition gives 


| 2100 sq. ft. of additional floor 


space. The shelving has been 
modernized, and two shopping 
island displays have been added. 





KANSAS 


Smith Hardware Store, Frank- 
fort, Kan., was sold recently to 
William Martin by Lesslie and 
W. D. Smith. The business was 
so the Smiths could de- 


moreland, Kan. 





Sanborn Hardware _ Store, 
Wakefield, Kan., recently pur- 





Burke & Caver Hardware Co., 
Linden, Tex. is erecting a new 
brick building next door to it’s 
present location. 





VIRGINIA 


The Farm Store, Inc. Jones- 
ville, Va. has recently been or- 
ganized to deal in hardware with 
G. G. Baker as president. 





Forest Hardware & Appliance 
Co., Inc., Arlington, Va., has been 
formed to operate as a hardware 
and appliance business. Frank 
S. Bruffey, is president. 





WEST VIRGINIA 


Corrie Hardware Store, 
Charleston, W. Va. has opened 
recently. 
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OBITUARIES 





TOM PARKER 


Tom Parker, 51, department 
manager and buyer of tools and 
afiliated lines for Union Hard- 





TOM PARKER 


ware & Metal Co., 411 E. First 
St. Los Angeles, Cal., whole- 
salers, died recently after suf- 
fering a heart attack. He had 
been associated with the com- 
pany for 28 years having started 
by going through many depart- 
ments and doing the general 
utility duties which are neces- 
sary for a beginner in the whole- 
sale hardware field. He then 
represented the company as a 
salesman for about eight years. 





THOMAS M. GEORGE 


Thomas M. George, 86, one of 
the founders of Ott Hardware 
Co., Inc., Santa Barbara, Cal., 
and retired secretary and trea- 
surer of the company, died re- 
cently at his home in Santa 





THOMAS M. GEORGE 





Barbara. He first entered the 
hardware field in 1885 and in 
1875 a hardware store was 
opened in Santa Barbara under 
the name Roder & Ott. In 1889 
the business was expanded and 
purchased by a new owner. It 
then became the Ott Hardware 
Co. Mr. George became secre- 





tary and treasurer of the firm | 


in 1889. 

He was a past president of 
the Southern Retail Hardware 
Association and was termed the 
dean of Southern California hard- 
ware retailers. He was an active 
member of the Baptist Church. 
Mr. George’s chief hobby was 
the culture and development of 
semi-tropical fruit trees and other 
plants. He was also a member 


of the Harpware Ace Fifty Year | 


Club. 


HIBBITT A. GRAVES 
Hibbitt A. Graves who repre- 


sented the Shapleigh Hardware | 


Co., wholesalers, St. Louis, Mo., 





HIBBITT A. GRAVES 


in Mississippi for 34 years, died 


at his home in Jackson, Miss., | 
recently. Mr. Graves succeeded | 


his father, J. F. Graves, who | 
had covered the same area for 
Shapleigh from 1885 till his 


death in 1915. 





JAMES A. LOYSEN 


James A. Loysen, 62, operator 
of Loysen’s hardware store, 1943 
Main St., E. Rochester, N. Y. 
for the past 16 years, died re- 
cently. He had been associated 
for 21 years with the Ernst 
Hardware Co., Rochester. 





L. TOFFALETTI 


Louis Toffaletti, 75, hardware | 


Fla., died re- 


dealer in Ocala, 


cently in Munroe Memorial Hos- | 








pital there. 
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STANDARD OF COMPARISON 
AMONG THE MEN WHO KNOW 























































@ Dependable performance has 
established Klein Pliers as the 
“standard of comparison” among 
men who know and rely upon 
good tools. 

The reason back of such wide- 
spread acceptance is easily ex- 
plained. Drop forged from fine 
alloy steel byhand craftsman meth- 
ods, each pair of Kleins has the 
proper balance . . . just the right 
spring to the handles to minimize 
hand fatigue . . . a fitted hinge for 
perfect jaw alignment . . . matched 
cutting knives that stay keen 
through years of tough service. 

Keep Klein Pliers on your want 
list. Your jobber will fill your order 
as soon as possible. 


PLIERS 
FOR EVERY USE 


Distributed Through Jobbers 
Foreign Distributor: 
International Standard Electric Corp., New York 






The Klein Pocket Tool 
Guide showing the Klein 
line and containing useful 
tool paterson will be 
mailed on request. 








Since 1857 


WELUEES mania LE ING & Sons 
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These Ideas Brought Customers 






To Towns—and Stores 


Here are a number of brief sketches describing promotions that 


brought visitors—and customers—to towns and to their merchants 





Many cities, towns 


and counties throughout the country 
feature promotions from time to 
time. Every one of these events 
brings visitors and petential custom- 
ers to the place where they are 
being held. For this reason they are 
decidedly valuable to the merchants 
of the community in which they are 
being held. Following are a num- 
ber of examples of promotions of 
this type that succeeded in building 
business for local dealers. Read 
their brief stories, for every one 
was successful and every one of 
them helped stimulate local trade. 
* * * 


Petticoat Day 


A very successful promotion stunt 
used by merchants of Newton, Iowa, 
some years ago, they struck an amus- 
ing note when they held a two-day 
“Leap Year Sale.” In addition to a 
woman honorary mayor and chief of 
police, women hostesses were in- 
stalled in all stores. A store window 
contest was judged by a committee 
of women. 

A concert by the State University 
band, a dance and a style revue com- 
pleted the very successful two-day 
program. 

* * * 


Essay Contest 


The community survey committee 
of the Norristown, Pa., Chamber of 
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Commerce sponsored an essay con- 
test for senior students of the public 
and parochial high schools on the 
subject, “The Future Norristown in 
Which I Would Like to Live.” The 
subjects covered physical appearance 
of the city, its government, protec- 
tion facilities, industries, transporta- 
tion facilities, recreation facilities, 
welfare, retail business, and type of 
government. The contest was open 
to both city and rural students in 
these schools and prizes totaling $175 
in bonds were awarded. 
* - * 


Welcomes Newcomer 


The Chamber of Commerce of 
Rock Hill, S. C., welcomes newcom- 
ers and makes them feel at home 
through: 1.—Letter of invitation 
and welcome to the husband or wife 
to visit the chamber office to re- 
ceive information concerning Rock 
Hill. 2.—Providing the visitor with 
information about educational, rec- 
reational, and _ religious oppor- 
tunities, together with literature and 
pamphlets on Rock Hill. 3.—En- 
couragement to business men to 
provide gift certificates in their 
names at the time of newcomer 
visits the chamber office. 

* = * 


Potato Show 
The Chamber of Commerce of 
Scottsbluff, Neb., co-operated in 


presenting the annual western Neb- 
raska potato show recently. The JC’S 


secured merchandise prizes for the 
winners at the show. Talks were 
given on preparation of soils and 
potato culture and storage and mar- 
keting. 

oa * * 


Photo Contest 


The Chamber of Commerce of Al- 
liance, Neb., is sponsoring a photo 
contest to secure commercial, indus- 
trial, recreational, farming and 
ranching scenes. The material is to 
be used to bring attention of the pub- 
lic to what Alliance has to offer the 
rest of the state. 

* * * 


Egg Festival 


The Chamber of Commerce of 
Blair, Wis. (population 400) attracts 
7000 people to an annual egg festival. 
Entertainment is provided, contests 
are held and prizes for the best egg, 
poultry and farm produce displays 
are awarded. A queen is selected 
for the egg contest and a take-off 
on some popular radio program is 
held in the evening. 

+ * * 


Back to School 


Merchants of Des Moines, Iowa, 
staged an annual “Back-to-School” 
contest last year. The contest con- 
sisted of 59 questions published in 
the Des Moines Register and the Des 
Moines Tribune. Answers to the 
questions were in the advertisements 
of participating merchants. Prizes 
of $500 in merchandise were given 
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SED WITH WOOD OR METAL POSTS 


ELS SAGGING BEAMS & FLOORS 


NOW it’s practical for hardware stores to 
cash in on the profitable and popular market 
for adjustable building posts . . . needed in 
so many homes, farm and industrial build- 
ings, to correct sagging floors, beams, porches, 
etc. Now you don’t need to stock heavy, 
bulky lengths of pipe requiring “warehouse” 
space and truck delivery. With 3-way 
SUPER JACK, you sell packaged merchan- 
dise right off the shelf . . . the “‘post-jack in 
apackage” no larger than a shoe box! All 
the working parts of an adjustable post are 
included . . . cap and base plates, screw-jack 
unit, turning bar, and anchor screws. Cus- 
tomer uses his own wood or metal post or 
pipe. . . or you can arrange to have your 
local plumbing or lumber dealer supply the 
post or pipe. 


ST 





ONLY $4.95 RETAIL 


Slightly higher beyond the 
, Y Middlewest 


8-Way Super Jack can be 
used at top or bottom of 
2%” or 3” metal pipe or 
round or square wood posts. 
15 ton loading capacity. 
Makes a better, stronger, 
professional type installation 
for less money. Can also 
be sold as a compact, power- 
ful handyman’s jack. Order 
direct from this ad on cou- 
pon below. Delivery through 
your jobber if you give his 
name. Circular A and de- 
tails on request. Super 


Bi Manufacturing Corp., Chi- 
4 = cago 24, Illinois. 
MAIL COUPON NOW! 
SUPER MFG. CORP. A 


Chicago 24, Ill. 


Please ship ......... Super Jacks. Discount 
334%. Terms 2% 10, net 30 days. Deliver 
Hat ol my Jobber IF his name appears below. 
Full freight allowed on | dozen or more. 





COLOR PUTTY 
READY FOR USE! 


MATCH POPULAR WOOD 
STAINS AND PAINT COLORS 


Put this new nationally advertised colored- 
putty on display in your store and see how 
easily it collects extra profits! Every painter’s 
kit and home work bench needs several jars 
of FILZIT. Eliminates mixing paint and 
putty or doing tedious touch up work when 
puttying sash and trim, making small repairs 
on furniture and woodwork, filling nail holes, 
etc. Choice of 18 colors. Complete assortment 
on display stand includes 6 doz. 25c size, 2 
doz. 40c size, 4% doz. $1.50 size in all colors. 
Order direct from this ad on coupon below 
or write for full details and circular A. 


FREE WITH 
TRIAL ORDER 


Retail value $36.60. 
Pays you $12.20 
profit. Just what 
you need fo com- 
plete your paint 
department. 





RAINBOW PUTTY CO. A 
372 Rice St. 
St. Paul 3, Minn. 


Please rush complete assortment of FILZIT 
color putty as described In your ad Including 
$5.00 value self selling display Free! F.0.B. 
St. Paul, Diset. 33'/s% terms 2% 10, net 
30. Up to $1.00 per ewt. freight allowed. 
(Write jobber’s name if billing is desired 
through him.) 


AMIE cn cccccccccccvccccccccsccesoccecs 

















PUMPS UP TIRES 
BY MOTOR POWER 









LIST PRICE 


$3 75 
No. 561 
With Pressure 
' Gauge $4.75 
Slightly higher 
beyond the 
Middie West 
oo: , 


mea 
Makes Any Auto, Truck or Tractor 
Engine a Practical Air Compressor 


Farmers, ranchers and motorists say it’s more 
vital emergency equipment than the spare 
tire itself. Every one of your customers who 
drives a car... and that means ALL of them 

. needs this handy motor-driven inflating 
pump, Comes with long rubber hose and 4 
adaptors to fit all cars. Simply remove spark 
plug, attach SUPER AIR, connect to tire 
and let the motor pump it up! Also used 
for inflating pneumatic boats, life rafts, etc. 
Ends back-breaking hand pumping. Insures 
power-air service day and night, on farm or 
highway . . . anywhere! Indispensable in 
rural areas. 





Order SUPER-AIR direct from this ad. Use 
coupon below. Delivered through your jobber 
if you give his name. Circular A and details 
on request. Manufactured by Super Manu- 
facturing Corp., Chicago 24, Illinois. 


MAIL COUPON NOW! 


SUPER MFG. CORP. a 
Chicago 24, Illinois 





Please ship at once F.0.B. Chicago less 
334% discount; terms 2% 10 days net 30. 
Free freight allowed on 2 doz. or more. 
+eeeee--Super Air less gauge. 
.. Super Alr with gauge. 
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by the merchants who underwrote 
the contest. Rural and city children 
participated. 

* * * 


Get in the Swim 


More than 2,600 boys and girls 
in the Crete, Neb., area have learn- 
ed to swim during the past 20 years 
through the efforts of the Crete 
Commercial Club in furnishing a 
free swimming school each sum- 





mer. The school continues for five 


weeks closing with graduation 
aquatic program and award of 
medals, ribbons, and certificates. 
All children of school age are elig- 
ible to take the swim course. The 
city of Crete pays the instructors 
and rents the pool for the duration 
of the term. 
*% * * 


"Chicken of Tomorrow" 


The Agricultural Committee of the 
Sioux City, Iowa, Chamber of Com- 
merce is undertaking the task of co- 
sponsorship of the “Chicken of To- 
morrow” contest in co-operation with 
the extension division of Iowa State 
College. The contest, which includes 
all of northwestern Iowa, will also 
include Nebraska and South Dakota 
entries. 

This contest is expected to bring 
in a lot of entries from this large 
area and result in increased retail 
traffic in Sioux City during the poul- 
try show later in the summer. Pur- 
pose of the “Chicken of Tomorrow” 
campaign is to increase the size and 
productiveness of present day chick- 
ens through selected breeding. 

+ + & 


Farm Program 


Realizing that a balanced farm 
planning is a program in manage- 
ment, and that farm income must 
be maintained if a city is to expand 
and survive, the St. Joseph, Mo., 
Chamber of Commerce promotes 
many farm activities. The long 
range farm program of the cham- 
ber, designed to improve farming 
conditions in the 20 counties of the 
area, includes soil conservation, farm 
management and planning, and 
rural diets. The merchants are ac- 
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tive in co-operating with county 
agents and assistants so that farm- 
ers may take advantage of technical 
agricultural knowledge. 


* + 


Ice Revue 

The stars of national ice revues 
were the duck-pond skaters of yes- 
terday. More and more small town 
skaters find their way into the na- 
tional ice shows. Escanaba, Mich., 
merchants recently staged a big ice 
show to give the youngsters of the 
area a chance. Big-time veterans 
were hired to train and polish the 
young hopefuls. The Escanaba Ice 
Revue stages a tableau each year 
which attracts many people from 
near and far. 


* * 


Rural Choir Concerts 


The Chamber of Commerce of 
Muskegon, Mich., stages a series 
of choir concerts in rural areas. 
These are put on in co-operation 
with the business men’s civic as- 
sociations in the smaller towns 
surrounding Muskegon, and are at- 
tended by a large number of Mus- 
kegon business men. 


* + 


Easter Rabbit 


The Chamber of Commerce of 
Paris, Ill., stages an annual Easter 





parade which is extremely success- 
ful. More than 1000 children take 
part in an Easter parade headed by 
a band and an Easter rabbit float. 
They march to the local school where 
5000 eggs and cash prizes are given 
away. As an extra good-will builder, 
many pounds of eggs are given to the 
Children’s Home. 


* + 


On the Air 


A radio program, broadcast four 
days a week during the noon-hour, 





is the method used by the Hot 
Springs, S. D., Chamber of Com- 
merce to bring projects and news 


to its trading area. The program 
is broadcast from the station in 
a neighboring city by remote con- 
trol. The script and announcing is 
done by the chamber secretary, and 
is designed to welcome newcomers, 
new business, give an alert synopsis 
of the communities activities and to 
interview people about local prob- 
lems. 
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Western Cartridge Co., Division of Olin Industries, Inc. 


Ilustrating the parts of a shell and what goes into them. 
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| C. COLLINS & SON CO., INC., 
| » Madison, Wis., does not under- 
| estimate the need for an efficiently 
| run office because it builds con- 
fidence. And confidence is impor- 
tant believes Robert J. Connor, gen- 








An Office That Builds Confidence 





This outer office is in the rear of the first floor display room and 
is easily accessible. Door at rear left leads to Mr. Connors’ office. 


eral manager, because the greater 
number of customers are horhe own- 
ers or potential home owners who in 
their homes and furnishing have in- 
vested a large part of their life earn- 
ings and some have borrowed on 


anticipated earnings in order to pur- 
chase their needs. They need to have 
confidence in a store and one of the 
ways in which they acquire it is 
through impressions gained of the 
efficiency of a merchant’s office and 
office routine. 

With that in mind, Mr. Connor de- 
signed an office that in its arrange- 
ment of furniturc and effective light- 
ing systems expresses modernity. All 
book cases znd files are enclosed 
units, eliminating the unsightly ap- 
pearance engendered by the storing 
of odd-sized journals, directories, 
and other literature, on open shelves. 

An inter-office communication with 
six positions throughout the premises 
provides a unique way of making 
each customer feel that he is a per- 
sonality recognized by the sales 
force. If a customer goes from one 
department to another, his name and 
the purchase he wishes to make is 
relayed ahead of him. Thus, when 
he reaches a department, the sales- 
man can have the merchandise ready 
for inspection and also greet the 
customer by name. 

The complete description of the 
Collins hardware operation was pub- 
lished in the March 27th issue of 
Harpware AcE beginning on page 
122. 
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323 E. ONTARIO ST., 


Designed by an Expert Fisherman to 
Include These Unusual Features: 


@ Durable chrome Vanadium tool steel 
rod, properly heat treated to give it 
unusual strength, snap and spring. 

@ Polished aluminum offset handle with 
genuine cork grip designed to effect 
a maximum of accuracy and ease in 
casting. 

@ Offset reel seat and positive reel lock. 
Test proved to assure quick, easy reel 
mounting. 

@ Perfectly balanced. Feels “just right” 
in the hand. 


All rods are finished with highest quality baked 
enamel in handsome assorted colors and come 
complete with heavy duck carrying case. 
ORDER BY CATALOG NUMBER 
41, ft—No. CR-1l Resale 
5 ft—No. CR-22 $5.95 
Usual Trade Discounts 
Standard Shipping Package 12 
AVAILABLE FOR IMMEDIATE DELIVERY 
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THE MARK OF ; 


7 ALITY <u DEPENDABILITY 
| SPRAYERS + DUSTERS 


| The Dobbins Sxperbilt trademark, on sprayers 
and dusters, is the mark of quality and depend- 
| ability in every detail of design, construction 





and operating efficiency. You can recommend 
\ Dobbins equipment for all insecticide spraying, 
DDT solutions and | weed control chemicals. 


\ DOBBINS MANUFACTURING CO. 4 


XN DEPT. 601, ELKHART, INDIANA 
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THERE’S A DEMAND FOR DOBBINS DEPENDABILITY 
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NOW is the Time to Order 
Moe 


Hay Tools 


Year in and year out MOLINE Hay Tools 
have been doing an outstanding job. 
Among farmers everywhere there is a 


quick acceptance and a steady demand 
for MOLINE—the Hay Tool leader. 





HEAVY DUTY 
HAY CARRIER No. 932 


The easlest operating, lightest pull- 
ing, hay carrier on the market. 
Extra strong construction assures 
long rope Iiife, reduced pulling, 
years of trouble free service. Double 
swivel action—reversible. 


LOOSE TINE FLEXIBLE 
GRAPPLE FORK No. 894-895 


Handles baled hay as well as loose 
hay. Four high carbon, extra stiff 
tines. No. 894 has six foot s d— 
No. 895 seven and a half foot. 
Equipped with Moline positive ac- 
tion trip lock and heavy flexible 
stee! chains. 





DOUBLE HARPOON 

FORK No. 891 
The No. 891 is made to handle large 
loads. Tines are 3! inches long and !7 
inches apart. Also featured are No. 890 
for smaller loads and the 892 Husky, 
heavy duty fork for lifting extra large 
loads. 


KNOT PASSING PULLEY 
No. 857 


This 5!/p inch sheave is 13% inch thick, hard 
maple, kiln dried and oiled to prevent crack- 
ing and warping. Frame designed with 
large opening to allow knot to pass through. 


Write Dept. HAIO today for prices 
and complete Hay Tool catalog. 
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Pump leathers—A slight re- 
duction on pump leathers was issued 
May 1. The reduction, amounting to 
only about five per cent, was very small, 
considering the advances, totaling 60 to 
70 per cent, during the past two years. 


* * * 


Other changes—From distrib- 
utor sources comes word of new prices, 
announced by one maker effective April 
25. Minor revisions in their line in- 
clude an advance of 3 per cent on 
window spring bolts, 1244 per cent on 
spring catches, and 3 per cent on fric- 
tion catches. Conrrariwise, the latest, 
and lowered, price quoted on alumi- 
num rural mail boxes reflects increased 
competition on this item. The most 
recent change brings a decline of 39 
per cent, say jobbers, from original of- 
ferings of six months ago. 


* 2 * 


Emerson radie prices—Emer- 
son Radio & Phonograph Corp., New 
York City, has announced that existing 
prices on Emerson radios are guaran- 
teed for the remainder of the year. 
Benjamin Abrams, president, stated, 
“that although no price changes are 
contemplated at this time, should any 
downward revisions in price occur the 
trade is guaranteed to be rebated for 
the difference between old and such new 
prices as may be established.” The 
guarantee covers inventory purchased 
between the dates of April 15, 1947, 
and Dec. 31, 1947. Emerson distrib- 
utors were advised, says the company, 
that they are expected to extend the 
same guarantee of price protection to 
all franchised Emerson dealers in their 
respective territorizs. 


. * *& 


Flashlight cells — Ray-O-Vac 
Lighting Division, Madison, Wis., has 
reduced the suggested retail selling 
price of its Leak Proof Flashlight to 
10 cents. Despite the consumer price 
reduction, full pre-war margins will be 
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allowed to Ray-O-Vac distributors and 
the new wholesalers’ price structure 
will also result in added margin for 
dealers, the company has announced. 
+ + 2 

Pressure cookers — A reduc- 
tion, to the consumer, of 40 per cent 
on Time-Saver Pressure Cookers, was 
recently announced by Traubee Prod- 
ucts, Inc., 924 Bergen St., Brooklyn, 
N. Y. This was a reduction, in the 
suggested retail selling price, from 
$13.95 to $9.95. 


* * * 


Clothes dryer—Nileway Home 
Products Co., Culver City, Calif., re- 
cently announced « change in the sug- 
gested retail selling price of its Mid- 
jit Clothes Dryer—formerly $1.95—to 
$1.49, fair traded. The change was ef- 
fective as of June 1, and applied to all 
orders shipped after May 15. 


* * * 


Razor blades — The Gillette 
Safety Razor Co., of Boston, Mass., has 
notified retailers in Fair Trade States 
that the minimum retail! price of Thin 
Gillette Blades in the 5-blade packet is 
$.12 per packagevetfective May 20, 1947. 
The 5-blade packet was produced ex- 
clusively for the armed forces during 
the war, and has now become available 
through War Assets Administration in 
limited quantities to the retail trade. In 
issuing the notification, attention was 
called to that section of Gillette’s Re- 
tail Price Contract, previously executed, 
which reads: “If the Thin Gillette 
Blades . . . are sold othér than in the 
containers in which they are packed by 


Gillette, then the stipulated minimum 
retail price shall be $.025 per blade.” 


* * * 


Steel production, steel scrap 
—For the first time since it began late 
in March to drop from its postwar peak, 
the scrap market shows signs of 
strength this week, according to the 
May 29 issue of The Iron Age. It re- 
ported quotations on heavy melting 
steel up $2.50 a gross ton at Pittsburgh, 
with minor increases at other locations. 
The Iron Age steel scrap composite 
was up 92 cents per gross ton to $30.42 
per gross ton. “Steel output this week 
continued to roar on its way towards 
an annual rate of close to 88 million 
tons a year.” Further it was stated 
that, “If nothing occurs to reduce 
seriously the present rate, which this 
week is unchanged at 96.5 per cent of 
rated capacity, the yearly output would 
approximate the wartime record of 89 
million tons. Even though this level is 
not reached, it is now almost certain 
that all previous peacetime records will 
be smashed.” 

ok « * 


A high copper price—A re- 
cent sale of foreign copper at 24 cents 
a pound by a custom smelter, the first 
recorded transaction since enactment of 
the bill suspending the 4-cent import 
tax, established the highest price for 
the metal in 30 yeazs. The all-time peak 
price for copper in the United States, 
according to the records, was 37 cents 
per pound, paid in 1917. The next pre- 
vious high, made duxing 1929, was 23% 
cents. Meanwhile domestic copper 
continued to hold unchanged at 21.50 
cents per pound, delivered at Connecti- 








ADVANCES 
Steel castings. One line window spring bolts. One line friction catches. 


DECLINES 
One line flashlight cells. One line pressure ——. One clothes dryer. One 
lin 


line mattresses. One line Venetian blinds. One 


e pump leathers. Silver, 


Aluminum rural mail boxes. 


PRICES REAFFIRMED 
One line of radio sets. 
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f os A WATER SYSTEM FOR EVERY FARM AND HOME NEED, 
ae SA ee FOR ANY CAPACITY, AT ANY sisson cae FROM ANY SOURCE 


_ t OULD Seen rn: 


In the complete Goulds line there’s a completely depend- 


Bilin 


able pumping unit to fill the exact running water needs 
of any property owner—from shallow or deep well, from 
pond or stream, from nearby or distant source. And 

there’s complete satisfaction in every sale of a Goulds— 

the buyer gets just what he wants and needs, and you 

make a loyal customer who will recommend Goulds to 

Be a : 

others and become a prospect for your running water 


-are built to provide extra years of 
trouble-free service—through 
superior quality. Finest materials, 
skilled craftsmanship, advanced 
design—these are the factors that 
add up to outstanding perform- 
ance, with minimum servicing by 
the dealer. 


accessories to get full usefulness from his Goulds through 
the years ahead. Write for the name of your nearest 


Goulds distributor. 


GOULDS PUMPS, INC., Seneca Falls, N. Y. 


r 


WATER SYSTEMS 





THE SOLUTION OF EVERY PROBLEM 
OF FARM AND HOME WATER SERVICE 






















































































Contains Active : 
Chemicals. Destroys Odors. 


Distributor appointments now being made 
on AIR-KING, wonderful new refrigera- 
tor deodorizer which acts on a new 
principle. More than an adsorbant, 
AIR-KING contains active chemicals 
which destroy troublesome refrigerator 
odors. Protects ice cubes, milk and but- 
ter against odor-taint from fruits, can- 
taloupes, cheese, garlic, onions and of- 
fensive odors. 

BIG MARKET—Recent survey shows 
25% of all refrigerator and ice box own- 
ers use deodorizers. Easy to sell AIR- 
KING because of its low price, small 
size and active chemicals. Now setting 
sales records in leading stores in Cali- 
fornia. Big profits for distributors and 
dealers as it goes national. Backed by 
extensive publicity and advertising. 


MAKE THE “ONION TEST" — put a 
chopped onion in your refrigerator over 
night. Next morning, taste your ice 
cubes, butter or milk. They'll te odor- 
free. Make this test. Have your em- 
ployees test it, too. Order a sample 
dozen. Write or wire today. 


Shelf hooks fur- 
nished with white 
lastic case. Takes 
ittle space. Mea- 
sures only 314” x 
4,” x 1”. Allows 
free circulation of 





FEATURES: 


LOW PRICE—lists for $1.50 yet does a better 
job than others selling for 3 times more. 
SAFE—Harmless chemicals kept spill-proof In 
white cloth bag. 

CONSTANTLY ACTIVE—No baking, airing, 
sun-drying or other rejuvenation required. 
1-YEAR GUARANTEE—Gives protection long 
past |-year guarantee. 

SOLD BY JOBBERS ONLY—Write for dis- 
counts and recommended dealer prices. 
Dealers please specify your jobber's name on 
initial orders. 

Made and guaranteed by Hanson-Loran 
Chemical. 


Address all inquiries to: 


INTER-COASTAL CO., INC. 


649 S. OLIVE ST., LOS ANGELES 14, CALIF. 


















cut Valley base poiats. E. T. Stannard, 
president of Kennecott Copper Corp., 
said recently that he expects the do- 
mestic price of 21% cents will hold 
over the remainder of the year. He 
feels that a balance will be struck be- 
tween domestic consumption of copper 
and available supplies by the end of 
1947. 
* ~ ~ 

Steel castings raised—Gen- 
eral Steel Castings Corp. has raised 
prices “10 per cent, across-the-board, 
to cover increased cost of materials and 
substantially higher wages which the 
company anticipates.” The price in- 
crease, effective May 1, applies to new 
business and shipments made on and 
after that date, and is the first price 
increase made by the company since 
removal of controls on castings about a 
year ago. Shortly before removing 
these controls, OPA had granted a price 
increase of 15% per cent. President 
C. P. Whitehead said that since 1941 
labor costs have gone up 50 per cent 
and the company faces another wage 
increase. About 60 per cent of all costs 
is represented by labor. Materials have 
increased an average of 30 per cent 
since the price increase on castings 
last year. 

. . . 

Mattress firm cuts prices — 
The National Mattress Co. and its 18 
subsidiaries in a dozen or more states 
will cut prices on ail its manufactured 
products from 8 to 12 per cent as the 
“company’s contribution to national 
price stabilization,” J. F. Edwards, vice 
president, announced recently. The 
firm said that postwar raw material sup- 
ply shortages had been overcome. 


*- ¢ # 


Venetian blinds — A Chicago 
manufacturer has announced a price 
reduction of two cé#nts per foot, effec- 
tive at once on all grades. Jobbers say 
that made-to-order Venetian blinds are 
now shipped in two weeks time, where- 
as it took up to 90 days, a short time 
ago, to fill an order. 


* * * 


Wholesale prices — Washing- 
ton reports that the average of all whole- 
sale prices remained unchanged in the 
second May week, after five weeks of 
decline. The Bureau of Labor Statis- 
tics index of wholesale prices stood at 
146.7 per cent of the 1926 average, 33.2 
per cent above the corresponding week 
trucks in use increased: 10.8 per cent 
above the “low” in the corresponding 
week of 1937. Average prices of all 
commodities other than farm products 
and foods went down for the third con- 
secutive week, largely because of lower 
prices for crude rubber, fats and oils 
and soaps. 









Silver down again—On May 
7, leading bullion dealers, cut their 
price for foreign silver by 2 cents an 
ounce to 71% cents. This was the 
lowest quotation since March 20 when 
the price was 70% cents. Snce April 
28 the price has come down 3% cents 
per ounce. Trade quarters interpret 
the latest price decline as an indication 
of dwindling demand from manufac- 
turers, particularly producers of fine 
goods, in the face of current consum-~r 
insistence that retail prices be reduced. 


*- v *& 


More on steel prices—Steel 
prices may have to be raised to help 
pay for plant replacements, T. M. Gird- 
ler, chairman of Republic Steel Corp., 
told stockholders at their recent annual 
meeting. “In the face of the recent 
wage increases,” he stated, “Republic 
will make every effort to maintain 
prices without increases. This, how- 
ever, may become economically impos- 
sible” Mr. Girdler pointed out that 
American industry is in one of the 
most difficult positions in its history. 
Demand for goods remains at a peak, 
while “the ability to make earnings 
sufficient to pay stockholders a fair 
rate, and to maintain present facilities 
and expand them as necessary, is no 
easy task.” The chairman said that 
under today’s prices for steel, averag- 
ing 2.86 cents a pound, against 2.3 
cents 1935-39 average, “depreciation 
allowances fall far short of the cost of 
replacements. He noted that replacing 
some of the company’s coke ovens, 
boiler houses, or power plants, will cost 
from three and one-half to four times 
the price of the original installations. 
Funds from depreciation are only avail- 
able on the original cost of constructing 
these facilities many years ago, and the 
difference must be made up from new 
capital or earnings. 

* * * 


Steel output coming up — 
American steel mills praduced 27,991,- 
561 tons of steel in the first four months 
of this year, an increase of more than 
10,000,000 tons over the out-turn in the 
like period of 1946, when strikes in 
the steel and coal industry retarded 
operations, reports the American Iron 
& Steel Institute. Production in April 
declined moderately from the peace- 
time record output in March. The In- 
stitute also says that steel mill pay- 
rolls in the first three months of this 
year increased about 44.4 per cent over 
the amount expended for such purposes 
last year, when many workers were on 
strike part of the time. Good news is 
that the desperately needed flow of 
more steel sheets, for industry’s use, 
has started. The Institute says that 
the industry in March shipped sheet 
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and strip steel an an annual rate of 18,- 
260,900 net tons. In 1941 shipments of 
sheet and strip steel established a 


“record” at 15,743,829 tons. 
* ¢ « 


Cooking and heating—In the 
cooking and heatiag appliance indus- 
try, business is good and March was be- 
lieved to be a peak menth in both pro- 
duction and shipments The Institute 
of Cooking & Heating Appliance Man- 
ufacturers, comprsing 175 companies, 
representing around 87 per cent of ca- 
pacity in the industry, has pointed out 
the steel supply difficulties of its mem- 
bers. Since steel priorities have ended, 
the steel mills have volnteered to fur- 
nish 305,000 tons of sheet steel each 
quarter for the housing program and 
180,000 tons for freight car production, 
among other enterprises. However, with 
around 80 per cent of sheet steel in 
1947 now on the free market, the stove 
industry expects it may have an op- 
portunity to increase its sheet receipts 
in the second half of the year. If steel 
is thus available an increased quanti- 
ties for the remainder of 1947, the in- 
dustry conservatively estimates its sales 
at $50,000,000. High prices are ap- 
parently no deterrent to sales, however, 
when there is an increase in output, 


institute officials believe that selling - 


stoves may be more difficult than at 
present, with the pvussibility of current 
backlogs of orders becoming cancella- 
tions at a moment's notice. With an 
eye toward possible price reductions, 
therefore, the institute is watching 
pending legislation which would re- 
move the 10 per cent excise tax on 
electric, gas and oil cooking and food- 
warming equipment. Slated for com- 
mittee consideration shortly, the insti- 
tute admits the measure is only a step 
in the right direction and that chances 
for favorable action this year are 
slight. * * 


Electric range use grows — 
A rapid increase in electrical cooking 
in the last 12 years has created a mar- 
ket for more than 1% million electric 
ranges annually, according to J. J. 
Nance, president of Hotpoint, Inc. Hot- 
point has undertaken a large expansion 
program, designed to provide facilities 
for producing 600,009 of those ranges a 
year. Industry forecasts now indicate 
an annual market of more than 1,500,- 
000 electric ranges, said Mr. Nance, 
and more than 40 manufacturers now 
are in the business. 


7. « * 
Cheaper lines to cut living 
costs — Prospects for an increasing 


variety of lower priced lines of goods is 
likely to decrease the cost of living in 
the next few months, although there is 
little likelihood there will be many 
price reductions, Earl Bunting, presi- 
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This is the sort of item that you need RIGHT NOW when 


Mrs. America is starting to be picky and choosy again. Its value 

is easy to see at a glance . . . gleaming, sparkling chrome plus 

kitchen-engineered design . . . at a popular price! 

Flavor-saver cover is self-basting. Big, cool ebonized wood 

handles can’t twist nor turn. AND...IT NEVER NEEDS 

SCOURING ... washes like glass or china. 

Yes... it’s typical Speedy-Clean . . . the famous line of chrome 

cook ware that has jingled cash registers many years! 

IF YOUR JOBBER CAN’T SUPPLY YOU, WRITE DIRECT FOR PRICES AND DISCOUNTS 
Made by the makers of famous Everedy 

Cay Wh, 
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dent of the National Association of 
Manufacturers, predicted recently. Low- 
priced lines were driven off the mar- 
ket during OPA days, and their grad- 
ual reappearance should benefit the 
average shopper. However, he said, 
the second round of wage increases now 
occurring dims many prospects for de- 
clines. Mr. Bunting emphasized the 
findings of a recent NAM survey which 
showed that about 20 per cent of some 
1,400 manufacturers had made reduc- 
tions. This survey was made before the 
second round wage increases were 
made. Leading in price reductions 
were shoe manufacturers, 43 per cent 
of whom had cut prices. Other promi- 
nent groups in the lower priced drive 
were food processo-s and textile manu- 
facturers. 
* = a 


Leather export controls end 
—Export controls covering all types of 
hides, skins and leather products will 
end June 1, the Office of International 
Trade has announced. The decision, 30 
days earlier than formerly indicated, 
removes light-weight cattle hides, calf 
and kip skins, goat and kid skins, and 
a number of finished leather products 
from restrictions. Heavy-weight cattle 
hides weighing 55 lbs. or more were 
removed from the export licensing list 
on April 1, following strong pressure 
from packers. At that time, the re- 
lease of heavy-weight hides resulted in 
an increase in domestic hide prices to 
put them more nearly in line with 
world prices. 

* * & 


A slight up-turn—In the May 
17 week, average wholesale prices rose 
a fraction, reversing a six-week down- 
trend, the Bureau of Labor Statistics 
reported. BLS said a2 per cent jump 
in grain prices and a “substantial ad- 
vance” in livestock’ prices helped to 
bring the average of wholesale prices 
on 900 commodities up to 147 per 
cent of the 1926 average. This was 
32.6 per cent above mid-May last year. 
The 1947 high in the index was 149.4 
per cent. “Price resistance toward 
foods rather than durable goods” re- 
cently has influenced retail trading, 
which nevertheless has been showing in- 
creases from the corresponding 1946 
weeks, says Dun & Bradstreet, Inc. 


7. * * 


Retail inventories rise—In- 
ventories of independent retail stores 
were up 44 per cent at the end of 1946, 
compared with the end of preceding 
year, with increased physical volume 
and dollar value hoth playing impor- 
tant roles in the gains. The Census 
Bureau said the increase compared with 
decreases in inventories of 8 per cent, 


4 per cent and 1 fer cent respectively 
in the three preceding years. The 
bureau especially mentioned St. Louis, 
where inventories showed a 63 per cent 
increase for the year, while sales were 
up 34 per cent in the same period. 

” - +. 


Recent sales reports—De- 
partment store salzs throughout the 
country rose 1] per cent over a year 
ago, in the week ended May 17 ac- 
cording to the Federal Reserve Board. 
In the latest four weeks, the gain was 
13 per cent. Sales of F. W. Woolworth 
& Co., in the first quarter of 1947 in- 
creased 7.58 per cent from the corre- 
sponding period of 1946, it was an- 
nounced at the com»any’s recent annual 
meeting. Total sales for 1946 were 
$552,369,450, compared with $477,136,- 
478 in 1945. 

* * * 


Steel windows—The building 
industry’s response to President Tru- 
man’s appeal for lower construction 
costs was furthered recently, when De- 
troit Steel Products Co. announced a 
five per cent reduction in the list price 
of Fenestra residential steel casement 
windows. Also announced was _ the 


“ 


elimination of “escalator” clauses in 
all material contracts. 
sions are made, the company said, 
despite the fact that its list prices had 
advanced only 30 per cent over prewar 
levels. The company reports the largest 
backlog of orders in its history, and 
that it is in peak production at its 


These conces- 


plants. 
* * * 


The “non-ferrous” metals— 
Non-ferrous metals, now being poured 
into peacetime production at a peak 
rate, have outlooks as varied as their 
own manufacturing qualities. Alumi- 
num is looking for a surplus this year, 
copper men see no over-supply of their 
product for “years to come,” lead fore- 
sees a strong demand for “several 
years,” nickel already is striving for 
new markets, tin is two years away 
from a surplus, and zinc is close to 
over-supply. Prices, while important as 
swaying consumer preference between 
various metals, no longer are the same 
vexing problem as before being freed 
to rise to world levels In one industry 
—lead—producers are making every 
effort to hold their prices below the 
world market in an attempt to preserve 
the price advantage this metal may hold 
over others which might substitute for 
it. Aluminum spokesmen 
point with satisfaction to rising prices 
of other non-ferrous metals while not- 
ing that aluminum has stayed pegged 
at 15 cents a pound since 1941. De- 
mand for aluminum, they feel, is theo- 
retically unlimited in that productive 


industry 
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capacity, now four times the prewar 
peak, can be swelled even more, and 
the metal, reinforced by war-born tech- 
niques, can be applied to almost any 
use. Whether the premium payment 
plan, which guarantees producers of 
lead, zinc, and copper a government- 
pegged price, regarilless of the market, 
will be continued afzer June 30, will de- 
pend on Congressional action. Several 
bills have been introduced toward this 
end. If it is not continued industry ob- 
servers believe that domestic production 
must fall off because several “marginal” 
producers, which the plan was designed 
to encourage, may be forced out of 


business. 


Window glass — Glass con- 
tinues in short supply, with wholesalers 
reporting they are unable to accumu- 
late stocks over and above an allocation 
basis. They hope t!:is condition will be 
corrected by Fall, when the “rush sea- 
gon” arrives. 

* * * 


That copper shortage — A 
near-paralyzing shortage of copper in 
the next few months has been forecast 
by Revere Copper & Brass, Inc., who 
also foresee a record demand for this 
metal for at least three years. The 
copper fabricating industry, now work- 
ing at 60 to 65 per cent of capacity, 
may be forced to cut even below that 
figure, because of continued shortages 
and threat of more scaling down of 
raw material supplies. Since Congress 
suspended the four cents per pound 
import tax, representatives of the cop- 
per industry have been negotiating with 
producers abroad in an effort to con- 
tract for supplies. However, the world 
price of 24 cents a pound, against the 
current 21144 cent domestic price, has 
provided a major obstacle to such nego- 
tiations. Some supplies will be avail- 
able from Canada after Oct. 1. These 
sources cannot be tapped at this time, 
however, since all Canadian production 
for export is committed to Great Brit- 
ain. Some 10,000 tons of copper may 
be available from Mexico in the next 
twelve months, this amount is 
mall, compared with the huge de- 
ficiency. 


but 


* * * 


Pipe shortage troublesome— 
Manufacturers and contractors agree 
that the shortage of merchant pipe for 
gas and water use has reached its most 
ctitical stage in many areas, and not 
oly is holding up construction but is 
interfering with sales of domestic appli- 
ances and fixtures. Manufacturers of 
Tanges, water heaters, dishwashers, 
pumps, motors, farm water services and 
many other products are feeling the 
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~ WISSOTA PERSONNEL REPRESENTS THE 
MOST YEARS’ EXPERIENCE IN TOOL GRINDERS 


















HEAVY DUTY 
TOOL & 
SICKLE 
GRINDER 






Equipped with large 7" dia. sickle cone and 8xI'/4" tool wheel 
—both top quality Vitrified Abrasive Wheels; two pulleys— 
one may be used as power take-off or idler for line shaft 
Has exclusive WISSOTA sickle holder, adjustable 
mirror finish bearings. Strong angle type frame is constructed 
so belt may be applied from directly underneath or any angle. 


PRECISION-BUILT WISSOTA GRINDERS 


are accurately machined, soundly engineered and carefully 
assembled and packed. They include heavy and lighter duty 
power sickle and tool sharpeners, hand grinders, buffing and 


SPEED-TESTED, TOP GRADE 
VITRIFIED ABRASIVE WHEELS... 
regular equipment on WISSOTA power tool grinders, are safe, 
fast, cool-cutting and specially bonded. Extra sickle cones 
obtainable in 7", 5!/2"' and 3!/2" diameters. 


SOLD COAST-TO-COAST BY HARDWARE & 
IMPLEMENT JOBBERS ¢ Ask Your Jobber's Salesman 
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dampening effect of this persistent 
postwar shortage. In the midwest, the 
pipe famine is largely blamed on the 
withdrawal of eastern manufacturers 
from the Chicago market last year be- 
cause of increased freight rates, al- 
though it was said “the mills are doing 
the best they can.” More than 100,000 
tons a year have been withheld from 
the Central West by the decision of 
eastern producers not to absorb the 
Pittsburgh-to-Chicago shipping costs. 
The most critical scarcity exists in the 
smaller sizes used in average homes, 
such as 44, % and 1 inch buttweld pipe, 
contractors’ spokesmen say, but add 
that contractors are “continuously ham- 
mering on the subject.” 


Other building supplies bet- 
ter—Builders point out that the mer- 
chant pipe situation has become more 
critical at a time when most other 
building materials are coming in good 
supply. The Department of Commerce 
said recently that the output of building 
materials has climbed steadily from a 


year ago, and now is “far more ep. 
couraging.” Nails, tubs, sinks, warm 
air furnaces and concrete reinforcing 
bars, for example, are being produced 
at double or treble the volume of early 
1946. In many areas, brick, cement, 
asphalt roofing and concrete blocks are 
easy to get but supplies still have not 
filled up in some other materials. Al. 
though new postwar highs have been 
reached in production of millwork, 
flooring, gypsum board and plumbing 
fixtures, output still is somewhat be- 
hind current requirements. Lumber men 
have reported that their scarcity has 
disappeared in the grades and sizes 
commonly used in construction work. 
However, millwork still is short and 
probably will contiue so, while output 
of hardwood flooring, despite a great 
increase since last year, still is running 
behind needs. Bureau of Labor Statis- 
tics said that, so far as materials flow 
is concerned, it now takes only four to 
five months to complete a house, as 
compared with seven to eight last year 
and about three months before the 
war. 
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Chick Season Is Here 


We have a complete line of Electric and Oil 
Brooders to choose from. 


Also Chick Feeders and Water Founts. 


We have just received a shipment of wa- 
ter bowls and stanchions. 


Shop Here and Save 


NORWALK HARDWARE CO. 


YOUR SERVICE STORE 











Brief and to the point this advertisement of the Norwalk Hardware 
Co. of Norwalk, Wis., fold local poultry raisers how they were able to 


take care of local needs. It was two columns wide and 434 in. high. 
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Revere utensils — Against a 
background of growing surplus of 
some kinds of pots and pans, with the 
“war babies” slowing down, and major 
manufacturers’ sales running a little 
ahead of last year, the Rome division 
of Revere Copper and Brass, Inc., is 
selling its shortened line of stainless 
steel, copper-base pots and pans at a 
record rate. The Rome unit’s kitchen 
utensil sales now have climbed to a 
$25,000,000 annual rate from the pre- 
war $3,000,000. 

* 1 - 

Lionel sales at peak—Sales 
and profits of The Lionel Corp., New 
York City, hit all-time highs in the 
fiscal year ended Feb. 28, 1947, the 
company’s first full post-war year 2f 
peacetime production. Sales of $10,- 
002,418 compared with $5,361,261 a 
year earlier. During the war the com- 
pany was engaged wholly in war pro- 
duction. Lawrence Cowen, president, 
said that 1947 sales were being main- 
tained at last year’s same high level, 
adding that shipments of Lionel trains, 
chemistry sets and toy construction sets 
totaled $1,600,000 for March and April, 
against $1,309,000 in the corresponding 
months of the preceding year. 

+ * = 

Employment gains — There 
were 56,700,000 persons employed in 
April, an increase of 600,000 from 
March, the Commerce Deparment re- 
ports. The total number of unemployed 
rose from 2,300,000 in March to -2,400,- 
000 in April. Census Bureau officials 
explained this apparent contradiction 
by explaining that the total labor mar- 
ket—persons working or actively look- 
ing for work—fluctuates constantly. 
The number of persons employed in 
industrial jobs was 48,800,000, the same 
in April as in March. 

* + * 

“Joint” reductions banned— 
On May 13, Attorney General Clark 
ruled that officials of the building in- 
dustry cannot take “joint action” to 
cut prices without violating antitrust 
laws. But he said they could confer on 
methods of cutting prices individually 
without fear of prosecution. He out- 
lined his views in a letter to Housing 
Expediter Creedon, who had asked Mr. 
Clark to study the possibility of per- 
mitting building supply producers to 
get together on a price reduction. 

* © + 

Anti-trust sentiment stirring 
—A fear that the huge war efforts of a 
few leading corporations pushed them 
more or less involuntarily toward a 
dangerous concentraticn of productive 
power, is said to have impelled a wave 
of antiturst actions being planned or 
urged by Department of Justice officials. 
But the job of halting such concentra- 
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It doesn’t matter where the supplies and replacement parts 
you need are located. They can be delivered to you in hours 
when you specify Air Express. Air Express gives you same- 
day delivery between many towns and cities. Even overnight 
coast-to-coast shipments are now routine. 7 


Air Express is a better value than ever at today’s low rates. 
Planes are bigger and faster and schedules more frequent. 
So, serve your customers better, and keep profits high, too! 
Use the speed of Air Express regularly. 


Specify Air Express-its Good Business 


@ Low rates include special pick-up and delivery in principal U.S. 
towns and cities. @ Moves on all flights of all Scheduled Airlines. 

@ Air-rail between 22,000 off-airline offices. 

@ Direct air service to and from scores of foreign countries, 

Just phone your local Air Express Division, Railway Express Agency 
for fast shipping action. . . . Write today for Schedule of Domestic 
and International Rates. Address Air Express, 230 Park Avenue 
New York 17. Or ask for it at any Airline or Railway Express Office. 
Air Express Division, Railway Express Agency, representing the 


Airlines of the United States. 
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Se Sa co a 22-lb. shipment 1100 miles 
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<ealgt:) $3.58. Other weights—any dis- 
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Makes the tough-looking 
job literally a push-over... 
driving and drawing screws, 
drilling and countersinking. 
The spring in the handle 
keeps the bit in the screw 
slot and makes the job a 
simple one-hand operation. 
Sold with a 14” bit for driv- 
ing screws. Three drill points 
and countersink are also 
available. Stock these acces- 
sories, too. The 133H Hand- 
yman is a real “Yankee” 
tool . . . something you can 
sell all over town. 


YANKEE TOOLS NOW PART OF 


THE TOOL BOX OF THE WORLD 








NORTH BROS. MFG. CO. 
Division of The Stanley Works 
Philadelphia 33, Pa. 








tion is complicated by the fact that two 
large segments of the nation’s economy, 
labor unions and co-operatives, are 
legislatively exempt * from antitrust 
curbs. Antitrust actions pending in- 
volve 44 of the 100 largest corporations, 
with 35 involved in active investigation. 
Wendell Berge, who was active in these 
preparations, before recently resigning 
as chief of the Justice Department's 
antitrust division, saic “if we really 
want to make an all-out fight in this 
period, for free competitive enterprise, 
we must not overlook the importance 
of an active, vigorous antitrust policy?’ 








As background for the pending actions, 
Mr. Berge told a House appropriations 
subcommittee that “for the first six 
months of 1946, four companies ac- 
counted for the following percentages 
of all domestic production or shipments 
in their respective fields: Primary lead, 
95 per cent; brass mill products, 58 per 


cent; wire nails and staples 53 per 
cent; tin plate, terneplate and black 
plate, 76 per cent; finished steel, 52 
per cent; pig iron, all grades, 63 per 
cent; copper mill products, 60 per 


cent. Fractional horsepower motors, 
52 per cent; passenger and motorcycle 
tires, 70 per cent; roofing shingles, 100 
per cent; siding shingles, 59 per cent; 
trucks and truck tractors, 78 per cent; 
steam and diesel locvmotives, 90 per 
cent; farm machinery, 42 per cent; me- 
chanical presses, 73 per cent; storage 
batteries, 50 per cent; plated flatware, 
88 per cent In automobiles, three com- 
panies put out 89 per cent of car pro- 
duction.” Even more startling is At- 
torney General Clark’s statement that 
63 companies have sufficient capital so 
that, if they were combined, they could 
“buy out all of the concerns in the 
United States of other than a banking 


or financial character.” 
oa * 












Air conditioning — Air con- 
ditioning equipment orders continue to 
go on the books of Carrier Corp. faster 
than shipments leave the plant, said 
Cloud Wampler, president, recently. 
The year’s sales should exceed the best 
wartime volume, as their present rate 
shows almost a two-thirds increase from 
the 1946 figure. Mr. Wampler at the 











More About Those Budgef Figures 


NE of our members was so interested in the comparison made in our 

letter to members dated March 6th of 1940 expenditures of government 
and the proposed budget for 1948 that he asked for additional figures carry- 
ing the comparison back to pre-New Deal years. When we got the earlier 
figures we found them so interesting that we decided to pass them along to 
all members. Here is the comparison, repeating the two years given in the 
letter and adding for your study comparison with the years 1929 and 1932. 


Independent Offices 


$ 634,574,572 
1,815,071,372 
3,269,254,403 
8,814,738,391 


1929 Expenditures 
1932 Expenditures 
1940 Expenditures 
1948 Proposed 


Department of Interior 


1929 Expenditures $ 321,077,786 


1932 Expenditures 92,291,572 
1940 Expenditures 71,385,280 
1948 Proposed 363,405,098 


Department of Labor 


1929 Expenditures $ 11,311,190 
1932 Expenditures 14,701,866 
1940 Expenditures 18,570,698 
1948 Proposed 106,242,917 


State Department 


1929 Expenditures $ 13,566,954 
1932 Expenditures 19,497,592 
1940 Expenditures 20,829,487 
1948 Proposed 611,972,542 


War Department 


1929 Expenditures $ 425,947,193 


1932 Expenditures 477,977,714 
1940 Expenditures 925,858,079 
1948 Proposed 8,254,658,654 


Department of Commerce 
$ 39,987,346 
52,146,217 
75,116,535 
260,814,600 


Department of Justice 
$ 28,891,620 
52,311,720 
50,813,162 
117,283,863 


Navy Department 
$ 564,561,543 
367,820,860 
944,198,893 
4,510,670,000 





Treasury Department 
$1,640,935,650 
1,523,774,507 
2,125,092,033 
9,141,861,717 


Post Office Department 
$ 137,790,614 
203,002,239 
45,953,822 
356,679,250 


Small Business Men’s Assn. 










—National 
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same time stressed difficulties in ma- 
terials procurement and low produc- 
tivity of labor. He also sees a prospect 
that industrial production over-all 
would slacken by perhops 24 per cent 
between now and the first or second 
quarter of 1948. Fiom there on, how- 
ever, he sees a recovery by the end ot 
1948. Air conditioning, and its re- 
lated activity, refrigeration, need sheet 
steel, castings, electric motors and 
many copper items, all of which con- 
tinue difficult to obtain. 


* * * 


Harvester at new high — 
J. L. McCaffrey, president of Interna- 
tional Harvester Co., told stockholders 
at their recent annual meeting that 
sales and production in the six months 
ended April 30, the first half of Harves- 
ter’s fiscal year, reached the highest 
levels ever attained in any correspond- 
ing period in the company’s history. 
Sales in the half year increased 98.1 per 
cent, and gross charge-outs in April 
were at a record peak. Mr. McCaffrey 
said that although “sales were record- 
breaking by any standard of compari- 
son, the percentage of increase for the 
first six months reflects the results of 
uninterrupted production.” Our price 
reductions were unusual in that they 
were not made because of competitive 
pressure or falling customer demand,” 
he said. “Our recent action was taken 
because we believe there is nothing 
more important at this time to this 


country than to lower the prices of - 


goods that people buy.” 

ae * a 
Huge washer gain—Washing 
machine sales in tne first quarter of 
this year totaled 835,468 units, com- 
pared with 309,735 in the correspond- 
ing period of 1946. This was the 
largest quarter figure on record, ac- 
cording to the American Washer 
and Ironer Manufacturers Association. 
March sales were 287,397 units, an in- 
crease of 175 per cent over March, 1946. 


* » * 


Independent retail sales — 
April sales of independent retailers 
were unchanged from March, and were 
8 per cent above the April, 1946, level, 
the Bureau of the Census says. The 
largest gains on a 1947 vs 1946 basis 
were scored by motor vehicle dealers, 
131 per cent; lumber and building ma- 
terials dealers, 18 per cent, and hard- 
ware stores, 13 per cent. Food store 
sales were up 10 per cent and general 
stores 8 per cent. 

* t > 


Late department store gains 
—The dollar volume of department 
store sales for the country rose 13 per 
cent in the week ended May 10, from 
comparable 1946 periods and gained 8 
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GIVE ME 
A LUFKIN TAPE WITH 


THE CHROME WHITE LINE 


THAT 1S DURABLE 


CHROME 
PLATED 
STEEL LIME 
WILL NOT CRACK, 
CHIP OR PEEL 


JET BLACK 
MARKINGS OW 
CHROME WHITE 

SURFACE... 
EASY T0 READ 





The surest way to build volume business is to sell satisfaction— 
and there’s full satisfaction in every inch of the husky line of 
a Lufkin Chrome Clad Steel Tape. Chrome plated line will 
withstand the toughest usage. Durable, accurate jet-black 
markings are always easy to read. Also available with hook- 
ring for one-man measuring. Build business with Lufkin—it pays! 


UF KIN 


THE LUFKIN RULE COMPANY, SAGINAW, MICH., New York City 
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per cent for the latest four weeks. So 
reports the Federal Reserve Board. 


* * - 


Retail sales—Retail store sales 
reached an estimated $8,635,000,000 in 
March, .a rise of 16 per cent from the 
corresponding 1946 mcnth, according to 
the U. S. Department of Commerce. 
Total for the first quarter was $23,900,- 
000,000, or three per cent above the 
fourth quarter last year. The rise was 
due mostly to price increases. For the 
week and four weeks ended May 3, the 
Federal Reserve Board reported depart- 
ment store gains of 12 per cent, and 3 
per cent, respectively, over a year ago. 
The Board says that clearance and 
markdown sales bolstered the latest 
week’s rate of increase. Both Sears, 
Roebuck and Montgomery Ward set 
new high sales records for April and 
the three months ended April 30, the 
first quarter of each group’s fiscal year. 
Sears’ April sales totaled $160,701,303, 
a gain of 23.8 per cent over a year ago. 
For the three months Sears’ sales 
amounted to $427,007,188, an increase 
of 20.8 per cent. Ward’s April sales 
totaled $99,623,310, an increase of 24,4 
per cent over a year earlier. For the 
first quarter its sales total was $268,- 
380,453, or 25.6 per cent higher than a 








year ago. F. W. Woolworth Co. sales in 
April were $46,425,550, a rise of 1.2 per 
cent over last year’s week, and its four 
months’ sales rose to $164,450,128, an 
increase of 7.6 per cent. S. S. Kresge 
comparative gains were 3.1 and 6.7 per 
cent. Sales of Butler Brothers de- 
creased 15.37 per cent from a year 
earlier, and sales for the four months 
ended April 30 were 5.1 per cent less. 


. © 


How many hardware cus- 
tomers? —Well, most of these, anyhow. 
The population of the United States 
was estimated at 142,000,000 this 
month, by the U. S. Bureau of Census. 
This figure was reached on census 
samplings, and shows an increase of 
11,000,000 over the population in 1940. 
“The population is growing older, too, 
because people generally are living 
longer,” the Bureau says, and reports, 
too, that currently more than 2,000,000 
persons are unemployed, while during 
the war fewer than 1,000,000 were un- 
employed. 

. : . 

Steel prices “reasonable” — 
The U. S. Steel Corp. considers present 
prices for its products “fair and reason- 
able in the light of present-day costs 
and other relevant factors,” stockhold- 
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Black Waterproof Nylon Bait Casting Lines 
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Cuttyhunk-type Nylon Salt Water Lines 
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BACHE BROWN BRAIDED NYLON 





SPINNING LINES 


These three famous lines are tops in strength, endurance and superb casting 
qualities. Sales prove they are the new leaders in their field. Nationally 
advertised in big space in sporting and general magazines. Check their 
beautiful packaging; their powerful display and sales advantages. 

Send for our new catalog. 


RAIN-BEAU PRODUCTS CO., CANTON, MASS. 


Division of International Braid Co., Providence, R. I. 
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ers were told at the recent annual meet- 
ing by Irving S. Olds, chairman. Mr, 
Olds said that receipts from sales of the 
corporation’s products in 1946 totaled 
$1,496,000,000, largest for any peace- 
time year in the corporation’s history, 
while the profit per dollar of sales was 
the lowest for any peacetime year of 
comparable steel shipments. 
* ¢ « 


Steel shortage hits autos — 
The growing steel shortage is hitting 
automobile production, bringing an- 
nouncement of a Chrysler Corp. shut- 
down and curtailed output by other 
manufacturers. Chrysler said it would 
halt body assembly and final assembly 
for passenger cars in the Detroit area 
for two weeks, and that 7,500 of its 60,- 
000 production employees there would 
belaid off. General Motors Corp. also 
was hard hit. Its Fisher Body plant st 
Pontiac, Mich., closed and production 
was curtailed at the Lansing plant. 
The Nash Motors division also was 
forced to cut back its output by 30 per 
cent because of shortages in sheet steel 
and other materials. 


* * * 


Construction rate slower — 
Evidence of a set-back from the high 
volume of construction indicated earlier 
in the year, has recently been reported 
by F. W. Dodge Corp. based on con- 
tracts awarded in the 37 states East of 
the Rocky Mountains. The severity of 
the drop is shown in a compilation of 
recent contract volume which was 
maintained at a rate of $24,000,000 per 
business day in the first three weeks of 
April. This compared to $28,000,000 
daily in March, and $33,000,000 in 
April of last year. The decline has 
been general, affecting non-residential 
building, residential building, and 
heavy engineering construction. 

* * * 


Record auto traffic expected 
—The Public Roads Administration has 
reported that automobiles became al- 
most as numerous in 1946 as they were 
before the war, and by the end of 1947 
probably will break all records. It 
bases its estimates on motor vehicle 
registrations, which indicated that the 
number of automobiles, buses and 
trucks in use increased 10.8 per cent 
in 1946 to a total of 33,945,817. The 
1945 total was 30,638,429, compared 
with a high in 1941 of 34,472,145. 


New home limits eased—The 


government has eased its building re- 
strictions to permit construction of 
homes with a maximum of 2,000 sa. ft. 
of floor space, under certain circum- 
stances. This is 500 square feet more 
than heretofore authorized. The new 
rules, ordered by the FHA, at the re- 
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THE NUMBER 
THAT OUTLASTS THE HOUSE 


@ Will not tarnish, rust or 


break. 


@ Neat modern design. 


@ Blends with your door 
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Including 
Screws 


10 dozen 


display assortments. Refills 
available in handy one 
dozen packages. If your 


jobber does 


not have this 


“HOT” number in stock, 
write to us immediately. 











Reflecto Letters, Inc. 


411 EAST 101st ST. 


JUNE 3, 1947 


NEW YORK 29, N. Y. 











quest of Expediter Creedon, will apply 
when: 1. The size or composition of the 
family group to be housed requires four 
or more bedrooms. 2. The applicant 
requires additional floor space, in his 
residence, for the practice of his busi- 
ness or profession. 3. The applicant pur- 
chased a lot subject to deed restrictions 
in excess of 1,500 sq. ft. and made the 
purchase at a time when no regulations 
were in effect that would have pre- 
vented him from proceeding with con- 


struction. 
7 * ~ 


Farm productivity rises — 
Although the number of farm workers 
in this country was about 10 per ceat 
less in recent years than in prewar 
years, farm output, measured on a 
volume basis, has neen 30-35 per cent 
larger than the 1935-39 average, ac- 
cording to a receat survey. Only a 
fraction of the increase is attributable 
to longer hours in the fields and gen- 
erally favorable weather. More im- 
portant factors have been the increased 
use of fertilizer and lime for soil en- 
richment, wider use of improved hybrid 
corn varieties, shifts to crops and live- 
stock requiring relatively less labor per 
unit of output, and the greatly increased 
mechanization of farming methods. 
Approximately twice the amount of 
fertilizer used ten years ago is being 
used now, and the use of lime has in- 
creased threefold. The tremendous ad- 
vance in farm mechanization is one of 
the most important factors in bringing 
about the record production of recent 
years. Between 1940 and 1944, tractor 
production increased more than 25 per 
cent, mechanical corn pickers more 
than 35 per cent, and grain combines 
and milking machine installations more 
than 50 per cent. Hence, the man 
labor per acre necessary for various 
farm operations has been shortened 
from 18.5 hours in 1910 to 9.6 hours. 
Not all work could take advantage of 
mechanization, for example, cotton cul- 
tivation and harvesting is up to now 
largely a hand operation because of the 
difficulties of developing the proper 
machinery. Also, there are many farms 
yet to be mechanized. The majority of 
American farms do not have a tractor, 
especially small family-type farms 
averaging 150-200 acres. The develop- 
ment of small model economical trac- 
tors would open wide possibilities for 
farm economy. 

es 8 


A tough cotton situation — 
The tight cotton situation has been 
further aggravated by reports of plant- 
ing delays, bad weather and the short- 
age of fertilizer. Already faced with 
the shortest cotton carryover in 18 
years, plus expected rising demand, the 
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The back yard and croquet set are 
all that’s needed to play America’s 
Family Game! No wonder croquet 
gains in popularity every year. It gets 
Mom, Dad, Sis and Brother together 
for fun and relaxation. It’s responsi- 
ble partly for converting back yards 
to new “Outdoor Living Rooms”! 
Deal yourself in 
on this huge mar- 
ket and the trend 
of the family to 
the yard. It means 
not only more 
sales of croquet, 
but lawn furni- 
ture, decorations, 
accessories. Check 
now with your 
jobber for help 
on deliveries. 









— 


nc ee 


Ee mentee 


SALES REPRESENTATIVES 
Eastern — Julius Levenson, 7 E. 17th St., N. Y. 
Southern —Louis Williams, Nashville, Tenn. 
Midwest— South Bend Toy Mfg.,So. Bend, Ind. 
So. Calif. & S. W. — Glenn B. White & Assoc., 
1151 S. Broadway, Los Angeles 14, Calif. 
No. Calif.—Standard Toy Agencies,718 Mission, 
San Francisco, Calif. 
Denver & Pac. N. W.— Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 


SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


SOUTH/BEND 


AMERICA’S FAMILY GAME 


Croquet Sets + Baby Carriages « Children’s Furniture 
Doll Carriages + for over 70 continuous years. 
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Agriculture Department is hopeful that 
growers will plant to the limit, and 
urges a 25 per cent step-up in plantings. 
However, because of record domestic 
uses, and indications that demand from 
abroad will remain high, it appears that 
the pinch may be the worst in years. 
The Bureau of Labor Statistics said 
that during one latest week “raw cot- 
ton rose nearly 7 per cent to a 1947 
high on indications that the supply of 
old cotton was less than previous esti- 
mates and on an unfavorable outlook 
for the new crop.” The carryover, 
some 60 per cent less than last year, 
will be just about the minimum stock 
needed by the mills. Farmers, be- 
sides complaining of the shortages of 
certain types of fertilizers, also are pro- 
testing the high price of seed. Jn 
some areas, because of the high price 
of seed and its shortage, farmers are 
deliberately holding back on planting 
until weather conditions are more cer- 
tain. Meanwhile, a recent study shows 
that consumption of cotton remains al- 
most six times that of rayon despite 
gains by the synthetic fiber over the last 
20 years. Between 1919 and 1939 the 
household uses of cotton increased but 
its industrial significance remained 
about the same, the survey said. Cotton 
also has had to face the competition of 


paper, in connection, for example, with 
handkerchiefs, napkins and towels. 
+ ‘* ” 

More than a billion — The 
first Winter wheat crop of a billion 
bushels in any nation’s history has been 
forecast for the United States in 1947 
by the Department of Agriculture. The 
estimate, much greater than previously 
anticipated, and reflecting unusually 
favorable conditions last Winter, is 1,- 


025,789,000 bushels. This compares 
with 873,893,000 bushels produced last 
year, a record at that time. The ten- 
year average production was 653,893,- 
000 bushels. No forecast was given on 
spring wheat production, but a crop 
of 265,000,000 bushels is foreseen on 
the basis of indicated plantings. Last 
year’s combined production of winter 
and spring wheat was 1,155,715,000 
bushels, the largest on record. 





Consumers’ Price Index Up 1.4 Per Cent; 
Purchasing Power of Dollar Dips 


HE consumers’ price index for 

March, 1947, rose 1.4 per cent 
above that for December, 1946, ac- 
cording to figures recently released 
by the National Industrial Con- 
ference Board, 247 Park Ave., New 
York City. The index for March, 
1947, stood at 124.9. Previous highs 
recorded were in June, 1920 (123.1) 
and December, 1946 (123.2 revised). 
Base date of the series is 1923 as 
100. Over the previous year (March, 
1946-March, 1947) the weighted av- 
erage of all items in the index 
climbed 17.1 per cent. 

Expressed in 1923 dollars, the 
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First all-enclosed No-Drip Ice Crusher. 
“Water-fall” design matches Vogue 
Juice-O-Mat. Chrome top and handle. 
Chrome Selector Dial for crushing ice 
fine, medium or coarse. Baked enamel 
body. Large removable plastic cup. And 
..-it’s portable! 


@ for home bor or kitchen. 
Crushes ice for chilling 
fruits or desserts, making 
ice cream, cold drinks. 
A “must” for ice bags. 
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purchasing power of the dollar 
stood at 80.1 cents in March, 1947. 
This represents a drop of 1.1 cents 
from December, 1946, and a drop of 
13.6 cents from March, 1946. 

All but two of the 66 U. S. cities 
included in the survey show an in- 
crease in the consumers’ price index 
during the first quarter of 1947. The 
two cities showing a decline are: 
New Orleans, Louisiana (down 0.5 
per cent); and Seattle, Washington 
(down 0.3 per cent). Topping the 
advances are: Cincinnati, Ohio (up 
3.5 per cent); Atlanta, Georgia (up 
3.2 per cent); and Joliet, Illinois 
(up 3.0 per cent). 

During the first quarter of 1947, 
clothing showed the sharpest in- 
crease, up 2.4 per cent. Over the 12 
months’ period, clothing prices rose 
14.2 per cent. 

Food, which climbed 2.0 per cent 
from December, 1946, to March, 
1947, rose 33.8 per cent during the 
12 months (March, 1946-March, 
1947). 

Rises were noted in fuel and light 
(up 1.2 per cent in the first three 
months of 1946) (up 4.2 per cent 
from March, 1946, to March, 1947). 
Sundries rose 0.8 per cent in the 
first quarter of 1947, and 9.5 per 
cent for the year. 





Miniature Fair Attracts 
Customers to Town 
The merchants of Waukesha, Wis., 


slant their advertisements and activi- 
ties, in March of each year, toward 
rural trade. For more than 25 years 
the Waukesha County Dairy Show, a 
county fair in miniature, has been 
held about the middle of March. 
Merchants co-operate in a special 
dairy show section of the local paper 
and dairy and farm window contests 
are held, as well as poster and essay 
contests among the school children. 
The show brings several thousand 
rural folks into Waukesha for the 
three-day event. 
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Production, Prices and Business 


For the Remainder of 1947 


(Continued from page 92) 


Reserve reports $28 billion out- 
side of banking channels—hoard- 
ed money. 

3. Living standards and needs 
for workers are higher than ever 
before and are increasing. 

4. The need for repair and 
maintenance of America that has 
been neglected for six years. I 
refer to its homes, its highways, 
its railroads, etc. 

5. The need for expansion in 
the direction of normal domestic 
requirements to take care of con- 
stantly increasing population and 
to make up for the years when 
these were not taken care of be- 
cause of war requirements. 

6. The need for industry to re- 
equip itself to meet these demands. 

This cannot help but add up 
to an era of high business activ- 
ity—not necessarily a “boom and 
bust” or “uncontrolled inflation” 
as some people fear. In fact, re- 
cent happenings would indicate 
that out-of-line conditions that 
might lead to either are being 
corrected. 

Our present continued high rate 
of industrial activity indicates a 
rather firm price level. 


Economic Distortion 


The momentum resulting from 
reconversion and the big push to 
start filling the gaps have brought 
about distortions in our economic 
picture. These have to be cor- 
rected. The readjustment period 
that we have all heard so much 
about should take care of that. 
These distortions are in the price 
and quality field and the readjust- 
ment has already started. I am 


thinking of the textile field where - 


buyer’s resistance to second rate 
merchandise and out-of-line prices 
brought a quick change of front 
and drastic price reduction right 
in the holiday buying season. This 
same condition occurred in the fur 
trade, except that it extended to 
both quality and cheap merchan- 
dise. The break in price here 
was also very sharp. People ap- 
parently just made up their minds 
that prices were too high and re- 
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fused to buy. On many food 
items, prices are declining sharp- 
ly from unwarranted high levels. 
There are also some declines on 
basic commodities. 


After World War | 


I have personally had some 
curiosity as to how the readjust- 
ment period was going to work 
this time. I have a very vivid 
recollection of how it acted fol- 
lowing World War I. That time, 
it struck unannounced, hit most 
all lines at one time—was quite 
severe, but short lived. This time, 
it looks as though it might be by 
individual industries rather than 
right across the board affecting 
all industries at one time. In 
some industries, the supply is 
still far from meeting the demand. 
In others, the gap is closing fast. 

Of course, other important 
price adjustments will occur dur- 


ing that period. In lines where 
prices have been sharply inflated, 
sharp downward adjustments will 
take place as in the cases I have 
just mentioned. In other lines, 
where conscientious effort has 
been made to hold price advances 
down as much as possible, some 
advances in prices may be neces- 
sary. In many lines, adjustments 
may. be made by individual items 
—some advances — some reduc- 
tions. Where merchandise has 
been honestly priced, do not look 
for price reduction. Labor costs 
will not permit. 


Minimize Uncertainty 


However, to achieve real price 
stabilization, there must first be 
elimination of much of the uncer- 
tainty which now exists with re- 
spect to labor and labor costs. As 
I have stated, there is indication 
of some improvement in the labor 
picture and that production will 
be much less hampered by work 
stoppages than it was in 1946, but 
the future trend of wage rates is 
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READY-MADE 


For your stock 


THE RIGHT WAY TO SELL VENETIAN BLINDS! 
Carry in stock Artcraft Ready-Made blinds 
in aluminum, steel or wood... for immediate 
service to your customers. Then write direct 
fo your nearest Artcraft factory for perfectly 
matched, Custom-Made blinds in larger sizes 


to complete your order. 
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ARTCRAFT VENETIAN BLIND MANUFACTURING COMPANY 


PITTSBURGH, PA. 
72 First Avenue 


MAIN OFFICE e ST. LOUIS, MO. 
3958-66 Olive St. 


CHICAGO, ILL. 
1528-38 Armitage 
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VENETIAN BLINDS YOU 
SELL WITH CONFIDENCE 










































































HOMECRAPFT'S PLUS VALUES 


not yet clear. There likely will 
be further increases before the 
period of readjustment comes to 
an end. If this occurs, there must 
be compensating price increases. 
So in the last analysis, the timing 
of stabilization of prices obviously 
ties in quite definitely with the 
timing of stabilization of labor 
costs. 


Readjustment Effect 


This readjustment period will 
probably carry through 1947 and 
its effect be felt most during the 
last half of the year. The metal 
working industries, I feel, will not 
be greatly affected directly, but 
may feel some repercussion from 
other lines that are. It seems 
reasonable to hope that by the 
end of 1947, the period of re- 
adjustment should be about over 
and a sound balance exist in our 
economy. Prices by then should 
be reasonably well stabilized—at 
what level, I do not believe is 
predictable at this time as this 
will depend in a large measure 


HOMECRAFT 


Trouble free operation—field 


tested. Tripod spring tension mounting 
of clear plexiglass. Made of extra thick 


metal 
baked white enamel. All 


051. Extra 7 coating of 
ectrical parts 


G.E. One bolt installation — center 
mounting. Approved by Underwriters 
Laboratories. 


G. 
\eo 


New spring type knock-out button for Homecraft 
Products 


pull chain or drop cord. 


Write for our liberal proposition. 





on what happens to wage rates 
and labor costs in the intervening 
period. But, I think it safe to 
say that the average level of all 
prices will be higher than existed 
heretofore and our general econ- 
omy will adjust to it. This would 
mean that we would only be fol- 
lowing the trend of several past 
generations. 

It may be asked why the end 
of this year as the time when price 
stabilization will become effective? 
The answer is, there is no magic 
connected with that particular 
time. It may occur several months 
earlier or later. But it seems that 
would about give the new Congress 
time to complete the most im- 
portant and necessary legislation 
and the country begin to get the 
benefit, also it would give public 
opinion, that is already building 
up resentment to unreasonable 
prices, time to crystalize, and we 
know how effective public opinion 
can be. We had an example of 
it in the last election. Still another 
reason—the hysteria that seemed 
to get hold of a large segment of 


Brings to You a NEW 


OVERHEAD FIXTURE 


“CIRCLINE" FLUORESCENT 
WITH TRIPOD MOUNTING 


Complete Illumination 
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"Circline"” TABLE LAMP 
ELECTRIC BROILER | 


Regular jobber discounts. 


HOMECRAFT ELECTRONIC PRODUCTS 


Mfrs. of superior electrical products 


1210 S. KEDZIE AVE. 
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our people following V-J Day 
should have subsided. 

When we reach the time when 
the pent-up demands have been 
taken care of and production is 
in line with current needs, a more 
competitive market is inevitable. 
Then the law of supply and de- 
mand will again become effective 
and have a very beneficial and 
stabilizing effect. More resistance 
will be offered all along the line 
to all and any elements that tend 
to force prices up, and war cre- 
ated, out-of-line price conditions 
will disappear. 


Fair Price Stabilization 


The fact that there is reason- 
able hope for fair price stabiliza- 
tion by the end of this year should 
be really encouraging to all of 
us and is possibly more important 
than at what level. This coupled 
with increase in production and 
backed by demand makes an en- 
couraging business picture. Whole- 
salers and retailers should be able 
to better complete and balance 
their inventories and start giving 
customers the service they were 
accustomed to give and want to 
give. The period of deficiencies 
and fighting for merchandise and 
materials will then begin to fade 
in the background of our memor- 
ies as we each make our contribu- 
tion to the era of prosperity and 
reap our share of the benefits. 


Historical Day Builds 
Sales for Town 


Merchants of Albert Lea, Minn., 
stage an annual “Colonel Albert 
Miller Lea” Day, in which residents 
of the entire city co-operate and take 
part. The name of the day is taken 
from the fact that Col. Albert Lea 
visited the place and gave national 
publicity to the spot on which the 
city was later founded. 

Free high grade entertainment is 
provided by stars of stage and radio. 
A high class carnival or circus, a 
parade is staged and free meals are 
provided. A farmers’ day is held in 
conjunction with this event, with 
talks by ag specialists. 

“Booster Day” buttons are sold 
and prizes offered to the girl who 
sells the most. Only 25 per cent of 
the cost is paid by the chamber and 
the other 75 per cent is derived from 
entertainment and concessions. 
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Roast-Or-Grille 


Proctor “Roast-Or-Grille,” model 122 
is a thermostatically controlled portable 
electric oven with the broiler in the 
lid. Finished in baked white enamel 
and chromium with gray acid-resisting 
inset pan and three piece acid resist- 
ing black enamel pan set, its capacity is 
18 qts. of liquid measure. It will roast 
meats and fowl up to a 20 |b. turkey. 
Broiler in the lid operates on both AC 
and DC, and can easily be inserted or 


i 


removed with one hand, according to 
the maker. Roaster lid is self-basting 
and the broiler self-cleaning. Specifica- 
tions are: oven 1320 watts, broiler, 1500 
watts, balanced heating element around 
all sides and in bottom, glass wool in- 
sulation, 110-120 volts, AC in oven. It 
can be utilized for roasting, baking, 
canning, stewing, broiling, steaming, 
warming, etc. Proctor Electric Co., 


Philadelphia, Pa. 


Automatic Electric Sink 


Hotpoint, Inc., 5600 W. Taylor St., 
Chicago 44, IIl., is introducing an auto- 
matic electric sink that disposes of food 
waste at its source and washes and 
dries dishes, pots and pans without fur- 
ther attention once the dial is set. Food 
waste is scraped from dishes under 
running water. Shredding mechanism 
of the disposall pulverizes the waste 
and washes it down the drain. Silver- 
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ware is placed in a basket in the center 
of the rack with plates and dishes ar- 
ranged in the dish rack. Front-open- 
ing dishwasher leaves the sink work- 
surface free for loading the upper tray 
with cups, saucers, glasswares, etc. 
Spoonful of detergent is used for clean- 
ing. Machine has a Calrod heating unit 
to dry the dishes in circulated air. 
Dishwasher provides a convenient cabi- 
net for storing dishes not in use. 


Duoelectric Steam Iron 


The “Duolectric” steam iron intro- 
duced by the Silex Co., Hartford 2, 
Conn., can be changed from steam to 
dry iron by flipping a switch. When 
using steam, the iron puts a protective 
sheath of steam from heel to tip, be- 
tween iron and fabric by means of 
three-way grooves in the sole-plate. Iron 
is said to have enough heat to smooth 
out wrinkles and yet will not stick, 
scorch, or melt. 


Sunkist Juicit 

The porcelain reamer shape and the 
speed of rotation of the “Sunkist Juicit” 
have been engineered for quick and 
thorough juice extraction, says maker. 
Molded glass bowl, aluminum strainer 
and reamer are all easily removed for 
washing. The unit’s low over-all height 
is said to give stability in use. Com- 
pact, fan cooled induction motor is de- 
signed for increased power. Baked 
white enamel finish with chrome trim is 


said to offer protection against de- 
terioration from fruit acids. The 6-ft. 
washable rubber cord is permanently 
attached and the on-and-off switch is 
the pushbutton type. For use on AC 
only, 115 volt, 60 cycle. Chicago Elec- 
tric Mfg. Co., 6333 W 65th St., Chi- 
cago, 38, Ill. 


Kem-Tone Trims 


Kem-Tone trims to match the 1947 
line of Kem-Tone colors are offered in 
a compact self-selling display 27 by 15 
by 18 in. It contains a gross of Kem- 
Tone trims divided equally among the 
24 patterns available. The display is 
constructed of heavy cardboard and 
the headpiece is lithographed with full- 
color reproductions of all 24 trims. A 
convenient chart shows the approved 
trims for each Kem-Tone color. Dis- 
play is included free with all orders of 
a gross or more trims. Sherwin-Wil- 
liams Co., 101 Prospect Ave., Cleveland, 
Ohio. 
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‘PARKER’ COMBINED PULL AND PUSH BARS 
No. 117 


lo. 1562—‘'PARKER' FRAMELESS GLASS ROLLER TRACK FOR 
ALL GLASS SLIDING 
DOORS 


Brass and alumi- 


Packed in wooden num in stock for 
cases of 240 ft. com- 


plete sets, or sold 


immediate ship- 
ment for use on 
separately in 12 ft i 

outside of any size 


doors = 9 


lengths. Roller carriers 
have solid brass roll- 
ers. All items rust- Sars to be used on 
roof cadmium plated oe é 
gp , ditiy inside of doors in 
finish. Finest track ; : ; 

conjunction with 


= 117 Bars 


on the market 


‘““PARKER'’ DOOR PULLS 
Made of forged brass and alu- 
minum. Matches design of No 
117 and No. 119 bars 
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“PARKER” 
ae | PERFORATED 
| GRILLES 


Stamped in brass, steel and aluminum to 


No. 804— 
“PARKER” 


Y DOOR KNOCKERS 
Heavy forged brass 
Enhances the appear- 
ance of any type 
door. 
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order, in Lattice and Union Jack designs 
Variety of sizes in stock for immediate 
delivery. Woven Brass Wire Grille for 
furniture in stock 


No. 68—‘'PARKER’’ 
ADJUSTABLE 
SHELF STANDARDS. 
and No. 79 CLIPS 


For book shelves, stock 


rooms, store fixtures, 
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use. Com- 
motor is de- 
er. Baked 
rome trim is 
No. 334C—‘‘PARKER”’ 
THRESHOLDS 

Brass, aluminum and steel. 4’, 5", 5'2 
6”, 7" and 7'2" widths in stock. Sold cut 
to size or in full lengths. Write for spe- 
cial net price list 


[ (certers) | 


No. 331—‘‘PARKER" LETTER DROPS 


Finest forged brass, highly finished 
Complete with back plate. Priced 
exceedingly low. Also furnished in 
chrome. 


We manufacture specialties and distribute a full 
line of Builders’ Cabinet and Showcase hardware 
in all standard finishes: Our facilities include 
Foundry, Rolling and Forming Equipment, Power 

Presses, Slitting and Electro-Plating. Prompt 

shipments from our substantial stocks. Special- 

ties made to blueprint. All our materials 
priced right. Write for special quantity 
quotations— 
Are you on our 
mailing list? 


OME. adjustment 
Strength tested to 600 
pounds. Strips are 
numbered to simplify 
adjustment and in- 
sure perfect align- 
ment of the shelves 
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No. 175—**PARKER"’ BRASS 








No. 100—PARKER KICK PLATES 
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BRASS —ALUMINUM— STAINLESS STEEL 


With countersunk holes and beveled 
edges. Screws furnished. A variety of 
sizes in stock for immediate shipment 


AND CHROMIUM PORTABLE 
AND STATIONARY RAILS 


All types made to order for 
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W estinghouse Portable special bumper frame construction for WHATS new 

protection of controls. Has Redwood 
Westinghouse Electric Corp., Home Spanish and hand boarded grains py- r 

Radio Division, Sunbury, Pa., has in- roxylin coated fabric which is said to 

troduced a lightweight 3-way portable resist water abrasion, ivory “Elastron” oe 
plastic lacing for trim and a brown Rotoflo Mower Additions 
plastic handle. Model has a 4 in. per- R. P. M. Mfg. Co., 401 Independence 
manent magnet dynamic speaker, and a \ve., Kansas City, Mo., has added three 
built-in loop antenna, outside antenna companion models to Rotoflo Heavy 





connector. 


Automatic Bench Stop 
P. V. Roberts Co., 1100 2nd Ave. S.. 


Minneapolis, 2, Minn., offers the 
“Mitee-Grip” automatic bench stop. It 
can be mounted on a work bench or on 
a portable board to grasp the work- 
piece. Maker claims it will hold fast 
while the craftsman performs operations 
from light sanding to rough planing or 
sawing jobs. It is said not to leave a 
oe. a vise mark on the work. Designed for 
radio tubes plus a Selenium rectifier 
which affords instant operation on AC 
or DC line at the turn of a switch, 
says the maker. Set also features a a: : Duty 21 power mower, shown, the Roto- 
high grain amplifier tube which is flo Junior 16, Standard 18 and the 
claimed to yield about twice the sensi- ; Standard 20. Junior model has a cut- 
tivity of prewar portables. Other fea- a ee ting width of 16 in. and is powered by 
tures include a special switch and plug- bs apr acer rors ~ n 4 a twin cylinder engine that develops 
in arrangement for swing-over between js over 5% horsepower. Standard models 
AC, DC or battery operation and a tell- use in school shops, hobby shops, by have entiien widths of 38 ond % le. wo 
tale off and on indicator. Cabinet is wood carvers, carpenters, etc. Each spectively pa are powered by a twin 
10% in. high by 14% in. by 6% in., bench stop is packaged for attractive cylinder engine that develops 1 horse- 
in two-tone simulated leather with «a dealer display. power. All models have 2 cycle verti- 
cal crankshafts, air cleaners, patented 
l-piece aluminum rotor housings, tem- 
pered steel rotary cutting blades, six- 
wheel suspension, full-floating, tubular 
steel handles and rubber tires. Junior 
| weighs 55 Ibs., Standard 18, 45 Ibs., and 
| Standard 20, 47 lbs. In the same order 
the suggested retail selling prices are 
$139.50, $159.50 and $179.50. 








BERKSHIRE ALUMINUM PAINT gives 
READY MIXED 


ALUMINUM PAINT] cxcclient results on ail types of sur- | | 
S r oa faces, wet or dry, and is heat-resist- | Gem Counter Display 
oR USE 
INTERIOR axe EXTERIOR ing. Ideal for wood, metal, canvas, | American Safety Razor Corp., 315 Jay 


St., Brooklyn, N. Y., offers free a “Vaca- 
tion Needs” departmentalized counter 


SURFACES concrete, cement, etc. ‘There is no 


ONE GALLON a 
‘ttsare r compl! need to stock many special-purpose display to all dealers who purchase a 
: aluminum paints when BERKSHIRE special deal. The display holds 16 dif- 


SPRineritia, mAssacnNs! 
ferent co-related items including about 


| everything needed for vacations. When 

vacation time is over, the display card 

NOT JUST ANOTHER PAINT | | ‘isss'ze'wi te ete 

| shaving needs department for shaving 

brushes, creams, talc, blades, razors, 
after shave lotion, etc. 


serves all purposes. 


BERKSHIRE Aluminum Paint is ready-mixed and will never harden or dis- 
color in the container. 

BERKSHIRE great!y improves the appearance of equipment and protects 
metal parts against rust and deterioration. 

BERKSHIRE may be applied on interior or exterior surfaces with brush or 
spray gun and dries with a hard, lasting, brilliant metallic lustre. 
BERKSHIRE was originally formulated and produced for use by dairies to 
withstand continuous heat and moisture, while retaining its brightness and 
sanitary features. It makes good in the tough spots as well as on the 
ordinary jobs. 





Ask Your Distributor For Berkshire 


BERKSHIRE PAINT COMPANY 


MAKERS OF FAMOUS DARIGLO 
Box 251, Highland Station Springfield, Mass. 
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Cash in on this Combination! 


Westinghouse—a name your customers know and 
have confidence in... 


Bug Bomb—first of the aerosols . . . kills insects 
easier, faster, cleaner—simply press with one 
finger .. 


Westinghouse Advertising—in national maga- 
zines, over the radio, in 150 newspapers... 








NOW is the time... 


to display the self-selling carton of six 
Bug Bombs on counters and tables... 
hang the Bug Bomb banner on walls, 
ceilings, windows. 





WESTINGHOUSE ELECTRIC CORPORATION Springfield 2, Mass. 


JUNE 5, 


— AUTOMA TIC, 
NSECTICIDE DISPENSER 















SEE THE 


PARADE OF 
PELICAN SALES FEATURES 


Pelican Users never bend or 
stoop. They clean their lawns 
with a grin instead of a groan. 


| pick up, gather and deposit 
huge piles of leaves, grass or 
trash by fingertip control. I'm 
easy and fun to use. 

Ladies love me because I’m so 
light. | sweep like a broom... 
have two great big jaws: eleven 
fixed teeth; ten swinging teeth. 


| gobble dollars for you during 
a long selling season (March to 
November). + 


Your customers see me adver- 
tised in leading home maga- 
zines. | retail for just $2.25 
(slightly higher on West Coast 
and Canada). 










This Big-Jawed Bird 
isa Buy-Word... 
Order Today 


Foinis-Fattories.Suc. 


DEPT. AH, YORK, PENNSYLVANIA 
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Chromedge Trims 
B & T Metals Co., Columbus, Ohio 


is offering channel strip, shown, design- 
ed for making the installation of slid- 
ing glass doors or other panels simple. 
Upper channel of strip is 17/32 in. 
deep while the lower channel measures 
% in. deep which makes it possible to 
insert or remove glass or wooden panels 
from the side. It eliminates the neces- 
sity of insertion or removal from the 
ends of the channel. Trim features a 
self-anchoring wedge shank which holds 
the channels rigidly without the use of 
nails, says maker. Barb points extend 
1/32 in. beyond the surface of the main 
body of the shank, 1/16 in. thick. 





Channels available in 3 sizes, to pro- 
vide for all glass 
plate used on show case and cabinet 
construction. Other type strips called 
weather strips are designed for instal- 


standard gages of 


lation on door bottoms of any size or 
thickness. Two types of hook strips 
provide for concealed or exposed instal- 
lation. Thickness of the design in 
threshold hook strips is said to combine 
rigidity with the degree of spring re- 
quired to assure a snug but non-bind- 
Available in 32, 36, 42, and 48 


They are drilled and coun- 


ing fit. 
in. lengths. 
tersunk for screws. 


Aluminum Foil 


Foilrapp Aluminum Foil is now avail- 
able in a dispenser package for house- 
hold use. Foilrapp aluminum foil is 
said to be non-toxic, non-absorbent, non- 
porous. It seals the moisture in, seals 
air and light out. It may be washed, 
rinsed and used over and over until it 
tears. Ideal for protecting foods for 
refrigeration and in a wrap for cook- 
ing. Meats may be baked or roasted 
in Foilrapp and vegetables cooked in 
it are said to retain all their original 


juices, vitamins, etc. Maker says it is 


nt S HEW 












tt 





impossible to over cook in Foilrapp. It 
is available in two types, light weight 
Household, in 25 and 50 ft. rolls 12 in. 
wide, and Quick Freeze Foilrapp, in 
rolls 50 ft. long and 18 in. wide. Foil- 
rapp, Inc., 3469 Third Ave. W., Seattle 
99, Wash. 


‘Top Line’ Electric Churn 


The “Top Line” electric churn has a 
] piece cast aluminum top-housing, and 
all aluminum shaft and agitator. It 
features a pistol-grip handle for ease 
in lifting and handling, wide mouth, 3 
gal., Duraglas jar, slow speed vertical 
bearing sealed-in-aluminum motor ven- 
tilated for cooler operation. Churn has 
a S. J. rubber cord, and a molded rub- 
ber plug. Works on 110-120 volt, AC. 
Overall height of churn is 24 in. One 
churn is packed in a double carton 
weighing 21 Ibs. 
Marketers, Inc.. 117 
Nashville, Tenn. 


Tennessee Valley 


Ninth Ave., N. 
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Sy It’s a long way from the Philippines 


= Starting in the land of the finest Manila, in 








to the top of a tall Douglas fir in 
’ Washington. 






the heart of the best fibre-producing provinces, 
Columbian’s resident huyers secure the pick of 
the fibre crop. 

Then it is shipped to Auburn, N. Y. There it 
is processed by the most modern methods, in 
the best equipped mill in the world. The result 
is COLUMBIAN TAPE-MARKED PURE 
MANILA ROPE, the best rope modern 


science can produce. 


Look for the red, white and blue surface 
markers—your assurance of absolute 
dependability. 


There is no finer rope! 


COLUMBIAN ROPE COMPANY 
400-70 GENESEE ST., AUBURN, N. Y. 
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PREFERRED BY THE 
MAN ON THE JOB 


TIGER 
GRIP 


The Work Glove that Outwears Several 
Pairs of Ordinary Woven Fabric Gloves 


The man on the job has found 
that “TIGER GRIP” gives him 
more of everything he expects 
from a work glove! “TIGER 
GRIP” giveshim more protection 
—because its specially knitted 
material contains hundreds of 
“loops” in every square inch, to 
cushion and protect the hand. He 
gets more wear — because these 
entirely different gloves outlast 
several pairs of ordinary woven 
fabric gloves! And he gets wash- 
ability without excessive shrink- 
age! Treated with Johnson’s 
“DRAX” to make it water repel- 
lent! ADVANCE Work Gloves are 
laboratory tested, and re-tested 
under actual working conditions! 


Send For New 
CATALOG 


Big, new catalog 
lists full line of 
ADVANCE work 
pave including 
eather palm 
gloves, flannel 
gloves, wire 
stitched gloves, 
welder’s gloves, 
etc., as well as a 
complete line of 
safety and protec- 
tive clothing for 
every industry. 


“A Better Work Glove For Every Purpose” 


DVANCE 


GLOVE MANUFACTURING CO. 


DEPT. HA-14, 901 W. LAFAYETTE BLVD. 
DETROIT 26, MICH. 


Detroit. Toledo» Chicago +Rome, Ga. 





Cosco Stepladder 


Stepladder is built of heavy gage 
metal tubing and finished for both in- 
Available with 
1, 5, 6, or 7 steps which have heavily 


door and outdoor use. 





embossed traction-tips that grip the 
feet. It is 5% in. at the thickest point 
when folded. Ladder has an extra-wide 
base flared at the bottom and the frame 
is tapered to provide balance and sta 
hility. Hinged at the top for folding. 
the distance between steps is gradually 
diminished from bottom to top. Work 
tray, flanged on all sides, is 12 by 12 by 
%8 in. hinged, flush with the top of the 
frame and 4 in. above top step. Tray 
is said to support 160 lbs. Steps are 
finished in red baked on enamel with 
aluminum paint on the frame. The 4 
step model weighs 181% Ibs. and is sug- 
gested to retail for $6.95, while the 7 
step ladder weighs 35 Ibs., and the 
suggested retail selling price is $10.95. 
Hamilton Mfg. Corp., Columbus, Ind. 


‘Spin-a-Brush' 


The electric “Spin-a-Brush” model 
EO is a centrifugal ‘force paint brush 
cleaner equally adaptable for shop and 
on-the-job work. Maker says it cleans 
paint brushes in 90 seconds and will 









WHATS NEW 


mix paint, calcimine and paste, drill 
up to % in. holes and clean stippler 
covers with its three attachments. Uni 
versal type motor can be operated on 
110-115 volts, AC or DC or any com 
mercial frequency cycle. 220 volt model 
furnished on request. Equipped with 
trigger switch, oilite bearings, polishe:| 
chromium and rust proof finish. Also 
available is the hand operated Spin-a- 
Brush model HO for cleaning jobs 
where electric outlets are not available 
With attachments it can be converted 
into hand drill, mixer or stippler cover. 
Portable Electric Tools, Inc., 810 W 
76th St., Chicago 20, Il. 





Electro-Patch Package 


J. W. Speaker Corp., Milwaukee 12. 
Wis., has a new line of packages for the 
3 types of Electro-Patch vulcanizing 
units, round, oval and giant round. 
Packages are printed in Speaker colors. 
black and orange with a streak of light- 
ning featured on the sides and top. 





End panels of package show the outlin: 
of the type of patch contained. 25 
round o oval electro-patches are in a 
small package and 2 small package- 
make up a master carton of 50 vulcan- 
izing units. Giant round electro patches 
are packed 25 to a carton with double 
thickness top and bottom. A heat unit. 
fill-in gum and curing guide are in- 
cluded with the patches in each carton. 





Bradford Tool Catalog 


The Bradford Machine Tool Co., 657 
Evans St., Cincinnati 4, Ohio, has is- 
sued electric tool catalog No. 3, con- 
taining 32 pages, illustrating and de- 
scribing that company’s line of electric 
tools. Some of those included are: 


Metalmaster all ball bearing drills, drill 
stands, bench grinders, wire brush sec- 
tions, wire cup brushes, heavy duty 
grinders models 220, 200, 260 and 280 
which is a combination grinder and 
disc grinder, heavy duty buffer, and 
four ball bearing buffer and cutlery 
buffer. Also Admiral buffer and pol 
isher, model B, model BB, buffer mode! 
WBB, low stand buffer, model LBB. 
Described also are the Flexmaster shaft 
machines and accessory equipment. 
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MOWER CUSTOMERS 
MEAN MORE PROFITS 


WITH NATIONALLY ADVERTISED 


CRAMER POWER MOWER 













TRADE MAF 


THE FLUID DRIVE power LAWN mower 





No Other Mowers Combine ALL” 
These Quick-Sale Features 


@ Cuts a 20 inch swath of toughest grass or weeds to 
desired height regardless of original height. 


@ Easily operated by child or adult — handle adjusts to 
height of operator. 


@ Shielded back housing protects operator’s feet. 


@ Reversible cutting blades may be replaced at very 
small cost. 


@ Made of aluminum, Cramer Mowers are light weight, 
easily maneuverable. 

















@ Semi-pneumatic tires require no pumping. 


25g H.P. gasoline 
engine with 
smooth-as-oil 
Fluid Drive 


about Cramer Power Mowers 









and HOUSE BEAUTIFUL. Be ready 














Meas ae FLECTRK POWER LAWN MOWER o> 


—— 






wered by ; 
H. P., 110 volt, 

60 cycle ball- 

bearing motor 


WHOLESALERS — DEALERS, your 
inquiries will receive prompt attention. 
Write today for descriptive literature. 








CRAMER MANUFACTURING CORP. 


DEPT. 1105 GRANDVIEW, MISSOURI 














MILLIONS OF PEOPLE are reading 
BETTER HOMES AND GARDENS 
for the steadily increasing demand for 


Cramer Mowers resulting from our 
nation-wide, sales boosting-campaign. 












VERY Pecora Product is designed 

to do a certain job better than it 
has been done before. This result is 
possible only because of long years of 
experience and painstaking Laboratory 
research. Coupled with this experience 
and scientific development, are manufac- 
turing facilities that have kept pace 
with mechanical improvement. Stock 
and sell Pecora and you will make and 
keep satisfied customers. 


OUTSTANDING BEST SELLERS 
FROM THE 
PECORA QUALITY LINE 


CALKING COMPOUND 
A leader since 1908. Will not dry 
out, crack or chip when properly 
applied. Gun and knife grades. 


ROOF COATINGS 
Plastic and liquid forms. Fire re- 
sisting, weatherproof, sunproof, acid 
and alkali proof. More durable than 
paint. Costs less. 


WATERPROOFINGS 
“Klere-Seal” and ‘“Varseal” types; 
also Black Asphaltic Waterproofing 
in paste or liquid form. 


ASBESTOS FURNACE CEMENT 
A good and trustworthy friend of 
every furnace repair man. 


METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 


WRITE FOR BOOKLETS 


GO 


Paint Company Inc. 
Established 1862 by Smith Bowen 


Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 


WHATS NEW 


Rotary Planer 


Mastercraft Products, 27 Haymarket 
Squ., Boston 14, Mass., is making a 
“Drill Press Rotary Planer” which has 


| a continuous cutting edge with over 100 


cutting teeth. The blade, when worn, 
can be replaced easily in several min- 
utes with a 5% in. hand saw. Its alumi- 
num head is precision machined and 
said to be perfectly balanced to elimi- 
nate vibration. Tool will panel, rabbet, 
rout and tenon. Planer is suggested to 
retail for $6.50. 


Aidco Screwdriver 


Aidco, 6158 Santa Monica Blvd., Los 
Angeles 38, Cal., is introducing a screw- 
driver with a leverage bar extending 


| through the base of the handle. The 


leverage bar is said to provide extra 


| turning power and to permit a balanced 
| pressure to be exerted. Called “Turn- 
| Tite,’ screwdriver tool is made of alu- 
| minum with a heat-treated blade. May 
| be obtained with a latex-dipped handle 


eaet——. 





| for electricians. Available in assortments 


of 4, 5, or 6 in. blade sizes. Latex Turn- 
Tite is made in 5 in. size only. 


| Mac-Way Pacseal, 


Cylinder 


The “Pacseal” is a device which is 


| said to eliminate the need for drop pipe 


in 2, 2% and 3 in. wells. It is both 


| locked and released by turning the 
| pump rods to the right. Also available 
| is a double acting deep well cylinder 
| for 2 to 4 in. deep wells. It is light and 
| small yet is said to preduce nearly twice 
| the volume of water of single-acting 


cylinders. Maker states it will operate 
efficiently on windmills, pump heads, 


pump jacks, or hand pumps. It takes in 
and discharges water on both up and 
down strokes. The valves are bevel 
faced, and seats are of Neoprene. All 
parts are brass throughout. McConnohie 
Products Co., Galesburg, Mich. 


Carolus Type Cutter 


This Carolus type cutter features drop 
forged handles and socket screws in the 
adjusting sections which facilitate work 
in close places. Counter-sunk eccentric 
head strap bolts are said to maintain 
factory set tension on the head assem- 
bly. Two-way cutting jaw provides side 
and end cutting action. Cutting jaws are 
also available in a 3 way combination 
incorporating a nut splitter. Through 
compound leverage, the application of 


100 lbs. pressure gives 4 tons cutting 
power at the jaws. Tool is designed to 
cut all metals up to the hardness of case 
hardened steel. Special tools are avail- 
able for cutting hardened material. 


Manco Mfg. Co., Bradley, Ul. 


Recoilo-Lite 


“Recoilo-Lite” takes the trouble out 
of trouble lights. It won’t tangle, kink 
or snarl. It stretches out from a re- 
tracted length of 3% ft. to as much 
as 25 ft. and then coils right back to 
31% ft. when not in use. Equipped with 
heavy duty McGill lamp socket with 
switch and metal guard and a metal re- 
tainer clamp which keeps it from pull- 
ing out of the socket. Coil is vulcan- 


ized in heavy neoprene said to be oil 
proof, grease proof and acid resistant. 
Suggested to retail for $7.85. Cordage, 
Inc., 3520 W. Carroll Ave., Chicago, Ill. 
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Here’s a new de luxe, major- 
profit item—the answer to home 
gardeners who have been 
asking for a lighter, easy-to- 
handle Lawnbarrow! Compactly 
designed of ultra-light mag- 
nesium—its modern finish and 
trim lines appeal especially to 
women. Its sturdy construction, 
perfect balance, and utility fea- 
tures win the admiration of 
gardeners who want the best. 
They like its flat bed for carrying 
potted plants and bulky objects 
— it’s easily stored in garage or 
basement. And it sells itself when 
your customer picks it up! 


Retail Price $34.50 


Specifications: Amazing light weight, 12 pounds. Handy size—26'2" x 
32’—Length 50” over-all. Enamel finish. Color—French grey bucket, 
understructure bright blue. Pneumatic 2.75 x 10 tire, easy rolling 
bearings, 1/2” strong axle. Tubing under barrow, and legs cross-braced, 
for rigid structural strength. Tapered side walls, flat bed. 


“PICK-ME-UP’’ MESSAGE DOES THE SELLING! SOth Anniversary 8G7 1947 
The "Pick-Me-Up” label attached to the bed of 

each Lawnbarrow e ges self-d tr 
tion to customer and sales personnel. 





For discounts and shipping information 
write or wire: 


SPECIALTY PRODUCTS DIVISION 
THE DOW CHEMICAL COMPANY 
First and Water Streets, Bay City, Michigan 


JUNE 5, 1947 


Throw Away Your 
Headache Pills! 


if you want to offer a fast- 
selling, soundly-engineered 
power mower and avoid repair 
and replacement headaches, 
then find out about 


ee 


’ iam 


 aataplr Power Mowe! 


Dealers declare 


R. P. M, to be the most 


satisfactory power mower 
yet! From every angle—profit, 
performance, prestige and 
repeat sales resulting from 
happy owners telling 
friends and neighbors 

—it’s a downright 

joy to be an 


dealer. 


N OW. you 


an HITCH ON to This Fast-Rising STAR! 


For a grand new experience in selling power mowers, learn all 
about R.P.M. Among its many advanced engineering develop- 
ments are important features not found in any other mower: 
LIGHTER than anything close to its power and 21” width of 


cut. TROUBLE-FREE easy-starting 2!/4, h.p. engine created 
expressly and exclusively for this service. EASY-HANDLING 
even for a youngster in thickest and tallest grass, on steep 
grades and rough ground. EFFICIENT, neat and thorough just 
once over; cuts forward or backward; trims right up to obstacles 
and under shrubs. SUPER-SAFE with leveling wheels fore and 
aft to prevent “‘scalping” of turf, and clutch connection to 
protect tempered rotary blade. SELF-CLEANING patented 
housing draws grass erect and expels mulchified clippings to 
one side. Many other advantages—see them and compare! 
AGGRESSIVELY ADVERTISED to bring you pre-sold prospects. 
Get the full details. Write today to: 


R.P.M. Mfg. Co., 401 Independence Ave., Kansas City 6, Mo. 


Rotoflo Power Mowers 
are Real Profit Makers 








Automatic Target Pistol 


Colt target pistol was designed to 
provide the target shooter with a hand- 
gun combining heavy barrel weight with 
perfect balance. Maker states this ob- 
jective was attained by building a 
heavier barrel with center of gravity 
directly above the trigger finger. Pistol 
has a thumb operated magazine catch, 
longer grips than previous models, and 
Coltwood plastic stocks with a thumb 
rest. Colt target gun has a magazine 
safety disconnector—with the magazine 
removed, gun can’t be fired. Other fea- 
tures of the gun are: Micrometer-click 
Coltmaster rear sight, adjustable - for 
windage and elevation, ramp base fo 
Faucet Reseater the front sight with a sharply defined 


sighting blade, automatic slide stop. 















































The Pivot Faucet Reseater tools for 
glove angle and check valves are avail- 
able in eight sizes for valves 14 to 3 in. 
To use the tool, turn off water supply 
to fixture, remove handle and stem of 
faucet, and insert the larger size Pivot 
tool that will go freely into seat open- 
ing, coarse side first and rotate tool 
with a screwdriver. Maker claims the 
tool improves and prolongs the effec- 





tiveness of faucets and valves. Two 

sizes of Pivot tools are placed on the 

display card with extra abrasives to holds slide open after last shot is fired. 
retail for 25 cents. Packed in dozen and a 10 shot magazine with an easily 
lots in cartons. Grace Products Co.. manipulated follower button. Colf’s 
Box 2466, Birmingham. Ala. Vig. Co., Hartford, Conn. 


REDUCING INVENTORIES? 


7 Swell — that’s where we come in! 
and BEST of ALL you 


DON'T 
SACRIFICE VARIETY! 
GROUP ‘A ASSORTMENT 


has been created for just this situation. 


Total Space 1 ft * 
a $ 2 8 ° 0 0 
Total Profit $3 y s 6 § 


















For $28.00 you get: 


1—5S shelf rack 
1—Socket set screw assortment — 330 
pieces 
8 sizes set screws 
4 sizes wrenches 
1—Wrench assortment — 187 pieces 
8 sizes wrenches 
1—Lockwasher assortment—1318 pieces 
12 sizes lockwashers 


» er pin assortme 7 iece PD 
Necuenpesernan 88" Sfanone Coil and Scheu Co 






- 240 pieces 





BOSTON 10, MASS. 





WHATS NEW 





Kord Stoves 
Kord Mfg. Co., Mt. Vernon, N. Y., 


is making a one burner stove, Model 
51-D and a two burner, dial switch 





stove, 6 heat, Model 50-D. Both models 
are available in either white baked 
enamel or all chrome plate. One bur- 
ner stove has 3 heat unit with the 
“Kord Drip Tray.” It operates at 115 
volts, 1000 watts. Two burner model 
operates also on 115 volts, 1650 watts 
Both models are Underwriter Labora 
tory approved. 


‘Choremaster’ Tractor 


The “Choremaster” is a_precision- 
built garden tractor manufactured by 
Lodge & Shipley Co.’s Special Products 
Division, Cincinnati, Ohio. Unit is 28 
in. long, 14 in. wide and 24 in. high 
not including the handle bars which are 
54 in. long and 40 in. high. It is pow- 
ered by a 114 HP. Briggs & Stratton 
Type N, 4 cycle, engine which uses 
regular gasoline. Crank case capacity 
is 1 pt. of SAE-30 oil, motor is air 
cooled, and gas tank has % gal. ca- 
pacity. Engine speed is controlled by 
a throttle lever located on the handle. 
Its top speed is 4 miles per hr. Unit 
weighs about 95 lbs. without attach- 
ments, and is suggested to retail for 
$120.00 plus freight, without attach- 
ments. The tires are 4.50 by 6 by 14 
O.D. The following attachments are 
available: Front attachments, universal 
lawn mower attachment; rear attach- 
ments; Duck feet from 1 to 5 can be 
used for cultivation; a pair of hoes 
is provided for removing weeds between 
cultivated rows: sweeps, larger than 
duck feet, 1 or 2 can be used for cul- 
tivation; furrowing tool, single pointed. 







can be used for breaking ground but 
will not turn soil, and is also used for 
removing a furrow prior to planting: 
and spring tooth harrow, for shallow 
or deep cultivation, 1 to 5 can be used 
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ard woo A precision hand tool for YOUR trade — 

a finish , priced right for today’s demands. The 
Plat %y Auro Mfg. Corp., high grade precision 

x Nickel chet % tool manufacturers, not only know mer- 
ot ctace a chandise the dealers want but also the 

yaw wie? od e quality the public wants - - right NOW 

* o en sv? that’s the ‘Fletcher’ brace. We shall en- 
? & ro" <e* deavor to increase our production to meet 

cos a Fw ° the tremendous demand and continue our 

yt? e ? we fair policy of equitable distribution. You, 

** on at AY too, should have ‘Fletcher’ braces on your 

* ge shelves. Call your jobber or write direct. 
































AURO MANUFACTURING CORP 


ERIE + PENNSYLVANIA 


GENERAL SALES OFFICES DANiet R. FITZ COMMERCE BLDG., ERIE, PA., U. S. A. 






JUNIVERSAL Sprayer} 
y Pack the Sales Puuch 


. . « derived from sound designing, mechanical excellence 


Cy 


\ 


"<P PUIM<-ZC 


and the economies of a production set-up that is modern 

to the minute! Demanding no price premium, they're 
EXTRA values that sell quickly, repeatedly and profitably. 
Keep your eye on UNIVERSAL; it's by long odds the best 


line to handle. 















MODEL G-45 









Easy to fill, easy to use, highly efficient and attractive. Very substantially 
built with side seams riveted as well as soldered; pump tube of seamless 
copper, brass ball valve and many other structural superiorities. One of 

a complete line of Compressed Air and Hand Sprayers, Dusters. 





















UNIVERSAL METAL PRODUCTS CO. 
SARANAC MICHIGAN 
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You're building business with every sale 


of Bassick ‘‘Diamond-Arrows”. Finest of 
furniture casters, their exclusive two-level ball 
race construction provides the easy, full-float- 
ing action and long life that customers appre- 
ciate — and remember. 


Make sure “Diamond-Arrows” Nos. 7696 
and 9696 — two of the most popular of these 
fast-selling, top-quality casters —are on your 
want list next time you contact your jobber. 
Packed one set in a box and made by the 
world’s largest manufacturers of casters... 
THE BASSICK COMPANY, Bridgeport 2, Conn. 
Division of Stewart-Warner Corporation. 


Canadian Division: Stewart -Warner-Alemite | 


Corporation, Ltd., Belleville, Ont. 





The “Diamond-Arrow’s” 
Smoother Action 
Brings profitable 
Fe pone 


i, 

















MAKING MORE KINDS OF CASTERS 
. .. MAKING CASTERS DO MORE 
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Casting Rod Display Rack 


Orchard Industries, Inc., Detroit, 
Mich., makers of Actionrod. solid steel 
casting rod is offering to dealers a com- 


pact counter display rack which is de- 
signed to invite customer-inspection. 
Black enameled base of display rack is 
oval, measuring 5 by 8 in. at its wides* 
points. The upright support bar, which 
is chrome finished, extends 12 in. above 
the base. 





Insect Repellent 
UNXLD 448 Insect Repellent, in 


vanishing type cream or liquid form is 
said to keep away mosquitoes and other 
common biting bugs for 6 to 10 hours, 
when used directly on the skin. Liquid, 
when sprayed on clothing will protect 
for a week or more according to the 
maker. Maker claims that it is harm- 
less to any fabric. Packed in 12-unit 
display cartons. Suggested to retail for 
75 cents. Unexcelled Chemical Corp., 
11 Park Place, New York City 7. 





Stainless Steel Sinks 


A line of custom built stainless steel 
sinks has been added by Harris, Inc., 
1157 Cleveland Ave., Columbus 3, Ohio. 
Welded into one unit, they are suitable 
for either restaurant or home installa- 
tion. Maker claims the sinks are so 
tightly insulated that they are vermin- 
proof. Sink is made of heavy grade 


No. 4 smooth finish stainless steel with 
an under casing of enameled mild steel 








around the bowl and drainboard. Drain- 
boards are corrugated with a 3/16 in. 
pitch and are equipped with a stainless 
steel crumb strainer of the basket type. 
Available in either single or double 
bowl type in lengths from 42 to 84 
in. Widths on all models are standard 
25 in. 


Telechron Airlux 


“Airlux” clock is in an almost-square 
case of crystal-clear optical plastic and 
has a bell alarm. Clock is 5% in. high 
by 6% in. wide by 2% in. deep with 
a 3% in. cream metal dial. Gold color 
metal numeral band is etched and filled. 


the characters being Roman numerals, 





and the hands and feet are also gold 
color. Six foot cord is attached. Move- 
ment contains the standard self-starting 


synchronous Telechron motor. 


Neoprene Work Glove 


A Neoprene coated work glove which 
is claimed to be oil proof and water 
proof and yet pliable is made by Riegel 
Textile Corp., 342 Madison Ave., New 





York City 17. Gloves have a knit wrist 
and are lined with soft flannel. Labora- 
tory tests have shown the coating to be 
strongly resistant to prolonged immer- 
sion in kerosene, petroleum, boiling 
water, dry heat, and accelerated oxida- 
tion, says maker. 
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—=NEWELL AIAFLO DUUR CLOSERS 


(Two-Tone Baked Enamel Finish) 












DO YOU KNOW? There are approximately 40 million homes in the United 
States and less than one out of twenty have any semblance of a Door Closer 
on them! WHY IS THIS? THE ANSWER IS VERY SIMPLE... . 
No great effort has been made to acquaint people with the results obtained by the use of a NEWELL 
DOOR CLOSER. No one wants to hear the slamming and banging of a door! It is too annoying 


and nerve wracking! 


YOU CAN CASH IN ON - ; . . 

THIS PROFITABLE FREE I » «2 This is Your Silent Salesman 
BUSINESS ee 

To help you sell Newell 


















Door Closers we make you 
the following offer... With 
the purchase of one dozen 


No. 008 Newell Airflo door 


closers we will furnish with- 








oul charge an attractive 





model, complete with regular 
size 008 Newell Door Closer 


as shown. Immediate delivery. 








Place this order with your jobber today. Do not wait as this offer is for a limited time 
only. If your regular source of supply cannot take care of you, write us direct. 

































NEWELL MANUFACTURING CO., Lowell, Michigan, U.5.A— 


lhe Wed 
Vien 
le (ll CE 
P on oe aah ie 5: VOLUME SALES, Ask 
ices Gl Ell SOIL-SOAKER 


-the Original Seepage /rrigator 














Your customers will welcome this new Feature the genuine SOIL-SOAKER this season—and Watch It 


Myers Sump Pump. Improved in design. Top- Move! It's the original! It's the finest! Best design, best mate- 
y P P P 9 P rials, best workmanship, best performance! Has never been dupli- 







quality construction — bronze, brass and cated. Made in 4 lengths—each allows uniform seepage through- 
stainless steel throughout. Centrifugal out entire length. More efficient than "multiple lengths" as proved 
i seal am we tulbcteation by our years of experience and testing. 
type — automatic contre M Ten years of national advertising make SOIL-SOAKER best 
required. No service headaches. known. Hundreds of thousands in use. Stock up now. 
No. 0, 12", 1/2 Doz. to case No. 2, 30° 1 Doz. to case 












at: The F. E. MYERS & BRO. CO. 4 >. 
ar 1° Ne Dept. H-48, Ashland, Ohio No. 1, 18", 1 Doz. to case No. 3, 50° 2 Doz. to case 
Order from your jobber. Nearly 400 carry complete Soil-Soaker 


your 
MYERS WATER SYSTEMS . . . PUMPS stocks. Order now. 





































_— HASTINGS CANVAS & MFG. CO. 
SPRAYERS ...HAY UNLOADING TOOLS Dept. H-6 Hastings, Nebr. 


ane geste 
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These fast selling 
low cost items 


will make 


PROFIT FOR YOU! 


Timely, sure-fire sales items now 
available! Quality products that sell 
on sight—merchandised to give you 
a plus margin of profit! For domes- 
tic, industrial and laboratory use... 
everyone's a potential consumer! 










Model No. W-1 


@ HOT PLATE 

Sturdy, one piece metal construction with 
genuine Nichrome element. 600W- 
115V AC-DC. Nickel plated finish. To 
WI Diva cc siocinieneseee-veee $ 1.75 


Model No. C-1 


@ COVERED ELEMENT PLATE 

Compact, safe, sturdy. Element is en- 
tirely enclosed in metal. With attractive 
nickel plated finish 600W-115V AC- 
a 


Model No. WC-101 
@ CHROME COFFEE BREWER 


For alf glass coffee brewers. One piece 
fool-proof, heavy metal construction. No 
handles or legs to break or burn off. 
Heating unit easily removed to facilitate 
cleaning. 600W-115V AC-DC. In 
gleaming Chromium plate. To retail 
LC OO RE OE ee Pee $2.15 


All packed 24 to the carton. 
Available for 220V on special order. 


R. C. VICTOR MANUFACTURIN 


G CO. 


JEFFER N ST 





| Creosote Paint 


| Harrison Paint & Varnish Co., Cau- 
ton, Ohio, is introducing a Dutch Stand- 
| ard creosote preservative paint for coun- 
try residences, barns, fences, roadside 





stands, etc. Known as “Country Estate 
Creosote,” the white paint is said to 
combine the preservative qualities of 
creosote with the finish of oil paint. 
Maker claims that one coat will do the 
trick on the average job. Paint is said 
\o be non-poisonous to animals, and not 
lo yellow with age. Suitable for ap- 
plication on wood, concrete, brick or 
stucco. On rough surfaces 1 gal. covers 
250 to 300 ft., and on smooth surfaces 
coverage of 350 to 400 ft. is obtained. 


Smaco Fly Swatter 


Made of synthetic rubber, the 
“Smaco” fly swatter will not pull out 
from the wire handle, which is made of 
No. 12 wire with full twist, galvanized 
plated. Swatter can be washed as 
maker says it will not dry up and crack 
or scratch furniture. Packed 2 doz. to 
package, 2 gross to a carton, weighing 
about 42 Ibs. Sivon Mfg. Co., 439 Rich- 
mond, Painsville, Ohio. 





Heavy Duty Wheelbarrow 


Model 999, heavy duty wheelbarrow 
has a capacity of 5 cu. ft., and is 271, 
in. wide. Wheel 8’by 4 by 14 in., gage 
pressed steel is in two pieces, bolted 
together with 6 bolts, roller bearing. 
Equipped with tire on wheel, and has 
grease fitting. Body is 1/16 in. heat 
treated aluminum alloy with the round- 
ed edge on top reinforced by steel rod 
in bead. Its handles are 1% in. O.D. 
pipe with 4% in. wall. Legs are 2 in. 
steel by 4 in. thick. Cross trusses % 
in. by 1 in., welded. Tire is 16 in. O.D. 
by 4 in. 4-ply of standard make with 
inner tube, inflate to 60 lbs. Also avail- 
able is solid rubber tire, said to he 
resilient and puncture proof. Wheel- 





WHATS NEW 


barrow shipping weight is 68 lbs. Bor- 
deaux Engineering Co., 649 S. Olive St., 
lransamerica Bldg., Los Angeles, 14, 
Cal. 


Garden Chair 


Vason-Williams Co., 663 N. Wells 
Si., Chicago, 10, Ill., has a light-weight, 
streamlined garden chair made of oak 
and northern ash. Chair has 7 in. 
diameter turned birch wheel for port- 
ability, and 2 in. wide green canvas 
webbing woven on seat and back rest, 








said to be sun-fast. It will fold to 5 in. 
thick for storage, overall size is 181% 
in. wide by 44 in. long. Garden chair 
weighs 18 lbs. Suggested to retail for 
$18.75 it has a lacquered finish. Ship- 
ping weight is 20 lbs. 





Aluminum Flat Beds 


California Pallets, division of Tobey 
International Co., 7005 S. Western Ave., 
Los Angeles 44, Calif., is offering all 
aluminum, heavy duty, flat beds for 
towing and manual handling. Maker 
claims the beds are 1/3 the weight of 
steel or wood models. They range from 
68 lbs. for a 24 by 48 in. truck with 





6 in, wheels to 130 lbs. for the 36 by 72 
in. model with 12 in. wheels. Each of 
the 3 sizes is available with 6 to 12 
in. Aerol casters. Casters are made of 
aluminum alloy with Timken bearings, 
and cured-on rubber tires. Maker 
claims easy rolling load rating for all 
models is 2,000 to 5,000 lbs., depending 
on caster size. Bed is sufficiently flex- 
ible so that the load is always support- 
ed on 4 wheels, regardless of rough 
floor surfaces, says maker. One handle 
is standard equipment, but special 
handles or drags are available, as well 
as automatic couplings for tractors. 
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Thousands of new and remodeled homes, many 
in your town—are calling daily for items like 
these. Hardware dealers who handle them are 
enjoying a multiplicity of quick sales and cus- 
tomer satisfaction. 















@ The Stewart dealer plan offers an opportunity 
for you to make extra profits without investing your 








































































old to 5 in. 
ze is 18% Decorative coat hooks “~~ a AD | money or carrying any of our merchandise. Here’s 
irden chair for both beauty and use- 9 ->~ ws all you do. Send for Stewart literature and famil- 
> retail for ee ag aaa blue and | i | iarize yourself with our products. Then send us the 
ish. Ship- a ee ae woe ‘ inquiries. That’s all there is to it because we do the 
I 
door or surface. Packed one ° % pi guna “ necro 
dozen to the box. A I15c re- ea a oe ee 
tailer (complete with screws.) 
. Distinctive, water- Left: Stewart ornamen- 
of Tobey clear transparent door tal iron lanterns in 
stern Ave., plates. Floral design or plain. f pagent ay — 
fering all Handsome beveled edge. / = oo 2 bi 
beds for Size 2” x 12”. Packed indi- ae & oe 
a “i - 2 combinations of metal. 
z. Maker vidually or two to a set. 
weight of Suggested retail price (with ) , 
ange from screws) 65c to 70c. wT te Right: Stoop railing FN li i 
ruck with sf design M-281. Stewart DS 
railings are made in an | OFT, s 
Handy, streamlined unusually wide varioty |<“ Bvt 















Sie ee ge of designs to meet all 
i ais ty 


drawer and utility pulls requirements, 


in choice of ivory, red and 
black. Two dozen to the box 
or bulk. Sells, complete with 
screws, at 15c each. 









In addition to the items illustrated, Stewart prod- 
ucts comprise: Chain Link Wire Fences and Gates 
for all types of property. Plain and Ornaméntal Iron 
Fences and Gates. Folding and Sliding Steel Gates, 
Balcony, porch and stair Railings in Plain or Or- 
namental Iron. Steel Benches and Settees, Iron and 
Wire Window Guards. Wire Mesh Partitions, Flag 
Poles. Bronze Plaques. Baseball and Tennis Court 








ence % Cable clamps in one. 
. quarter and three-eighths 
es sizes. Ideal for home and 


other construction. Avail- 
able in any bulk amount. 






























36 by 72 
Each of Immediate Delivery from Stock! Backstops. Stadium Seat Brackets, and many other 
6 to 12 Write for samples and prices. products in iron, wire and bronze. Write for litera- 
_— wi If we haven’t what you want in stock, we can ture today! 
Maker mold it for you in sufficient quantities. 
: for all 
pending 
tly flex- 
support- oe 
f rough 
handle 
— PLASTICS CORPORATION THE STEWART IRON WORKS CO., INC. 
—— 308 West Erie Street Chicago 10, Illinois. 1437. STEWART BLOCK, CINCINNATI 1, OHIO 
AGE JUNE 5, 1947 






























































ARMALOY 
SOCKET WRENCHES 


Armaloy Socket Wrenches are 


beautifully finished in Chrome Plate. 
Furnished in five sizes: 1/4", 34", 1/2", 34" and 
I" square drive with a complete assortment 
of drop-forged ratchets and driving units. 
Cataloged, Stocked and Sold singly or in sets 
by leading Industrial Distributors everywhere. 





ARMSTRONG BROS. TOOL CO. 
The Tool Holder People 
314 N. Francisco Ave. Chicago 12, U.S.A. 
Eastern Whse. & Sales Office: 
199 Lafayette Street, N. Y. 12, N. Y. 
Pacific Coast Whse. & Sales Office: 
1275 Mission Street, San Francisco, California 














For 
All angles 
Tight spots 
Around corners 
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JOIC performs and sells. It is the only 

turret-head hand drill on the market. 
Expertly designed and constructed, 
JOIC appeals to craftsmen and hobby- 
ists. Chuck capacity % inch drills. 


Ask your jobber or write: 
JO MANUFACTURING COMPANY 


442 OTIS STREET e ALIF 






OUTH 


made of a selected grade Alloy Steel, heat | 
treated, gauged to closest tolerance and | 








_WAATS NEW 








De-Frost Automatic 


The De-Frost Automatic eliminates 
the necessity of hand defrosting and 
cleaning out excess ice and water. It 


— 4 





maintains a thin film of frost and pre- 
vents ice from accumulating on freez- 
ing unit. To use you merely defrost 
the refrigerator and wipe dry, turn 
pointer clock-wise until it corresponds 
with the time of day and insert De- 
Frost Automatic into wall outlet and 
refrigerator cord into De-Frost Auto- 
matic. Maker claims it steps up the 
efficiency of the refrigerator 50 per cent 
more, as with no ice accumulated on the 
freezing unit, the motor runs less to 
maintain required temperature in the 
refrigerator. Mann-Olsen Sales Co., 
6432 Cass Ave., Detroit 2, Mich., is na- 
tional distributor for the unit, which 
is suggested to retail for $12.95. 


Double Eagle Bike Tires 


Goodyear Tire & Rubber Co. Inc., 
Akron, 16, Ohio, is offering Double 
Eagle Airwheel for bicycles. Maker 
states the extra strong, low stretch two 
ply supertwist body has an overlap 
equivalent to an extra ply directly under 
the tread, which gives added protection. 
Tire has deep cut diamond blocks to 








grip the road and twin riding ribs to 
reduce the rolling resistance. High 
sidewall prisms provide traction on 
turns the maker claims. The Double 
Eagle Airwheels are available in 22 by 
2.125 sizes. 


Milling Machine Vise 


Chicago Tool & Engineering Co., 
8383 S. Chicago Ave., Chicago 17, III. 
is offering a milling machine vise for 
precision work. This vise is equipped 
with a swivel base to afford rapid ac- 
curate set-ups at any radius within 360 
Constructed low, the vise is said 


deg. 





to resist tool pressure and vibration and 
minimize inaccuracy and _ rejections. 
Jaws are made of steel, one groove hori- 
zontally and vertically for holding round 
pieces. Vise has 4 in. jaws, open full 
4 in., overall height, 4% in., depth of 
jaws, 1% in., weight, 21 lbs. Vise is 
suggested to retail for $22.50. 


Magic Kitchen 

The “Magic Kitchen” is a combina- 
tion of an automatic toaster, and three 
hot plates in one compact unit of mod- 
ern design. Hot plates give as much 
heat as an average electric stove, says 





This fact makes it possible 
to cook a complete meal in a limited 


the maker. 


space. International Appliance Co., 
2526 Fifth St., Detroit, Mich. 





Evans Skate Pads 


In the April 10 issue, the suggested 
retail selling price of the Evans Skate 
Strap Pads was omitted. “Evans” Skate 
Strap Pads are made from soft sponge 
rubber, mounted one pad to a card. 
Packed two gross cards to a carton, 
shipping weight 35 lbs., the suggested 
retail selling price is 20 cents per pair. 
Evans Royal Supply Mfg. Co., 446 
Adelphi St., Brooklyn 17, N. Y. 
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Marlin Counter Display 
Marlin Firearms Co., 17 E. 42nd St., 
New York City, 17, offers a jumble 
basket for counter display. Basket is 
6 in. deep, 8% in. wide, and will hold 
from 12 to 18 Marlin double-edge 25- 
cent packages, or single-edge 25 cent 





packages. It is printed in red with 
copy appearing in blue, and is highly 
varnished. Available upon request. 


No-Ho Hand _— 


“No-Ho” hand cleaner is said to re- 
move grease, paint, inks and grime 
easily and quickly, without the use of 
soap and water. Massaging the hands 
with a small amount of No-Ho loosens 
dirt which then can be wiped off with 








NO SOAP 
NEEDED 


EXCELLENT FOR 
ROUGH CHAPPED HANDS 





a cloth or paper towel. Maker claims it 
will not harm the skin. Packed in 1 Ib. 
wide mouth jars. Stoll, Graham & 
Heidersbach, Inc., 4922 W. Division St., 
Chicago, 51, Ill. 


Tube Cutter 

C &C Die Casting Co., Inc., Whit- 
man, Mass. is introducing the tube cut- 
ter with folding reamer blade. Body 
and vise in zinc alloy die-cast with case 
hardened rollers. Tool has a fine thread 
screw adjustment to cut 14% to 4 in. 
tube. Maker says design assures ac- 
curate alignment of the cut. Spring 
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loaded reamer blade folds like a jack- 
knife. 12 tube cutters individually 
boxed to a carton 10 by 6 by 6 in., 
weighing 8 lbs. Six cartons to a mas- 
ter carton, 72 tube cutters, 11 by 11 by 











15 in., weighing 60 lbs. Tube Cutter 


: ; . 
is suggested to retail for $2.25. 





Trimit, Hedge Clipper 


Using a l-screw three-minute assem- 
bly Trimit can be attached to any stand- 
ard \4-in. portable drill. Trimit is used 
for clipping hedges and for pruning 
trees up to % in. thickness. Maker 


states it can’t jam as it has a safety 
guard over moving parts. Trimit weighs 
3% lbs. The suggested retail selling 
price of the tool is $14.95. Woodland 
Products Co., Pittsburgh, 15, Pa. 


baad | 
Piomar' Iron 

Pioneer Products, Inc., Baltimore 15, 
Md., guarantees it’s “Piomar” iron for 
a year. Iron which weighs 442 lbs. 


has 5 way automatic control for any 
type fabric. Streamline in design, 
maker claims even heating over entire 
ironing surface. Piomar has a tip-up 
heel plate and a built-in 7 ft. cord. 
Molded handle is said to remain cool. 
Heat ranges up to 1000 watts. 





COLORFUL 
ATTRACTIVE 








WOOD CHISEL 
DISPLAY 





1 doz. each of 2", 34", and 1" 
per display 


POPULAR 25c. RETAILER! 
GOOD VALUE! 


@ hardened, tempered alloy tool steel 
@ beveled edges, excellent cutting 

@ hardwood handles 

@ heavy steel ferrule 


SEE YOUR JOBBER 


great neck lines— 
hack saw blades— 
molybdenum 
tungsten 
high speed 
keyhole saw blades & handles 
wood chisels & screw drivers 
(plastic or wood handles) 


GREAT NECK SAW 


MANUFACTURERS, INC. 
MINEOLA, N. Y. 









































FOR MARKSMEN, HUNTERS 
OR JUST FOR FUN 


MARK 218 + 22 POWE 
TELESCOPE 






Sell this fast-moving scope. 
Ask your jobber or write to us direct. 


DAVIDSON MANUFACTURING CO. 
5146 Alhambra Avenue, Los Angeles 32, Calif. 











DURBIN-DURCO 


MANUFACTURERS « CERTIFIED PRODUCTS 


LOAD BINDERS 


Drop Forged « Malleable-iron « Steel 





© Heat Treaied + 2 Sizes 
Durbin-Boomer F-1—2 swivels, 34, 1% or 44” chain 
Duroin-Boomer F-2—2 swivels, 1%, 44 or 54” chain 


Malleable Iron ¢ Heat Treated « 5 Sizes 
MIDGET No. 1—1 swivel, 4’ chain 
DELTA No. 1—1 swivel, % or 34" chain 
DIXIE _ No. 1—2 swivels, % or 14” chain 
LONE STAR 1—2 swivels, 7%, % or % "chain 
LONE STAR 2—2 swivels, 7%, 4 or 5%” chain 








WIRE STRETCHERS 
p STEEL CONSTRUCTION 






No. 3—3 Pulleys, plain bearings, 34" rope 
No. 33—3 Pulleys, roller bearings, 3%” rope 
No. 4—4 Pulleys, plain bearings, 44” rope 
No, 44—4 Pulleys, roller bearings, 4” rope 
No. 88—4 ys, roller bearings, 14” rope 


ALL-STEEL ROLLER BEARING HOISTS 





























z Size | Cap. | Ship. Wt. 
No. Pp. Dp. 
o Rene | Lae. a Construction 
12 | 4%" | 2000 | 6 lbs. _| Drop Forged Hook 
! 13 %’ 1000 | 2% lbs. | Malleable Hook 





Shipped with or without rope. 
Write for C 


atalog 
DURBIN-DURCO 


6611 Olive Street Road «+ St. Levis 5, Mo. 
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Simple-Simon Band Saw 


Hamer-Nixon Corp., 402 Swetland 
Bldg., Cleveland 15, Ohio, is offering 
model 80 Simple Simon Band Saw. Saw 
is 37 in. high and 22% in. wide. ]h 
features double ball bearing suspension 
of each wheel with lifetime grease seals. 
Hardened, adjustable roller guides are 
said to give years of trouble-free ser- 
vice. Guard over blade is provided and 
the saw body is heavy ribbed of high 
tensile aluminum. Precision-balanced 
wheels provide smooth operation. Heavy 
spring retains tension on saw blade 
which is said to reduce breakage to a 
minimum. Cast ribbed table tilts from 
0 to 45 deg. Main parts of the saw 
are constructed of durel and aluminum, 
non-tarnishing. Suggested to retail for 
$69.50. 


Plastic Shower Hooks 


The Bowknot Shower Curtain Hooks 
are available in blue, green, peach. 
maize, black and white plastics. 12 are 
placed on a card which is suggested to 
retail for 79 cents. Packed in shipping 
containers, 6 doz. cards, weight, 12 Ibs.. 





12 doz. cards, weight 22 lbs., and 18 
doz. cards, weight, 31 lbs. Werner 
Molded Plastics Co., 295 Fifth Ave., 
New York City 16. 


Anglers’ Almanac 


Anglers’ Almanac, P. O. Drawer 270, 
New London, Conn., is published an- 
nually and sells for $1.00. Containing 
120 pages, this book includes informa- 
tion on season, fees and fishing regula- 
tions for all 48 states, Alaska, and 
Canada. Also on tides and tide cor- 
rections, calendar east coast salt water 
fish, best time to fish in salt water, 
rules for forecasting weather, when to 
fish, fresh water game fish, name and 
location of fins, index fish families and 
index of fish species, bait and fly cast- 
ing champions, fishing methods and in- 
struction, tackle knots, baits, what to do 
in an emergency, etc. 


WHATS NEW 





Eggmaster 


Eggmaster scientifically boils eggs for 
those that are particular. Maker states 
it eliminates burnt fingers and scalds, 





t tte 
and breakage and cracking of eggs. Can 
be used right on the table. Eggs will 
not fall out regardless of position or 
angularity, says maker. Packaged in- 
dividually and suggested to retail for 


$2.98. Artsam Co., 1150 Broadway, 
New York City. 





Garden Dowfume 


“Garden Dowfume” is a soil fumigant 
which can be used safely without 
special equipment by the homegardener, 
according to maker. It contains ethy- 
lene dibromide and is said to control 
effectively wireworms and nematodes. 
Gardener can pour the fumigant from 
the container along trenches 6 in. deep 
running 12 in. apart, or put 2 to 3 
teaspoonfuls in holes six in. deep and 





The label used 
on the qt., pt., and half pt. bottles has 
a green band at the top with the Dow 


12 in. apart each way. 


diamond in brown. Dow Chemical Co., 


Midland, Ghio. 
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Every Customer. IT CAN ADD 25¢ to Almost 
Every Sale You Make... 3314% PROFIT 


These fast-moving Winchester Gun Oil Counter Dis- 
play Merchandisers will convert store traffic ‘‘impulse 
sales”? into additional profits for you. Each packing 
unit carton consists of 2 counter displays and 12 


| ‘ « 3 Oz. cans of Winchester Gun Oil. Unlimited quanti- 
. - 








ties available through your wholesaler NOW—Order 
today. Winchester Repeating Arms Co., New Haven, 
Conn., Division of Olin Industries, Inc. 


_—and you Dealers are waiting for 


-UNION’S New Leaders 
cing of eggs. Can 


able. Eggs will to bring in the overdue Sales 


; of position or 
Packaged in- 


lg Rtn Sha Customers of all ages are keeping in mind the 
, lead-off merchandise featured by Union for 
nearly 90 years of memorable values. We are 
yrateful for your patience and your confidence in 
things-to-come. 


WINCHESTER 


TRADE MARK 
GUN OIL 
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An upped demand for UNioN goods still keeps 
them in short supply. But expanded output is 
coming through and increasingly will be felt” by 
our loyal Dealers. Perhaps slower in coming than 
you expected. but faster in turnover because of 


surprising VALUES. 





“Hold open” for the great new buys in UNION 


Roller and Ice Skates, 
Fishing Tackle, Chisels and 
Screwdrivers, Hack Saw 
Frames, Gun Implements 



















Be sure to stock a com- 
plete line of BANA 


—eronnTe TOY PTO aa estat BE HARDWARE COMPANY 
est growing families. bea 6 . | q Rawal « . | 


| RANA &:cce: TORRINGTON. CONN. 


NEW YORK OFFICE SICHAMBERS STREET 
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BANA COMPANY #116 New edt mery St., Son Francisco 
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“Essentialas a garden hose”’ 


the ROSS ROOT FEEDER \ 


- +. and gardeners all over the 
country are asking for this mod- 
ern garden tool that takes water 
and plant food Right to the Roots 


One southwestern garden editor writes: 
“Gardeners in this part of the country 
have needed a tool like this for years, 
to combat long dry spells. We’re glad 
someone finally came along to help us.” 

Yes — and gardeners everywhere are 
quickly recognizing the many advantages 
of the Ross Root Feeder and Ross Nu- 
trient Cartridges. They teil you it’s just 
plain good sense to fertilize plants where 
the absorptive system is —~ RIGHT IN 
THE ROOTS — using the Root Feeder 
and Ross Nutrient Cartridge. And they 
tell you it makes good sense to put wa- 
ter where it’s always available — put it 
there with the Ross Root Feeder with- 
out burning the plant with inadequate 
intermittent mid-day watering. 

So—it’s good sales sense to be ready 
for your customers with this practical, 
modern garden tool. Order the Ross 
Root Feeder from your jobber now. It 
retails for $4.98 with 12 Ross Nutrient 
Cartridges. Extra cartridges sell for 
$1.00 per dozen. 40% dealer discount 
on both the Ross Root Feeder and Ross 
Nutrient Cartridges. If your jobber can’t 
supply you, write for list of Ross Root 
Feeder distributors. 


ROSS DANIELS, Inc. 


1217 HIGH ST., DES MOINES 9, IOWA 


*Watch for Root Feeder advertising in Better 

Homes and Gardens—just one of the promotional 
| jobs being done by Ross Daniels, Inc., to make 
| the Ross Root Feeder and Ross Nutrient Car- 
tridges the most talked-of gardening items of 1947, 
Among other helps are: counter displays, stuffers, 
advertising mats, garden club activities, etc. 
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The Rost ate 
BETTER BRAND 


mouse and rat 
TRAPS 





| @ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OL TEMPERED SPRINGS 


MeGILL METAL Propucts Co. 
Marengo, Illinois 























Aladdin Picnic Kit 


Aladdin Picnic Kit is made of alumi- 
num and equipped with two Aladdin 
Hy-Lo vacuum bottles for hot and cold 
liquids, each in a separate compartment, 





two knives, forks, spoons and _ plastic 
plates held in place by an elastic band. 
Center compartment is for meal itself. 
Suggested to retail for $14.95. Aladdin 
Industries, Inc., 223 W. Jackson Blvd., 


Chicago 6, Ill. 


Polk's Controlog 


A complete “Controlog” featuring all 
control line model kits has been pre- 
pared by Polk’s Model Crajt Hobbies, 
Inc., 314 Fifth Ave., New York City 1. 
Catalog was designed to give each 
dealer an opportunity to have his own 
sales booklet to give to his customers. 
In addition to the presentation of kits, 
descriptions and prices, it contains 
material on the early history of U- 
Control flying, charts and illustrations 
showing the modeler how to adjust and 
fly his control line craft and how to 
care for his ignition system, etc. On 
front cover is space for each dealer to 
imprint his name. Minimum order is 
100 copies. 


Exhaust Fan 


George B. Klee Co., 3501-27 Colerain 
Ave., Cincinnati 23, Ohio, offers Model 
510, 10 in. exhaust fan which can be 
mounted on upper or lower window 
sash without interfering with curtains. 





—WanTS NEW 


The fan mounts on sliding panels ad- 


justable from 24 to 34 in. windows. It 
is installed with 4 wood screws and can 
be removed from the window without 
removing screws and taken to another 
room. The 10 in. fan is 67 watts, 616 
CFM. and has a sealed motor which re- 
quires no oiling. The outside dimen- 
sions of the frame are 12 by 12 in. 


‘Garage Boy’ Door Opener 


‘Purdy Garage Boy’ Automatic Door 
Operator makes it possible for you to 
drive in your driveway and into the 
garage without getting out of the car 
to open doors. When the car hits the 
contact in the driveway, the garage 
doors open automatically, and when 
leaving the doors close in the same 
manner. The weather proof wheel con- 
tact unit in the runway pulls a cable 
that releases the proper weight on wall 
to open or close the doors. Opening 
action is rapid, making it unnecessary 
to stop the car, and in closing a time- 
element delays the start of the action to 





Doors are 


allow car to get fully clear. 
always subject to hand operation. Con- 
tact-unit resists depression by foot and 
by its rubber top is water-tight. Will 
fit any garage having swinging doors. 
The suggested retail selling price is 
$25.00 and it is packed for shipment 


with installation directions. Does not 
include the two 16 lb. sash weights and 
piping. Purdy Garage Boy Distributors, 
Inc., 21 Franklin Ave., Hewlett, N. Y. 


Lighter Fluid Dispenser 


Zippo Lighter Fluid is available in a 
dispenser with a belled spout bottle. 
Dispenser is said to allow fluid to pour 
smoothly without gushing or slow drip. 
Shipped 24, 4 oz. bottles to the carton, 
Zippo paying half the shipping cost. 
Suggested to retail for 25 cents. Zippo 
Mig. Co., Bradford, Pa. 
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GF wante, 626 : " Place of Many Other Bits 


1otor which re- 
outside dimen- 1 They cut smoother holes, more easily. The 
2 by 12 in bit head has a spur. 
2 Smooth, milied threads on point give posi- 
tive pull, prevent clogging. 
3 The cutter is non-slip — from constant 
tension on clamp. 
& Edges are keener because of hand sharp- 
ening. 


FORSTNER BITS Cut at Any 
Angle, Bore Any Arc of a Circle 
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W. C. HELLER & CO. 


647 BRYANT ST. MONTPELIER, OHIO 


















This bic has no center point, but is guided by its circular 
tim. This is the kind of tool for which pattern-makers, 
woodworking shops and home craftsmen are looking. Fur- 
nished in hand brace shanks from \4“ to 2” and in machine 
shanks from \ " to 3”. 


THE CONNECTICUT VALLEY MFG. CO. 


CENTERBROOK ¢ CONNECTICUT 


Prepare for the 47 Canning Season! 
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Doors are f 
ration. Con- cl . 
by foot and Wright Galvanized Wire Stranc othes- . 
tight. Will lines) . . . in connected lengths . . . All American Pressure 
ging doors. marked every 50’... simplifies your Canner-Cooker Number 7! 
ed as = having constantly in stock any desired 
or shipment a if . No. 20 
Does not length; a a . _—— Precision machined for a metal-on- 
weights and — QUALITY metal bond! No rubber gasket! A 
Distributors, Cushioned center .. . reinforced cable truly professional home unit of solid 
vlett, N. Y. ... by far the best clothesline construc- EXTRA cast aluminum! 
i j r ... solid : 
(50’ a 100" ve — SAFETY with the exclusive All - American 
wal ( = net : double safety valve! 
tilable in a EXTRA ; 
Holds 7 full quart jars or 10 pints 
os oe WRI (; HI ST E E 3 & CAPA cITY —complete with inset cooking pans! 
( 
Paget oie W | Ni <e) If you are unable to obtain All American Pres- 
ping onet. sure Cookers from your jobber, write to — 
nts. Zippo On ae She. Be. AS S. Wisconsin Aluminum Foundry Co., Inc. 
Manitowoc, Wis. 
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Canva-Lastic 
MAKES CANVAS LAST 
WATER-PROOFS 

Awnings 
Binder Canvas 
Tents 
Tarpaulias 
Canoes 
Automobile 
Tops 

Stack Covers, 

Fly Nets, Horse 

Covers, Work 

Jackets, Overalls, Rope, Porch and 

Yard Furniture, Venetian Blinds. 
STOPS MILDEW, WARPING AND 

CHECKING 
Helps keep canvas from shrinking 
Makes them Soft and Pliable 
DIRECTIONS 
Apply with Brush, Rag, Sprayer, or by 
Dipping. 
Dries in 2 to 3 hours 


Covering Capacity: | Gallon waterproofs 
100 to 125 Sq. Ft. 














Manufactured by 


NEATSLENE CO. OMAHA 8, NEBR. 


ROY W. SHEPARD, "SHEP" 























( HERE'S wuar ) 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
blaster. This plastic 
repair material comes 
in powder form... just 
nix with water and 
use. Will not shrink, 
Sticks and stays put. 





WILL NOT SHRINK 
STICKS AND STAYS pify 
i 
a 


Your jobber 
can give im- 
mediate deliv- 
ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-lb. cans 
or four 4-lb. cans to case. 
Also available in 25, 50 
and 100-lb. drunis for 
large industria] users. 


























in POWDER Form 


4 seu. MoRE 4 Ib. cans 4 


Alert hardware dealers sell one 
ease of 4 lb. cans to every two 
cases of 1 lb. cans. Be sure to 
display the 4 Ib. size of Durham's 
Rock-hard Water Putty. It’s the 
big seller to carpenters, painters, 
plumbers, electricians and home- 
craftsmen. 
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Bendix lroner Display 


The display provides a graphic back- 
ground during a demonstration of the 
Bendix Automatic Home Ironer. Only 
the display card in the foreground need 


be moved to demonstrate the ironer. 





Display is 5 ft. wide and 6 ft. high. 
Masonite side panels finished in four 
colors against an ivory background are 
suspended on chains. 


‘Rock-A-Way/’ 


Allied Industries, Inc., 1411 Union 
National Bank Bldg., Wichita 2, Kan.. 
is offering the ‘Rock-A-Way,’ a stream- 
lined version of the old-fashioned rock- 
ing horse. Fabricated of all welded 
steel tubing, it has a solid seat anid 
foot rest. Toy weighs 9 lbs., is 30 in. 
long, 14% in. wide and 16 in. high. 


Tubular steel is bright red and the seat 
and foot rest are yellow. Units are 





WHATS NEW 





22 in., 2 in. from the floor, accommo- 


dates containers and what-not. Truck 
is equipped with two roller bearing side 
wheels and a full swiveling caster with 
antifriction bearings. Maker states the 
balance between the three separate 
wheels almost eliminates all spillage. 
The truck will also work under benches 
and tables. Maker claims the pair of 
3 in. diameter roller: bearing wheels 
with a tough heavy axle welded to the 
base carry a 600 lb. load with a gen- 
erous safety factor. Small fenders are 


located over each of the side wheels to 
guide the boxes as they are loaded. 
Easy-Tote Products, Ine., Arcade, N. 








packed one to a case. The suggeste«| 
retail selling price is $9.95. 


Departmental Truck 


“Easy-Tote” is a general all purpose 
truck which does not require user to 
stoop bend or tug. This is accom- 
plished by utilizing a combination of 
features, including a crank, hook, rigid 
handle and tilting low base plate. Plate 
3/16 in. thick steel base plate, 16 by 





This liquid which is cream-like in 
consistency is in a tube form and easil 
applied with brush or cloth. Make: 
claims one application will waterproo! 
leather articles against rain, snow an 
atmospheric conditions for an entire 
season. Cream is said to soften old 
leather and to act as a base for polish 
and saddle soap. Dewatex Leather 
Dressing is suggested to retail for $1.00 
Dewatex Mfg. Corp., 424 W. 42nd St., 
New York City 18. 
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NOKORODE SOLDERING PASTE 


Will flux all metals except Aluminum. 

Takes the place of acid in all soldering 

jobs. Absolutely non-corrosive, safe as 

resin and rapid as acid. Not affected by 

heat and does not spatter. The solder will 
not turn dark after using, and the work has high 
tensile strength. 


NOKORODE SOLDERING SALTS 


Eliminates the use of corrosive soldering acid and is 
the remedy for all soldering troubles—makes perfect, 
lasting and non-corrosive joints wherever used. Ex- 
tensively used by plumbers, tinsmiths and leading 
manufacturers in all lines. Highly economical, and 
has no disagreeable fumes while under heat—will not 
burn the operator’s hands or clothing. 


NOKORODE SOLDERING FLUID 


Like Nokorode Salts, eliminates the use of corrosive 
soldering acid . . . ready for instant use. Packed in 
one and five gallon containers, also in steel drums 
ee with faucets containing approximately 55 
gallons. 


NO CHARGE FOR CONTAINER 
CORE SOLDERS, NOKORODE, IDEAL ACID, GEM 


RESIN SOLDERS. ALSO MANUFACTURED IN 
PLAIN STRING AND BAR FORM. 


THE M. W. DUNTON COMPANY 


670 EDDY STREET 
PROVIDENCE 3, RHODE ISLAND, U. S$. A- 








TWO SALES-MAKER 
(~ DISPLAYS 


NEW DANDY 
ASSORTMENT 


contains one dozen 
assorted Eagle Oilers 
4—1/3 pint capacity (5' 
straight spout) 
4—1/3 pint capacity (9° 
bent spout) 
4-1/2 pint capacity (5"' 
straight spout) 
I ‘ Entire assortment always 
fe ia — on display and visible 
from all angles 


oOPPER FLATED 


= /sTEtl rl ad 7 


NEW MIDGET 
ASSORTMENT aha 
MIDGET al s 


displays one dozen small 
Eagle steel oilers. The long | & 
spouts get those hard-to- ~~ i fa 
reach places on many arti- 4 CN a 
cles that require a small a a, (he Ps ENT 
amount of oil. 


u 
~ 


These Eagle Oilers are popular for shop, home and farm use. 
Both assortments are packed in colorful and attractive display 
cartons suitable for window or counter trims. They promote 


extra sales and profits. 


Order from your jobber or write 


EAGLE MANUFACTURING COMPANY 


DEPARTMENT HA6é WELLSBURG, WEST VIRGINIA 








Shei: ron 


MEET THE MOST EXACTING 
NEEDS OF THE SKILLED 
CRAFTSMAN 


Not only do Shelton Planes em- 
body outstanding improvements, 
but high precision governs 
throughout. Fine-thread adjust- 
ments and special analysis tool 
steel cutters assure perfection in 
performance. 


SOLD ONLY 
THROUGH 
JOBBERS 


SHELTON PLANE & TOOL MFG. CO. 
SHELTON, CONNECTICUT 


JUNE 5, 1947 


The makers of 


TIME SAVER 
BRUSH CLEANER 


the sensational liquid that 
reconditions hardened paint — 
brushes from 


TER 
3 012 Mes Or = 


will soon oa available to 
jobbers and dealers every- 


to capture new customers! 
This Giant among Brush Cleaners “sells better because 
it serves better”... our PAINT REMOVER, PAINT 
THINNER, ond RUST SOLVENT-PENETRATING OL 
will also sell better because they, too, are made 
to serve better! ... Ask your jobber TODAY for 
these wanted Time Saver products—or send for 
prices, particulars and free testing somples on 
business letterhead. 


TIME SAVER Division of CELCO CORPORATION 


110 EAST 42nd STREET, NEW YORK 17,N_.¥Y 
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SELL SOLAR 
INSECTO LAMPS 


“READY TO SELL” KIT CONTAINS: 
* Complete Lamp Assortment 
* “ Consumer ’’ Literature 
* “ Point-of-Sale’’ Display Basket 
* Merchandise Bonus 


DEALER MAKES 42% PROFIT! 


Cash in on night flying insects this summer! 
Steck and sell Solar INSECTO Lamps! They 
are in big demand everywhere lamps are used 
for indoor and outdoor lighting. 


WRITE NOW ABOUT DEAL NO. E-6A 





SOLAR ELECTRIC CORP. 


FACTORY and SALES OFFICES 
WARREN, PENNSYLVANIA 








niture, 
ORDER NOW FROM *7OOR “OBER 
SUPERIOR FASTENER CORPORATION 
2949 Elston Ave. Chicago (18), ll. 


ae CORDS 


For 
Outboard Motors 
Power Lawn 
Mowers 
and 
Small Gas Engines 
Made by 


HAPCO 


Box 25, Basking Ridge, N. J. 


SPARTER 


.... ANOTHER NAME FOR 


BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AVE., NEW YORK 57, N.Y. 
































Merchandise Classification 


Simplifies Display and Sales 


O speed up sales transactions and 

give the customer better service 
during wartime, many ‘stores re- 
grouped their merchandise according 
to customer needs. In this postwar 
period some stores realize that this 
is still advisable—that merchandise 
might be arranged to a greater ex- 
tent according to the customer’s 
point of view. 

Looking at the matter from the 
customer’s slant, it became apparent 
that goods should be classified on 
the basis of the major features of 
interest. For any line, an analysis 
should be made of the relative im- 
portance of the major features a 
customer must take into account in 
narrowing choice to a single article. 
Such a study will disclose the fun- 
damental arrangement and mer- 
chandise grouping of a stock dis- 
play so as to make buying easier 
for the customer. 


Customer Reaction 


Many stores have discovered that 
it is advisable, in planning display 
fixtures and arrangements of stock 
to think mainly in terms of customer 
reaction. But the use of any par- 
ticular type of display does not alone 
determine its effect on customers. 
Unless the merchandise is properly 
classified, the display set-up will not 
bring about the desired result. Fur- 
thermore, unless proper signs and 
identifications are used with the dis- 
play it cannot function effectively. 

While for some years stores have 
tended to bring their merchandise 
within easier reach, the problem now 
is the degree to which this principle 
of accessibility should be extended. 
The decision will differ, depending 
on the type of store and line of 
merchandise carried. 

The type of merchandise carried 
is a prime consideration in deciding 
the proper display set-up. In one 
type of operation, selling stocks are 
openly displayed so that the cus- 
tomer, unassisted, can select and get 
the item wanted. However, sales- 
people are on hand to help in cases 
of indecision. Again, these sales- 
people may play an important role 





Reprinted from an article in a recent 
issue of Domestic Commerce written by 
Charles H. Sevin, Marketing Division, 
Office of Domestic Commerce and based 
on a survey of hundreds of stores other 





than groceries. 


in promoting sales, and should be 
able to do this more effectively since 
they need not physically present or 
supply merchandise to their cus- 
tomers. 


Flexible Operation 


This type of operation is very 
flexible because selling assistance is 
not required but is provided if de- 
sired. There is nothing in the mer- 
chandise-display set-up which limits 
the customer’s opportunity either for 
self-service or service. Moreover, 
those features which make the mer- 
chandise more accessible to the cus- 
tomer also make it more accessible 
to the salesperson. The effect is to 
reduce appreciably the store’s aver- 
age selling time per transaction. 

Fixtures can be converted and re- 
arranged to make merchandise more 
accessible—to enable customers to 
select and get merchandise with less 


help from salespeople. Extensive 
open-display selling. however. may 


call for changes in lay-out as well 
as in equipment. 

One of these necessary changes in 
lay-out is the elimination of aisles 
for salespeople. Counters that keep 
customers away from open-selling 
stocks should either be removed or 
shifted far enough to invite customer 
traffic into the aisle formerly acces- 
sible only to the salesperson. 


Uniform Size Fixtures 


It is desirable that all floor fix- 
tures be of uniform size. They 
should be about 30 in. high to per- 
mit trays or tier units to be within 
the 21% ft. layer of selling space 
held to be most effective. (One 
authority estimates that, for pur- 


poses of display, the most effective 
selling area is the space lying be- 
tween 30 and 60 in. off the floor.) 
Also, the base fixture should be 
about 30 in. wide, for this is ap- 
proximately the maximum distance 
the average customer can reach 
across easily. Finally, the length of 
a base fixture should be about 60 
in.—that is, twice its width—so that, 
if desired, one base fixture may be 
fitted crosswise or to two others, 
placed back to back. 

Proper signs help both salespeo- 
ple and customers to find the desired 
merchandise as well as to give the 
price, size, and quality information 
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_ 4) SAFETY ROLL, JR. 
7 CAN OPENER 


The World’s Fastest 
Selling Can Opener— 


more than 50 million 


tion 


ion is very 
issistance is 
vided if de- 
in the mer- 
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Moreover, ) 
ke the mer- have already been sold! Safety Roll, Jr. is safe 
to the cus- and simple to use .. . just a twist of the wrist 






does it. Opens square or round cans with equal 
ease. Rugged, all-steel construction throughout. 
A popular item that sells and sells at a low, 


popular price. 
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Extensive VAUGHAN NOVELTY MFG. CO. 
vever, may World’s Largest Manufacturers of Can Openers and Bottle Openers 
nut as well 






CHICAGO 24, ILLINOIS 
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a PUTLERY! The Quality Products of 
e customer . Leading Manufacturers... 
erly acces- - ‘ 
"iia now available at standard prices! 
Send for catalog and price list 
ures 
| floor fix- 
i Ses 24 PIECE | 
gh t - e 
be within Stainless Steel Hundreds of different 
i ‘ . ee } neal 1 
oo \ Mirror-Finish | es yt carta 
for pur- | tomers for only 10c! Just 
st effective ' 93 | send us the lock serial 
belne “t * each set | number. Sterling pad- 
gy leet | locks are easy to open 
the floor.) | and close—and they won’t 
should be | jam or stick. Simply con- 
his is ap- | structed of four perma- 
n distance nently joined parts, with- 
‘an reach THE Ffruse of. Cithery INC out springs or rivets. Sug- 
length of "x DIVISION OF J gested retail: 2%4” size— 
Ger eniagh: — 85c; 134” size—60c. Ab’k 
settee Ay 45 Vesey Street Genera New York 7, N.Y your jobber, or write us. Cold rolled steel shackle 
hea ° e Adequately rust-proofed 
ne yo / e An ideal exposed lock 
8, S 
Y rs G | ROTARY SHACKLE LOCK 
Ra se / ~ 7 STERLING LOCK COMPANY 
) give the | 1301 S. Third St., Minneapolis 4, Minn. 
omation QUARTER-CENTURY OF DEPENDABLE SERVICE 
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pairY a 
s¢ oer ( 
No. 6 


CAPACITY 
60 Ibs. by 
1/10 Ibs. 


For the dairy farmer 
who requires accu- 
rate milk production 
records. Saves money 
by weeding out non- 
producing cows. Ex- 
tra adjustable indi- 
cator can be set to 
deduct weight of 
milk pail. Large, easi- 
ly read graduations 
of one tenth pound 
simplifies computa- 
tion. Dimensions 8” 
x 2” x 17”. Heavy 
construction assures 
years of reliable 
service. 


See your jobber 


HANSON 
SCALE COMPANY 
525 N. Ada St. 
Chicago 22, Ill. 











NOW AVAILABLE! 


NAILS 
STAPLES 





- WIRE CLOTH 

- POULTRY 
NETTING 

- FARM FENCE 

- WINDOW 


SCREEN 


WRITE TODAY FOR PRICES OR 
PHONE STATE 1275 





ALE NTINE 








: 
and other lines the store 


They permit the cus 
tomer to start selection and. 
instances, even carry through a sales 
transaction without help of a sales- 
person. Even when a salesperson is 
present, signs speed the transaction 
making it more satisfactory. 

{ small store that carries a num- 
ber of lines on one floor might place 
signs or silhouette lettering along 
the walls near the ceiling to indicate 
the location of the major depart- 
ments. The customer entering the 
store could tell immediately 
the desired merchandise is located 


necessary. 


where 


carries. 


Signs 


Signs should also inform the cus- 
tomer how the various classifications 
of merchandise are arranged in the 
fixtures. This is especially impor- 
tant in the case of assortment or 
selling-stock displays. The 
merchandise-identification sign on 
each open-display fixture, whether it 
be a rack, shelf cabinet, closed bay 
or table unit, counter section or unit, 
or section of a bin, tray, or compart- 
ment, must clearly show the differ- 
that 


open 


between the merchandise 
the fixture contains 
stocked in similar 


ence 
chandise near-by 
fixtures. 


The Payment Desk 


The use of the payment desk was 
revolutionary of 
practices that 
made possible the handling of an 
expanded volume of business de- 
spite inadequate and inexperienced 


perhaps the most 


wartime retailing 


help. The basic question facing the 
store using the payment desk is 


-/ 
whether to require all customers to | 


be served there or merely to offer 
such service. 


pends partly on the type of mer- 


chandise display used and whether | 


customer must call on a 
sales 


or not the 
salesperson for aid in the 
transaction. 


Fishing Tackle 


One interesting application of this 
system is in the sale of fishing tackle 
where a midwestern store has pro- 
vided complete open-selling displays 
of fishing equipment classified by 
use—fly fishing, bait casting, and so 
on. The entire department is closed 
off except for a small entrance and 
exit past a sales desk where the 
attendant can observe the 
ment and thus discourage theft. Cus- 
tomers are given pans in which to 


in some 





Preferred by master craftsmen 

keener bite and 7 ae} eee Se 

uniform, resilient strands ef finer q 

ity steel. Big 16 unit ¥.4 or : ib. 
ibe. Order from your jebber er direct. 

















and the mer- 


Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 


: UNS 


arench 


cHAM 


MADE IN U.S.A. 


ASK YOUR JOBBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 


HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 








HINE™ 


HINE 











SUPER VALUE 
NAIL CLIPPER 
revatt 2O¢ 


27 Beaver St.. Ansonia, Coss 








The proper answer de- | 


SPAR-TEX 


MAKERS OF BETTER 


PAINTS & ENAMELS 


THE SPARTEX CO., MEW YORK 57,11. Y. 








depart- | 





BUY 
BONDS 








THE H. C. COOK CO. 


















HARDWARE AGE 




































Made 
knob 
nited 
rativ 
screw 









BEER 
CHAMOIS 
;ONSUMER 


NING CORP 
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LI 
OK’S 
Ewe 
ER VALUE 
CLIPPER 
20¢ 


Cc. COOK CO. 


St.. Ansenta, Coss. 


RK 57,1. ¥. 
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COLONIAL BRASS HARDWARE 


DOOR KNOCKERS 

More building means a larger demand 
for Door Knockers. Be prepared! Stock 
the standard KNAPP line! Illustrated is 
No. 302—Colonial Door Knocker. Other 
types available are the Eagle (No. 305) 
and the Guest (No. 301). Original in 
design, they are made of heavy brass, 
individually buffed and polished to a 
high lustre—then lacquered. 





Shipments from Stock—Order Now! 


DOOR STOPS 


Gracefully cast in solid brass, these Door Stops 
come complete with two wood screws. Base 
drilled and countersunk. Durable rubber stop on 
top. Buffed, polished and lacquered. 





CABINET KNOBS 


Made of cast aluminum, graceful in design, these 
knobs are supplied in natural as well as alumi- 
nited brilliant colors to harmonize with any deco- 
rative scheme. Furnished complete with mating 


screw. 





Write for Catalog Page 
JOBBER INQUIRIES INVITED 


KNAPP FOUNDRY COMPANY, Inc. 


GUILFORD, CONN., U.S.A. 


HOSE COILED 


EXTENDS 
LIFE OF HOSE 












Feature this fast-selling, inexpensive 
garden hose hanger. Every house- 
holder is a potential customer. 








@ Holds 75 feet of garden hose 
@ Heavy steel construction 
@ Green enamel finish 
@ Supplied knocked down 

with bolts for easy assembly 
@ Shipped 12 to a carton 
(weight 25 Ibs.) 


The METALOID Co. 


5815 KINSMAN RD. * CLEVELAND 4, OHIO 
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DOOR 
HANGERS 


AND 


TRACKS 


FOR 


INDUSTRIAL 
USE 


* 
HEAVY 


DUTY 


Can be furnished with Ball 
Bearing, Roller Bearing or 
Hyatt Roller Bearing Trolley 
for doors up to 1,000 Ibs.— 
24-31%” thick. 


WAGNER HANGERS 


also available for doors, up 
to 2,000 Ibs. 


See your jobber or dealer 


WAGNER MFG. CO. 


Dept. HA-647 
CEDAR FALLS, 


WAGNE 























IOWA 






















The Tools of 
Good Craftsmen 


Made of the finest steel obtainable .. . elec- 



















trically tempered . . . diamond point tested for 
hardness ... well finished and individually num- 


bered for easy reference in re-ording. 


& 


SOLD 


DASCO 


Forged Hand [ook 


BY LEADING JOBBERS 


DAMASCUS STEEL PRODUCTS CORP.,ROCKFORD, ILL. 
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Immediate Delivery 
READING-CAREFREE 


LAWNMOWERS 










ES 


VLZ 


{ 
TA (et li 
o) JA (a 
J] ———_ 


Light weight—Ball bearing reel— 
semi-pneumatic rubber tires—Tubu- 
lar steel handle with rubber grips— 
5 blades—1I6"—each $16.50. 


Standard packing units of 5. 






Write for the "Lurie Flyer” 
LURIE HARDWARE CO. INC. 
WHOLESALE ONLY 


552 WEST LAKE STREET 
CHICAGO 6, ILLINOIS 


J H. DEVANEY 
| s lowa 
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WIRE FOR HIRE! 


Put wire to work solving your in- 


dustrial problems. You will find it 
a strong, versatile and dependable 
servant. 

And wire forms by Brooks are 
economical; they eliminate the 
need for milling, machining and 
other operations required with 
bar or sheet metal. 


M. S. Brooks & Sons, Chester, Conn. 


Since 1848 


BROGKS HOOKS’ 











| carry the articles selected, and they 
| may spend all the time they desire 
in looking over the equipment. 


Price Competition 


Some retailers feel that price com- 
petition may be intensified. They 
plan to compete through more effi- 


| cient use of selling and: nonselling 


personnel so as to cut pay roll costs. 
Others regard merchandise reclassi- 
fication and open display not as 
means of cutting selling costs but as 
aids to their salespeople in giving 


greater customer satisfaction. 


Farm Facts Forge 
Farm Sales 


of Cascade, 
, sells hardware to farm- 
ers, one recent farm sale totaling 


$150. One of the ways he obtains | 
farmer patronage for his store is | 


through his newspaper ads which are 
always full of information of in- 
terest and value to farmers. A typi- 
cal ad discusses the cow as a “mort- 
gage lifter” 
the ad copy in Mr. Devaney’s own 
words: 


“Why I Consider the Cow 
A Mortgage Lifter" 
“T was born and raised on a farm 
76 years ago. Early in life I was 
introduced to old ‘Bossy’ to do my 


| share toward helping to bring in a 


few dimes to help my parents who 
had not been blessed with much of 
this world’s goods. When I was 12 
years old I hauled milk to a little 
old-fashioned creamery, very crude 
in its operation compared to the 
present day setups. 

“T also hauled the milk of two of 
our neighbors for .07 cents per cwt. 
I had to haul it a distance of about 
2% miles, and these neighbors 
usually had between 100 and 150 
pounds. This wasn’t very big pay 
for me, but even in those days I 
learned the value of a cow and what 
she meant to a poor man, especially 
if he were in debt. 

“In the spring each cow we had 
produced a calf that was raised on 
its mother’s milk, after the cream 
had been taken off, the surplus go- 
ing to the pigs. The calf and the 
pigs provided butter and meat and 
an increase in the herd for the fu- 
ture. The cream and the butter, 
which we sold, provided a reserve 
(Continued on page 179) 


and here is the gist of | 
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GARDENING 


CENTRAL RUBBER PRODUCTS Co. Inc. 


82) DCROADWAY NEW YORK WN Y 











Available 
NOW! 


We can also furnish you with the follewing: 
OIL BURNERS ASBESTOS WICKS 
ALL KINDS OF BRASS FITTINGS 


Le gy meen ~~ co. 
- Box 2 Hartford, Conn. 














‘ 


FOLDING 


CHAIRS 


Upholstered and 
Plain. Many styles 


Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 
CHAIR COMPANY 


1142-A BROADWAY 
NEW YORK 1, N. Y. 





J 











_ EASY TO USE! 










Y ” | acl 
~# 


78 types to cover all price ranges—ail parts 
available. Complete line of "AMERICAN" 
incandescent lamps—our own product at best 
factory discounts. 

JOBBERS—send for catalog and prices. 


THE SAVE LAMP CO., Baltimore 11, MD. 





FOR DETAILS ON THESE TWO 
QUICK MOVING PRODUCTS! 


EASY TO SELL! 


EXCELLENT PROFITS FOR DEALERS! 
% READY PATCH is a ready- 


mixed composition for spacht- 
ling, patching and crack fill- 
ing. M & H BRUSH CLEANER 
soaks paint brushes clean... 
washes out with water. 


M & H LABORATORIES 









4 CE 


HARDWARE 


























RDBSe 
GARDENING 
FLOORWORK 

INOLEUM 


MUM COMFORT 
| DURABILITY 


ODUCTS Co. Inc. 


YORun WN Y 


ATER HEATERS 


Available 
= NOW! 


with the follewing: 
ASBESTOS WICKS 
SS FITTINGS 
.CTURING CO. 
Hartford, Conn. 


: . 
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pholstered and 
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HANDY KEY HOLDER 


3 BIG Reasons 
why these are better: 


1—Superior Quality: 
Made of Brass, will 
not Rust. Nickel 
Plated. 


2—Better Design: 
Safety Catch pre- 
vents loss of keys. 
Positive protection. 


3—Bigger Profits: 
Our low price guar- 
antees profits on this 
fast selling item. 


SUN METAL PRODUCTS 


221 N. LaSalle St. 
Chicago, Ill. 
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— your assurance 
of satisfied customers... 





Oster — outstanding in the erate and keep their keen cut- 
hair-cutting equipment field ting edges throughout long 
for more than 20 years — is life. Increasing importance of 


famous for high standards of personal appearance creates a 
design and construction that substantial demand for Oster 
reallymean something inkeep- Clippers. Stock and promote 
ing your customers “sold.” them to cash in. Order from 
Hand hair clippers for home your jobber. 
and farm use are easy to op- 
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TOP LINE Seto the Hace 
wil a DET TER iron ata LOWER price 


FULLY MODEL 


















The women of America are clamoring for a 
really good electric iron AT A PRICE THEY 
CAN AFFORD TO PAY. HERE IT IS: A super- 
sized, super-speed, fully automatic iron with a 
sealed-in-steel nickel-chrome heating element 
and a 7-heat dial-the-fabric indicator—all for 
















(WITH FULL 
DISCOUNTS) 





All the Features that Women Want in an Iron 


V Fully automatic—7-heat dial—thermostatic control 
gives perfect ironing temperatures for all fabrics. 






V Light weight—weighs only 4 Ibs. Easy to lift. 






V Super-sized—40% more ironing surface. Does more 
ironing in less time and with less current! 







V_ Stay-Cool Plastic Handle—high-riding for hand com- 
fort—and contoured for easy, no-cramp grip. 







V Sealed-in-Steel heating unit, permanently cast in 
34” thick aluminum sole plate, for long life and 
even distribution of heat. 







V Permanently attached cord, protected by flexible 
guard. Placed at side of iron for convenience 






HERE'S HOW 
IT'S MADE 


CUT-AWAY VIEW 
OF SOLE PLATE 



















Nickel chrome element wire surrounded by air-tight 
magnesium oxide is enclosed in seamless steel tubing, 
then cast in molten aluminum 3,4” thick. 












Specifications: 1000 Watts, 110-120 volts 
Packed 3 to a carton—Shipping wt. approx 
14 Ibs. per carton. Suggested List: $7.95. 













The iron that women want at a price that 
women want—ORDER YOUR STOCK TODAY! 


ADDRESS: DEPT. H 
























TENNESSEE VALLEY 
MARKETERS, INC. 


117 NINTH AVE., NO., NASHVILLE 3, TENNESSEE 
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EYE APPEAL... BUY APPEAL 
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Sparkling, dur- ‘«"“ 
able. Heavy- * 
gauge steel plated: § 

by copper, nickely ‘-/- 
and shining chrome? ,.; 














Hefresher * TA Highlander 
Popular design ' = 
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Stove and table mats with the Aristo-mat label 
are the only ones your customers see in 
their favorite magazines. And they’re the 
Fast-selling Colonial 


design. Red, black, 
blue or green on white. 


best quality that money can buy! No 





wonder Aristo-mats sell faster, more 
easily, give greater satisfaction! Your trade 


ADVERTISED IN 
* Good Housekeeping 


knows and appreciates these exclusive Aristo-mat 






features: 1, New, heat-tested ‘“Quad-coat” process 






baked enamel finish. 2. Extra heavy asbestos padding. 
3. Patented, rounded ““Kant-Kut Korners.”’ 4. Underglazed design 
guaranteed not to chip. Check your Aristo-mat stock today! 


* Ladies’ Home Journal 

* Woman's Home Companion 
* Better Homes & Gardens ° 
*& McCall’ 





pod, canister set, cookie can, 
oval waste-basket. Durable 
quality, smart colors 


1315 WEST CONGRESS STREET 


Arite-warekuchen Set > Phoenix Table Mat Company 
: CHICAGO 7, ILLINOIS 


HARDWARE AGE 
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t-selling number with 
plaid center. 
five colors on white 


e Aristo-mat label 
customers see in 
. And they’re the 
ney can buy! No 
sell faster, more 
ction! Your trade 
lusive Aristo-mat 
ad-coat”” process 
isbestos padding. 
iderglazed design 
mat stock today! 


mpamy 
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jor interest on the mortgage and 
after all these receipts we still had 
the cow left for future reproduc- 
tion. 

“I saw this work time and again 
for the wise farmers. The farmer 
who took care of his milking herd; 
weeded out the poor cows; culti- 
vated the quality into better milk- 
ing strains, acquired a good farm, 
yaid for it and raised and educated 
his family. 

“A neighbor of ours owned about 
140 acres of land which he sold to 
w1y father 60 years ago for $35 per 
acre, and bought a 200-acre farm 
with the proceeds. About 45 years 
afterward, knowing they had _ be- 
come well to do. I asked one of this 


jarmer's sons how much they had 
accumulated out of the receipts of 
the 140 acres sold to my father. 

“Roughly about 1900 acres,’ he 
answered. This was in addition to 
cash which had been given two of 
the daughters when they were mar- 
ried. I asked him how they were 
able to acquire so much wealth in 
that time and his answer was ‘milk- 
ing cows and feeding pigs.’ 

“A good cow is truly worth her 
weight in gold. She reaily lifts the 
mortgage. 

“The increase in population, the 
many additional uses for milk at a 
profitable price will enable any man 
who milks cows to keep on a safe, 
financial foundation.” 








Ad Tells Story of Welding School to Prospects 





Welding School 


ONE DAY SESSION 


ALL DAY 








Wed. April 23 


This is a good time to learn about welding. Bring a 
broken machinery part with you—have it welded without 
cost and obtain free welding instructions on how to do it. 


P&H Farm Welder -Model 
TWI-150 Power Factor 

and approved 
by Underwriters Lebora- 
tories. 


You'll also see this P&H Farm Welder in action—the 
welder that is built and approved for the power lines that 
serve you. Also ask to see how easy if cuts through solid 


EVERYONE WELCOME 


Lendved Hardware 


“If It's Good Hardware We Have It” 





When the Lendved Hardware of Clintonville, Wis., had a one-day 
welding school in its store it called the fact to the attention of the 
local farmers and mechanics. The ad got results and there was plenty 
of interest in the school. The ad was three columns wide and 6 in. high. 


In the Good Old Days 





HE following hasn’t anything in 

particular to do with the hard- 
ware business but it is an interesting 
commentary on American life and 
business over the past 100 years. 

In Honiss’ Oyster House, 101-year- 
old Hartford, Conn., restaurant, a 
little card compares living in general 
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and shopkeeping in particular in the 
19th century with today: 

“Honiss’ opened in 1845 when 
women wore hoop skirts, frilled cot- 
ton drawers, did cleaning, washing, 
ironing, raised big families, went to 
church Sundays, were too busy to 
be sick. Men wore whiskers, chop- 














WORKSHOP 
POWER 
ACCESSORIES 










































@ For light-duty power transmission. 

@ Bought eagerly by inventors, home 
craftsmen, farmers, service repair 
men, small manufacturers. 

@ Quality in every item. 

@ Low in price—easy to stock—easy to 
display—easy to sell. q 

@ Helps sell larger power tool equipment. 

Write direct for in- 
teresting bulletin Aé1. 


3249 No. 26 St., Milwaukee 6, Wis. 














The logical 
answer to every need 
for Builders’ Hardware 


beca USE the complete line is so 


diversified that practically every hard- 
ware requirement for modern building is 
included. 


in this line you will find also a wide assort- 
ment of sizes in hinges, door hangers, etc., 
to take care of either light or heavy jobs 

withcustom-built precision. 


National Hardware has 
been a favorite with the 
trade for years. Its inher- 
ent quality is an accepted 
fact, proved by years of 
dependable service 


* 


NAT 
Fg. nal 


NATIONAL MANUFACTURING 


* COMPANY * 


* ILLINOIS 
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Safets 


REG.Y.3 PAT OFF 


BELT LACING 


The all purpose belt lac- 
ing with the patented 
steel binder bars, that: 
(1) hold hooks perma- 
nently in alignment, (2) 
lap over and protect belt 4% 
ends, prevent fraying and 
add to belt life. 














Safety Belt Lacing can be 
applied by any standard 
lacing machine vise lacer 
or put on with a hammer 
if you have an inexpen- 
sive Safety TU-WAY 


‘ Hammer or Vise Lacer. 


SAFETY VISE LACER 


Operating by any ordinary bench vise, 
applies all standard make belt hooks. 























































SAFETY BELT-LACER CO. 


5390 N. Menard Ave. 


Chicago 30, U.S.A. 


: ~ 
_® No. 89 


‘47 " ELECTRIC 
i % DRILL 
1, $2995 
For those 
who sell 
the home 


market... 


. . « here is good news. Speedway 
Blue Line Tools are back. Thou- 
sands of them are being delivered 
to dealers each month. 

Each is a practical useable toel, 
built for work. Each is of im- 
proved design, is correct in speed 
and has a specially wound, long 
life Speedway tool motor. Com- 
prising a clean line of nationally 
known tools of types that are 
bought by home owners, hobbyists, 
garages, schools, farmers and 
workmen everyday—they sell in volume in every 
community. Write for Dealer Proposition. 












Drill Stand 
(less drill) 






| Write for Catalog sheets and discount schedule 


| No. 69 
¥," DRILL 


SPEEDWAY MFG. CO. 
1836 S. 52nd Ave., Cicero, Ill. 
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ped wood, bathed once a_ week, 
drank 10-cent whiskey, 5-cent beer, 
worked 12 hours a day and lived to 
ripe old age. Stores burned coal oil 
lamps, carried everything from a 
needle to a plow, trusted everybody, 
never took inventory, placed orders 
for goods a year in advance and al- 
ways made money. 

“Now women wear an ounce of 
underwear, smoke. paint, powder, 
drink cocktails. have pet dogs and 
go in for politics. Men have high 


blood little hair, bathe 
twice a day, are misunderstood at 
home, play the stock market, drink 
poison, work five hours a day and 
die young. Stores have electric 
lights, cash registers, elevators, but 


pressure, 


never what the customer wants, trust 
nobody, take inventory daily, never 
buy in advance, have overhead, 
markup, markdowns, stock control, 
dollar day, founder's day, rummage 
sales. economy days, and never make 
any money.” 





Coming Conventions and Events 
Corrected Each Issue According to Latest Data 


American Hardware Manufac- 
turers Association, 93rd semi-annual 
convention, Oct. 13-16, 1947, at Atlantic 
City, N. J., meeting jointly with the 
53rd annual convention of The National 
Wholesale Hardware Association. Marl- 
borough-Blenheim Hotel is convention 
headquarters. Charles F. Rockwell is 
secretary of the manufacturers’ associa- 
tion with headquariers at 342 Madison 
Ave., New York City, and Thomas A. 
Fernley, Jr., is executive secretary of 
the wholesalers’ association with head- 
quarters at 505 Arch St., Philadelphia. 

Associated Pot and Kettle Clubs 
of America, annual convention, June 
22-25, 1947, at Feather River Inn, 
Blairsden, Calif. Fred C. Wood Co., San 
Francisco, Calif., is secretary. 

Carolinas, Hardware Association of 
the, annual convention, June 10-11, 
1947, at the Hotel Columbia, Columbia, 
S. C. Sally Couch Masten, 118 E. 
Fourth St., Charlotte 1, N. C., acting 
secretary. 

International Housefurnishings 
Market, July 7-19, 1947, at the Mer- 
chandise Mart, Chicago, IIl. 

Mississippi Retail Hardware & Im- 
plement Assn., annual convention, June 
9-10, 1947, Buena Vista Hotel, Biloxi. 
David O. Mansfield, 226 S. State St., 
Jackson, secretary. 

National Contract Hardware 
Assn., annual convention, and Nation- 
al Builders’ Hardware Exposition, 
Sept. 8-11, 1947, at the Palmer House, 
Chicago, Il]. John R. Schoemer, 420 
Madison Ave., New York 17, N. Y., is 
managing director. 

National Hardware Show, Oct. 
15-18, 1947, at the Grand Central Pal- 
ace, New York City. Frank Yeager, 331 
Madison Ave., New York City, manag- 
ing director. 

National Retail Hardware Asso- 
ciation, 48th annual Congress, June 
16-19, 1947, at the Hotel Statler, Cleve- 
land, Ohio, Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis, Ind., 
managing director. 


National Wholesale Hardware 








Association, 53rd annual convention, 
Oct. 13-16, 1947, at Atlantic City, N. J., 
meeting jointly with the 93rd _ semi- 


annual convention of the American 
Hardware Manufacturers’ Association. 
Convention headquarters will be the 
Marlborough-Blenheim Hotel. Thomas 
A. Fernley, Jr., is executive secretary 
of the wholesalers’ association with 
headquarters at 505 Arch St., Phila- 
delphia, Pa., and Charles F. Rockwell 
is secretary of the manufacturers’ asso- 
ciation with headquarters at 342 Madi- 
son Ave., New York City. 

Store Modernization Show, first 
annual, week of July 7, 1947, at the 
Grand Central Palace, New York City. 
Sponsored ‘by Store Modernization 
Show, Inc., Grand Central Palace, New 
York, with John W. H. Evans, manag- 


ing director. 





Correct Answers to 
Test Your Hardware Sense 
(Questions on page 106) 


1—Answer. One gallon of paint 
needed. 
2—Answer. Present inventory is 


$14,000. Inventory at first of year 
$10,000 plus purchases $18,000 
equals $28,000 less $14,000 cost of 
goods sold equals new inventory of 
$14,000. 

3—Answer. Total tax due $5.50. 
4—Answer. Deduct $1,500 exempt 
wages leaving balance of $12,500 
against which the tax applies. Con- 
tribution would be $337.50. 


5—Answer. Discount $35.20. 
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~ 114" 
TUBULAR “P” TRAP 


Chrome plated brass 






























ANDER? 


When you buy rental floor surfacing equipment, look 


for the name and what's back of it besides a sander! 













(7 Means QUALITY 


AR in Brass 
“1/7 Plumbing supplies 
FEATURING A COMPLETE LINE: 


Combination Faucet - Basin Supplies 
Basin Cocks - Ball Joint Shower 
Heads - Center Sets - Duo Strainers 
Flush Ells - Tank Levers - P.O. Plugs 
Showers « Strainers - Traps - Valves - 


Look at the company behind the product and into the | 
source and supply of parts pr service. Occasional over- | 
hauling and servicing is Necessary on any mechanical 
equipment and time lost through lack of repair facilities 
will be costly. 

For approximately twenty-five years American dis- 
tributors have steadily dperated, even through depres; 
sion and war, to serve machine owners. These distrib 
utors located in thirey | principal cities have complete 
stocks of parts and factory-trained mechanics. They 
are thus able to render prompt service on American 
machines in all sections of the United States. Re- 
member, no American machine has ever become an 


“orphan” nor long been out of service. 











For location of nearest American factory- 






trained distributor write— 












THE/ AMERICAN FLOOR SURFACING 
MACHINE COMPANY 
SO. ST. CLAIR STREET * TOLEDO 4, OHIO 



















oak. PMCRICAN ™~ 
“AE RCING MACHIng to 





OFFSET BATH 
SUPPLIES 


1'‘' TUBULAR “S” TRAP 
Chrome plated brass 





] 





Send for Our % 


VISAR BRASS MANUFACTURING CO. tne 


100 NORTH Ist STREET - BROOKLYN 11, N.Y. 


Illustrated Catalog 
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Az Last! THE HANDY HOUSEHOLD TOOL 


Stelray SELF CENTERING PUNCH 


Starts holes for NAILS 

or SCREWS ... at 

angles ... tight spots 
+ corners. 

















Get a supply 
on display ... 


TODAY ! 





ak 
LL 


! 
tures, shelves, brackets, racks. 
Expertly designed and construct- 
ed. Appeals to hobbyists and 
‘i craftsmen. 


~ 


b: Ask your Jobber — or write. 
One dozen to Easel board 
The “PUNCH BOARD” that really pays off. 


STELRAY METAL PRODUCTS INC. 




















PACKED IN 
COLORFUL NEW 





50-foot rolls now packed 
inacolorful, self-service 
carton for counter 
display. 


STOVE PIPE WIRE 
IN UTILITY ROLL Zinc-coated to pre- 


vent rust. 18, 19, or 20 gauge galvanized steel. 
50-foot utility rolls. Specify PESCO — order 
from your jobber. 






PEKIN SPECIALTY COMPANY 


PEKIN, ILLINOIS 
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MACNETIC 











~ mA RK Ge 


BRA OTMASTER 











SELECTION READY 7O DRivé 





HANDY FOR ALL MECHANICS 


e AUTO MECHANICS 
@ REPAIR MEN 
e RADIO MECHANICS 


@ HANDY MEN 
e@ CABINET MAKERS 
@ DISPLAY MEN 


e CARPENTERS 
e ELECTRICIANS 
@ WINDOW TRIMMERS 


No Tool Kit Complete without BRADMASTER 


ATTRACTIVE DEALER PRICES ~- PLEASE WRITE US 


MARKWELL MFG. CO.inc. 









200 HUDSON JST. 
NEW YORK,N.Y. 








Edges Won't 
Curl nor Split 


— because their blades 
are made of TEM-CROSS 
Ingersoll Process Steel. 
It is cross-rolled to give an 
interlocking mesh-grain structure 
and heat-treated to hold edge 
keenness and to resist curling 
and splitting. Write for prices 
on 


INGERSOLL SHOVELS 
"A Borg-Warner Product” 
Address Dept. H.A. 
INGERSOLL STEEL DIVISION 


Borg-Warner Corporation, New Castle, Ind. 

















When You Know 
The Trade-Name— 


of a certain product and want to know "Who Makes It?” 
look in the General Directory Section of the "Who Makes It?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heeding of the Item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your “Who Makes It?" 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 
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ATTRACTIVE BOX 


Two color carton 


Henrys FLOWER PICKER 


AND LADIES’ PRUNING SHEAR, NO. 4770 


appeals to 


se 





No. 4770 HENRY’S FLOWER PICKER. 7 in. 
size. Drop forged steel. Chrome plated. 
Finest Quality Pruning Shears Since 1860 The -right style and weight for ladies’ 


THE J. T. HENRY’ MANUFACTURING CO. e HAMDEN, CONN _hendy pruning shear. 


Trade Mark Registered 














A PROFIT BUILDER! 








Priced to Sell 


[ANICS List $6.90 Doz. 


JTO MECHANICS 


Dies Ideal 3é6% Latch | 

















DMASTER For swinging doors up to 2" thick 
on farm buildings, gates, garages, etc. 

whet THESE FEATURES BUILD REPEAT SALES! 
200 HUDSON JST. 
CONVENIENT 

© Gravity type holds doors open as well as closed 

® Positive latching . . . not affected by shrinking or swelling —— 

= © Handles roomy enough for large hand with mitten (gearing 


e Will not freeze or bind . . . cannot catch harness 


DURABLE sate EASILY INSTALLED 


° 1 aaa . ++ Mo pins, nuts or springs to work loose or ry A G I Cc A Ki i 


© Bore one hole (%" to |") in door and insert screws 


Yes, everyone's talking about... 


And no wonder. Housewives, Doctors, Dentists, In- 


Sold Only Through Hardware Distributors stitutional users—they all marvel at its new, revolu- 
- : " tionary features: Full five-gallon all - aluminum 
Satisfaction Guaranteed inner container; enclosed mechanism; feather touch 


recessed step-on pedal; streamlined design; rubber 
Qbeacl Uhass. Works. cushioned top for silent operation; all in attractive 


satin finish aluminum! 
250 E.5th STREET esenige 


See Your Jobber or Distributor, Or Write Direct. 


ST. PAUL iy MINN. WE INVITE INQUIRIES FROM INTERESTED JOBBERS 
Manufacturers of Builders’ Hardware Specialities, such as Ideal 
Screen Door Latches, Barn Door Latches, Storm Sash Adjusters, BINSWANGER-HEN KIN Industries 
Screen Door Hinges, Casement Sash Friction Stays and Other - 
Popular Items 641 Union Ave. Memphis, Tenn. 


























'NO HEATING MAKES GLUING EASIER WITH FRANKLIN | 


= 
== 


NUTS! THERE GOES THE PHONE || HFLLO! HOLD THE LINE.I'M WHY DON'T You USE a 


JUST AST WAS HEATING THIS |! COOKING GLUE........ FRANKLIN GLUE? | 


SMELLY GLUE / 
' IT NEEDS NO HEATING, HENCE 


















NATIONAL ADVERTISING SAYS, 
“AT YOUR HARDWARE DEALER” 


FRANKLIN 
Genuine HIDE GLUE 














10 Makes It?” 
ho Makes It?” 
ne. You'll find 
ng of the item 














find the name READY-TO-USE 
aker arranged imple sent when reques 
ho Makes It?” rapenag oer ny hee oer 
wants quickly. 2 
sE 2 & alg °\/ = 4] THE FRANKLIN GLUE CO. 
k17,.N.Y , : ’ 7 COLUMBUS 15, OHIO 
+ e . 
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* MARSHALLTOWN TROWELS * 











/ cxf BD rms Lore | 


MARSHALLTOWN TROWEL COMPANY 


MARSHALLTOWN 





* MARSHALLTOWN, 


IOWA 
































MIDGI 
MOWER 


The new lawn trimmer 
that gets the ragged edges 
left by the lawn mower 


Midgi-Mower makes lawn trimming 
easy. No more stooping or squatting. No 

more backaches. Just stand and turn the 
handle while Midgi-Mower does the work. 


your spring order NO 


Exclusive Sales Agents 





It adds up to real sales and profit possibilities 
for progressive jobbers and retailers. Place 


LEHR EQUIPMENT SALES, INC. 


JOBBERS 

DEALERS 

Order yours 
NOW! 


A real 
seller at 


$14.95 


retail 


98 S. 6th St., RICHMOND, INDIANA 

































Established 1876 


32 



















CAMILLUS CUTLERY COMPANY, New York 17, N.Y. 
row ae Factory at Camillus, N. Y. 


TS MFG. CO. 


OFFICES— 4041 RIDGE AVE., PHILADELPHIA 29, PA. 


Made for long 
life and look as 
good as they cre — Write 
today for complete information 
about Superior V-Belt deals for Re- 
frigerators and Washing Machines. 








2=s 








BOX WICKING 


Amn » 1% 

DE REINFORCED 
TH 
T 


! 
| 
$s 





1/4", 1H" 


CHROME 


EEL BAND 


Oil 





Burners @ Port- 






CAPACITY 40 GAL. cams 
TANK; 8 TURN COIL } 


Copper Hot Water 








Coils © 3 Gal Metal j 
Tank Stands @ Range } 


able Space Heaters iy 


Kerosene Cook i 
Stoves, Etc. 


IMMEDIATE 


DELIVERY 


VW Write i Department 


R 


For fRrice List. 


PILGRIM OIL BURNER MFG. CO. 


HARTFORD 1, 


CONN. 








BAROMETRIC DRAFT 
RS 


Quabity Pays... 


The many exclusive features of 


the Deluxe Model 406 pay off in 


COLE DRAFT 
GOVERNOR 










complete 


Fully automatic, 


customer 






satisfaction. 
self-lubricating 


bearings, accurately balanced. 


Carefully built 


operation. 


for troublefree 


Order Now for Fall Delivery 
Cole-Sewell Engineering Co. 


Ave.—St. Paul 4, Minn. 





















2288 University 








chemical fertilizers while watering the garden. 


PRE-SOLD BY NATIONAL NEWS- 
PAPER ADVERTISING—ORDER 
YOUR SUPPLY NOW! 


A profitable item 
fo carry... 


Perfected to fertilize lawns and plants with 


Retails in most markets for $1.45. 


THE CHAS. H.LILLY C 















DISTRIBUTORS 


sy Seattle 4, Wn. 








MN. 


CABINET HARDWARE 





BUILDERS HARDWARE 


CABINET LOC 


LS 


HARDWARE AGE 


NATIONAL LOCK COMPANY ROCKFORD, ILLINOIS 
Your "Ul Prom Oue Source” Hardware Manufacturer 


SCREWS AND BOLTS 

































<< ~ > 
$ Guaranteed by > 
Good Housekeeping 


Nioras' ‘Apveansto are 





fool BRUSH-TOP SPOT REMOVER 
with Vacu-Top Applicator 


Here’s an item that is easy to sell because you give plus 
value. High quality SAFEWAY cleaning fluid with convenient, 
economical Vacu-Top applicator. Backed by 173 million 
consumer ads in 1947. 25c retail. Liberal discounts. 
for sample and details. 


SAFEWAY CHEMICAL COMPANY 
5709 Walworth Avenue . 


Write 


aa 




























FINISH: Green Enamel. 
POST: High carbon welded 


olpe.) 7 feet long x I'/-Inch 
diameter. 


heavy, with plenty of line 


space. 





concrete. 

finish. 
PACKED: Four complete posh 

a In heavy waterproo! 





wamueets 56 Ibs. per set of 


Immediate Delivery 9 nscale 


CHENEY INDUSTRIES, Dept. H 
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HANDLE-TIGHT CLAMP] 


AVAILABLE NOW TO 










Simple, ingenious Device! 
Quickly Attached by Anyone! Allows Rougher Usage! 


Safety-Tight for More Efficient Cleaning. Feature the New 
Minute Mop HANDLE-TIGHT CLAMP. A real sales getter, 
CLAMP a profit-builder that fits any MINUTE MOP you have in 
ALONE stock. Locks the DuPont Cellulose Sponge Mop-nead securely 
Retail to handle. Gives mop an amazing efficiency. No need to 1eturn 
and List your stock of mops for this improvement. Simply order 
Priee HANDLE-TIGHT CLAMPS today from your jobber—for 
Be IMMEDIATE DELIVERY. 
APIECE Packed | doz. Clamps to a box; 6 Boxes In a Shipping Carton 


MINUTE MOP (0. 2.6¢23.:%:5" 


CHICAGO 16 ILL. 






















Available in green, maroon and 
black, this beautiful, streamlined 
plastic mail box is wanted by mil- 
lions. Its new and convenient ex- 
clusive features 
make it immediately 
attractive to pros- 
pective buyers. 


ACME PRODUCTS 00. *°ene cn bav.wis. | 














steel tube. (Four times | 
stronger than commen black | 


HOOKS: New design, strong | 


SOCKET: Heavy steel tubing. | 
16" long. Sets In ground or | 
Black ename! | 


} 


| GD 
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THE POLISH(IS RIGHT 
IN CADIE CLOTHS 
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MN 


presents the original 


 SHU-HAT-TIE-RAK 


“ First time in five 


years ! Original Shu- 
Hat-Tie Rak at 
only $3.98. Millions 
of pieces sold when 
presented in 1935. 
Fits any door, in 
any closet. Clear 
nickel- 
hold- 


White Pine, 
plated racks, 


| ers. Holds twelve 


pairs of shoes, six 
hats, scores of ties, 


~ belts, scarves. 


ACCESSORIES Comes completely 
set up. Use on wall 
of spare room or 

SEE YOUR J bathroom door. 22” 
— wide, 67” long. 
WHOLESALER _— 





BATHROOM AND KITCHEN ACCESSORIES 
“DESIGNED TO MAKE THE PASSER-BUY” 


THE AUTOYRE COMPANY + OAKVILLE, CONN 


JUNE 5, 1947 





~~ SwinG-AWay 


Reg 


U. 8S. Pat. Off 


CAN OPENER 


$925 
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THE NEW SISLEY NOZZLE 





IS OUTSTANDING 


IN SALES APPEAL [look at it) 

IN DESIGN (examine its features) 

IN CONSTRUCTION (look inside) 

IN PERFORMANCE [try it on your hose) 

IN RUGGEDNESS (test it) 

IN VALUE (at $1.00 list it is the outstanding noz- 
zle value for 1947) 


Its new exclusive seal will not leak at any normal 
water pressure and it actually improves with use. It 
sprays farther or finer with fine adjustment range. 
It's made of tough non-ferrous corrosion resisting 
alloy. Bright nickel plated for enduring beauty. 


LIST—$1.00 


Attractive Counter Displays available soon. See your jobber or 
write us 


SISLEY PRODUCTS, INC. 


2282 ALBION ST. TOLEDO 6, OHIO 














Lawn Mowers 
a 


POUNDS LIGHTER + LAST F 


LONGER * CUT SMOOTHER j 

f 
Five blade reel. Crucible tool 
steel knives. Chrome steel 
ball bearings. Fully enclosed ‘ 
gears. Two oil cups in each 
side plate. 10” wheels. Semi- 
pneumatic rubber tires. Rub- 
ber roller. Tubular steel 
handle with rubber grips, 
stands vertical for easy 
storage. 


Tough aluminum alloy castings 
for lightness and strength. Steel, 
bronze or rubber at all wear 
points. Easy running and smooth 
cutting as their stream-line ap- 
pearance promises. Yet with 
greater shock resistance and dur- 
ability than the heavy pre-war 
models. 


MODEL 400 DeLUXE 
16” cut rh 


ORDER NOW 


Strictly reliable 
merchandise that 
is coming off the 
assembly line in a 






steady volume. 
Prompt deliveries 
assured. Send for 
particulars NOW! 


Si 
MAS PODS 12224 Aectering Ce. 
LAWN MOWERS SINCE 1880 
Springfield, Ohio 
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| a glove. 













Immediate PROFIT-MAKER 
Low-Cost OUTDOOR FIREPLACE 


LIST PRICE 
$15.45 


f.o.b. Huntington, Ind. 


Prompt delivery 

offers you extra profits NOW. This ready-to-install, 
all-metal Model OF-28 is priced to sell easily in the 
| mass market. Insures correct fireplace structure and 
| efficient operation always. Masonry fits around it like 


Burns any solid fuel. Size 23" high, 26" 
long, 13" wide. Cash in on this season’s demands. 


Write for OF-28 details today. 


The Majestic Co. 


836 Erie St. Huntington, Ind. 





IN OUR 
4™H HALF-CENTURY 


PEXTO 


= SINCE Fae == 


Before many of the others 


had even begun, this really old 


reliable factory was supplying 


moked B 


which enabled your kind of 
business to enjoy a PROFIT!| 


AND WE'RE STILL GOING STRONG 
“There's +¢ Reason” | 


ASK OUR WHOLESALE DISTRIBUTORS| 


HARDWARE AGE 























FOR BEST SERVICE ON THESE STEADY SELLERS, ALWAYS DEPEND ON<e-e 


es fic SS wm tem Slvuntantias an 


Ff a g OF BOLTS 
-,8 Bright Zinc Plated 650 West Lake Street Chicago 6, Illinois 
2ssities SCREEN DOOR BRACES 


THE FINEST HARDWARE— CORRECTLY DESIGNED TO GIVE GREATEST STRENGTH 





























































ae 
ACE AVAILABLE IN THREE 
AC SIZES 
mal 7 Pn LeBus Forged Steei Load Binders 
NIT it 4 types milled je are now available in three sizes, 
. jaws, packedin B~ | | to meet every load binder require- 
pocketsize roll. ff | f ment. Type "A" for light industrial 
DEL P . | f and heavy farming work; Type "'C" 
| | for heavy industrial hauling; Type 
5.28 "L" for logging and oil field haul- 
Me | | ing where heaviest equipment and 
ay,” long. Handy bes large chain are required. 
' Mechanics, Hobbyists, 
ICE A V Electricians, Craftsmen, ALL SIZES ARE FULLY 
Homeowners, etc. | | GUARANTEED... 
5 SOLD ONLY THROUGH 
RECOGNIZED JOBBERS 
fon, Ind. AND DISTRIBUTORS 
cas A 9 
* THE i ®) | 
‘nstoll, fy yre K TOOLS LEBUS ROTARY TOOL WORKS 
in the K-D MFG. co. LANCASTER .PA. P. O. BOX 2352 LONGVIEW, TEXAS 
re and { 





| it like a 
lh, 26" 
tands. 














ELECTRIC RANGES + ELECTRIC WATER HEATERS - OIL RANGES + PORTABLE OVENS - OIL HEATERS + WICKS 


LINDEMANN & HOVERSON COMPANY 
MILWAUKEE 7, WISCONSIN 





Oo. 
, Ind. 


















Developed Purposely for Rink Skaters . . . Priced 
Right to Promote Public Demand. 


WRITE FOR COMPLETE INFORMATION 


PRODUCTS CORP. now. piv. nasa Kokomo, Ind. 




























SILOO FUEL OIL TANK SOLVENT 


e others CLEARS and CLEANS 
CLOGGED OIL BURNER SYSTEMS 








PERFECTION floating WASHER 


Washer profits-go up with Per- 
fection floating Washers. Engineered 
to eliminate friction and prolong 
washer life. Perfect water seal is 
assured. The floating washer stops 





just pour Inte 
tank or drem 


eally old 


WRITE FOR DETAILS 





Dh RESIDUES 


[Dot troleum Solvents 


Tele) halare 


WASHER 


STOPS PROFITS faucet drip...ends water waste. 
CORPORATION WASHER Available in Y%4", %" and ” 
TROUBLES sizes. Order through wholesale 

Tank Solvents Division beainentiiien, 


General Offices: 331 Madison Ave., New York 17, N. Y. 
Plant and Laboratories: Port Reading, New Jersey 
Petroleum Solvents Corp., of Canada, Ltd. 
Dominion Square Bidg., Montreal 


% Manufacturers of famous SILOO Sludge Solveat for automobiles 




















PLYMOUTH 


Cndagef PLYMOUTH, MASS. 


TE ROPE YOU CAN TRUST BECAUSE IT 1S ENGINEERED FOR YOUR J0B 





DWARE AGE 
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Help Wanted, Accounts Wanted ‘ 
Business Opportunities BOXED DISPLAY RATES 
| Representatives Wanted, etc. $8.00 Per Column Inch 
Set solid, maximum, 50 words....... 65.00 
Each additional word......... 10 Cuts or special borders not allowed. 
= *DISCOUNTS FOR BOXED DISPLAY ADS 
Positions Wanted 5% discount for 4 or more insertions. 
(Special Rate) set solid, maximum, No Agency Commission allowed on Classified 
CP SEE. sc vccccntscworeessten -+- 82.00 Advertising. 
Each additional word steeree o- 05 REMITTANCE MUST ACCOMPANY ORDER 
Aliew Seven Words for Keyed Address Send check or money order, 
or Your Address not currency er stamps. 








Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 

HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies te 


HARDWARE AGE 


Classified Opportunities Dept. 




















100 East 42ad St., New York 17, N. Y. 











C Help Wanted _—«*dé Help Wanted | | (Sales Representatives Wanted] 

























WANTED: OWNER OF A LARGE HARD- 
| WARE STORE IN THE PIEDMONT SEC- 


TION OF SOUTH CAROLINA wishes to Con- WA N T E D i 
tact a Man as Manager for the Store, excellent e 


salary with bonus and with the opportunity to 
purchase a part or all of the stock. Owner ex- 
pects to retire. Only: the highest type business H A D WA 
executive need apply. Address Box L-278, care 


of Harpware Acre, 100 East 42nd St., New 
York 17, N. Y. B U Y E R 


To take full charge of department 
in Southern California retail 


j chain. Write and give full particu- 
| lars including salary, experience, 


etc. P. O. Box 1434, Del Valle 


ASSISTANT Station, Los Angeles 15, Calif. 


| A fine future open 























| with long established | | eypEeRiENCED, AGGRESSIVE 
maker of fastening devices | | HARDWARE BUSINESS 
A real opportunity for a man who is EXECUTIVE WANTED 
(1) experienced in sales operations : 
through industrial supply outlets; TO HEAD 50 YEAR OLD WHOLESALE 
2) an able eaten er sg nang 4 (3) AND RETAIL HARDWARE COMPANY 
ree to travel out o ew Yor ead- 
quarters occasionally; (4) willing to IN SOUTH FLORIDA. CORPORA- 
“work up” to a major executive post. TION UNDERGOING EXPANSION. 
Salary open. Write fully about your UNUSUAL OPPORTUNITY. 


background. Enclose photo. Inter- 


view in New York, expenses paid. Write, giving full details of experience, 
age, background to 


Address Box L-255, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. | a ee. ee ue ay. 




















































Exceptional Opening for | (Sales Representatives Wanted } 


ok As MANUFACTURER DESIRES 
O HAVE ONE OR TWO EXPORTERS OR | 
DISTRIBUTORS in the U.S.A. buying on own 
account Bench Vises, & Tool Grinders. Good 


a deliveries, Address Box L-229, care of HARDWARE | 
to cover Mid-West Ace, 100 East 42nd St., New York 17, N. Y. | 


Metalworking Industry — 
Selling Experience Desirable | Sideline Salesmen Wanted! 





But Not Essential We offer prompt shipments on | | 
Nationally known manufacturer of produc- | || MEDICINE CABINETS, HAMPERS, CASTERS, 
tion material wants man to advise cus- DRYERS, LAMPS, MIRRORS, RUGS, WASTE 
tomers on applications—not take orders— BASKETS, HIGH CHAIRS, IRONING BOARDS, 
oe ee ee, wee FOLDING CHAIRS, LAWN TABLES, WIRE, 
ar’ le’ Ge Gaamiaieeds ee oe. BREADBOXES, LIGHTING FIXTURES, CURTAIN 
ones. RODS, ROLLING PINS, KITCHEN CABINETS, | | 


| Requirements: Varied knowledge of metal- PAPER WARDROBES, TOWEL RACKS, FENCE | | 


working production gained by plant work POSTS, RADIATOR COVERS, CHIMES, BICY- 
or selling; ability to travel extensively CLE BASKETS, AUTO SEATS, THERMOMETERS, | | 
' away from home. Write in detail about SCOOTERS, GRATERS. | 
| background. Interview ervenged at New : | 
York headquarters; expenses paid. } | 
| . KR . 
. Address Box L-254, eare of HARDWARE AGE | | The WALTER S AUS CO 











100 East 42nd St., New York 17, N. Y. | | WOODSIDE NEW YORK 





SALESMEN, SIDE LINE, PLUMBING 
AND HEATING SPECIALTIES, calling on 
Hardware and Dept. Stores. We can use several 
Salesmen throughout the Country to sell our line 
| On a commission basis. Address Grace eg ing 
| Specialty Co., 50 Snyder Ave., Brooklyn | 26, N. Y. 

WE CAN HELP EACH OTHER, IF Yas 
ARE AN EXPERIENCED SALESMAN, WHO 
CAN FURNISH GOOD REFERENCES, AND 
HAVE AN ESTABLISHED CLIENTELE 
AMONG HARDWARE WHOLESALERS AND 
JANITOR AND DAIRY SUPPLY HOUSES 
We have an all Aluminum Squeegee, with 





heavy grease resistant rubber blade, brass nuts 
and bolts, a good cast aluminum handle adapter 
and several other outstanding features. The 


reasonable price makes it a good seller. We 
| pay on straight commission basis, and have man; 
territories open. Write today for details o1 
| this item and we will send you a sample of ow 
catalogue sheet, which will help you sell the 
squeegees, and also information on two othe: 
| items which will pay you well. Play-Rite Equit 
|} ment Co., Taylor, Texas. 


Manufacturers Agents Wanted 


Substantial manufacturer of high grade elec- 
trical home appliances desires aggressive sales 
organizations to contact appliance and hardware 
jobbers and dealers. Good line. Good delivery. 


Write APPLIANCE MFG. CORP. 
2914 N. Clark St. Chicago 14, Illinois 











MANUFACTURERS REPRESENTATIVE 
WANTED 


by West Coast Manufacturer to call on Hardware, 
Plumbing, Lumber and Chain Stores. Excellent Op- 


portunity with aggressive growing concern, making 
prompt deliveries. State territory now covered, for 
ow long and lines now carried. 


Address Box L-266, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








OUTSTANDING OPPORTUNITY 
FOR TOP FLIGHT 
SALES REPRESENTATIVES 


Nationally known manufacturer of motor 
equipped Electrical Appliances, includ- 
ing PORTABLE WASHING MACHINE, 
established approximately 60 years, 
seeks Representatives calling on Depart- 
ment, Furniture, Hardware, Electrical 
Appliance, General Merchandise Stores, 
Cooperatives, Electric Companies, 
Chains, Etc. 


ADVERTISING, SELLING AND 
MERCHANDISING AIDS SUPPLIED 


Sectional territories open from Coast to 
Coast to Sales Organizations qualified 
to do an outstanding job. 

For full consideration kindly furnish ref- 
erences, including names of products 
handled, territory, and approximate 
number of active accounts, together 
with recent photo. All replies confiden- 
tial. Our men know of this ad. 


Address Box L-280, care of HARDWARE AGE 
100 East 42nd St., New York 17, N, Y. 
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LONG ESTABLISHED MANUFACTUR | SALESMAN WANTED BY NEW YORK | WANTED—MANUFACTURER’S AGENTS 
on Law RAKES NOW A pA ae WHOLESALE HARDWARE HOUSE to cover| CALLING ON BUILDERS’ HARDWARE 
erature, Catalogs, BUILDING ORGANIZATION FOR SALES | Baltimore, District of Columbia, Virginia, North | CONTRACT DEALERS AND LUMBER 
,to box number DIRECT TO RETAIL TRADE. WISH REP-| & South Carolina, Georgia, Alabama, Michigan | YARDS to sell established line of Casement and 
hied by sufficient RESENTATION IN ALL TERRITORIES. | 2nd Ohio. No objection to non-conflicting side | Storm Sash Hardware. Much good territory 
First class line—good commission. Address Box lines. Write Box L-276, care of HARDWARE AGE, open. Address Box L-179, care of HarpWare 

lished every other L-265, care of HarpwARE AGE, 100 East 42nd | 100 East 42nd St., New York 3, B. ¥. | Acg, 100 East 42nd St., New York 17, N. Y. 
rf close 15 days St., New York 17, N. Y. | a Ray hice amide vis 

ion. s ‘ 

EXPERIENCED SALESMEN FOR OLD ES- = ee ee oe 
e and replies te | TABLISHED NEW YORK CONCERN —/, SALES _REPRESENTATIVE = WANTED. 
SIDELINE SALESMEN TO CALL ON| Hardware, Cutlery, Cook, Restaurant and Butcher | WELL ESTABLISHED MANUFACTURER 
EVERY BUSINESS THAT EXTENDS CRED. | Supplies covering New Jersey, Long Island, Con- AND SALES DISTRIBUTOR of Building 
“J AGE IT TO SELL OUR COLLECTION REMIND- | necticut and Pennsylvania. 7% Commission. Material and Hardware Items is now readjusting 
” ERS. A New Copyrighted Service that enables | Must have car. $12.00 per week car expense. | tertories and representation. We are looking 
ities Dept. the purchaser to collect his own accounts with the | Address Box [L-272, care of Harpware AGE, for experienced representatives who have good 
money coming direct to him. Protected territory. | 100 East 42nd St., New York 17, N. Y. following and understand the building material 
r York 17, N. Y. Write for full information. Continental Service, _____—| and oe wn ye woven se 
/ ’ | Y type of trade covered and territory. adress Dox 
a a a | WHOLESALE HARDWARE HOUSE | [-279, care of Hanpware Ace, 100 East 42nd 

NEEDS SALESMEN TO CALL ON RETAIL | St., New York 17, N. Y. 
SIDELINE SALESMEN WANTED TO| HARDWARE TRADE in Central New York | _ noe, , 

rkiWwer Wanted| SELL NATIONALLY ADVERTISED LINE | State, New England, Pennsylvania, Middle and metas : ie 
— to Hardware Trade, Department, Variety Stores | Southwestern States. Other non-conflicting lines WANTED EXPERIENCED APPLIANCE 
| SALESMEN: FOLLOWING AMONG WHOLE 





may be carried along. Territories fully protected. 


and Others in New York City. Very high com- . J : 
100 | SALERS, sell leading lines of electrical appli 















































LINE, PLUMBING mission basis with repeat business assured. Apply | Address Box L-273, care of Harpware AGE, ; e apy 
IALTIES, calling on only if you have following and will produce rea- | East 42nd St., New York 17, N. Y. ances; hot plates, heaters, irons, fans, toasters, 
s. We can use several] sonable quota of orders every week. State terri- etc. Drawings against commission. Write stating 
‘ountry to sell our line tory you are now covering. Address Box L-262, experience, references, class of et ade and _terri- 
ddress Grace Plumbing care of Harpware Ace, 100 East 42nd St., New | tories familiar with to Box L-264, care of Harp 
ve., Brooklyn 26, N. Y. York 17, N. Y. SALES REPRESENTATIVES aa Ace, 100 East 42nd St., oo York 17, 
H OTHER, IF YOU me 
» SALESMAN, bei BY ONE OF B.A 
RENCES, ANI 
SHED CLIENTELE SALESMEN WANTED IN THE COUNTRY OF FULL LINE DOG FUR. | | SALESMEN WANTED 
HOLESALERS AN . ‘ . esse P NISHINGS AND ACCESSORIES. CHOICE 
bons AND A top quality line of Paint Specialties avail- PROTECTED TERRITORIES OPEN : f ’ i f 
SUPPLY HOUSES. able to live wire salesmen calling on Hardware : Leading manu acturer complete line o 
wd Squeegee, with a Stores. Top commissions, immediate shipments, Address Box 7 of a a a |] leather dog furnishings, has choice pro- 
long w: b age Mn advertised line. Diversified items: All territories | | 100 East 42nd St., New Yor spices aed tected territories oper for men with fol- 
mg jaa, “The ear || lowing. Also distribute high grade line of 
a good seller. We Wrtte Box 6-208, care of HARDWARE AGE || branded paint brushes. Liberal commission. 
basis, and have many 100 East 42nd St., Now Vork 17, W. V. Address Box 1-222. care of HARDWARE AGE 
oday for details on MANUFACTURERS REPRESENTATIVE 100 East 42nd St. New York 17, N. 
you a sample of our 
1 help you sell the CALLING ON PAINT AND HARDWARE 
a eee ee PAINT SALESMEN WANTED STORES, AND LUMBER YARDS WHO CAN | | 
; ee Established manufacturer of full line paints, SELL WHITE HOUSE PAINT. WANTED 
enamels, and variety store items, has terri- BECKER PAINT & VARNISH CO SALESMEN NOW CALLING ON RETAIL HARD- 
+4 * 4 WARE STORES TO CARRY LINE OF PATENTED 
tory open in following states: West New P.O. Box 54, Bay City, Michigan SOrr, ose rete a Sor 
pnts ante York, Pennsylvania, Indien, Kentucky, Vir- |] TURES TO CARRY—STRAIGHT COMMISSION— 
ginia and Wests. Sideline salesmen will be | | |] ALL TERRITORIES NOW OPEN 
t high grade elec- considered. Address ‘ 
H. P. HERZOG COMPANY 
iance and hardware Well established West Coast tool manufacturer will | 666 Lake Shore Drive, Chicago, Illinois 














consider applications from reputable sales representa- 


ine. Good delivery. 
tives for Atlantic Seaboard States, New York State to 








| 
| 
es aggressive sales DONLEY PAINT COMPANY, Cleveland 5, Ohio 




























































































Ze Te cin Florida inclusive, west boundary Indiana, Kentucky, 
’ SIDELINE SALESMAN Tennessee, Mississippi. ee ee [" 7 
y s sentatives ) , Kiccounts Wa nied 
WANTED travelling four ot more mer will be considered. 
Calling on Wholesale Hardware, Plumbin | | Products nationally advertise 
PRESENTATIVE Supply Jobbers, Chain and Department Stores Address Box L-268, care of HARDWARE = es = scdeetiia aia 
) 100 East 42nd St., New York 17, N. HOLD THAT LINE. HOUSEWWARE 
a merchandise > Cvewave, Wemeware, | | LINES SUITABLE FOR JOBBING. RETAIL 
o call on Hardware, end Toy Molds. Prompt Shipments. SYNDICATE AND PREMIUM TRADE 
ve o- my ~ a COMPANY | WANTED FOR THE MIDWEST. Address 
a » aes treet leveland 15, Ohio Box 1-259, care of Harpware AcGez, 100 East 
a re | SOUTHEASTERN STATES | 42nd St., New York i, Be Be 
HARDWARE AGE Manufacturer's Agents. Established | | : 
fork 17, Oi. 1926. Staff of 6 men. Cover trade 4 | | prOR AEL OF NEW ENGLAND—LIVE DE 
Le di WwW + Ss + . | umes yearly. Commission basis. In- | desires One More Good Repeating Major Line 
PORTUNITY a ing ater ys ems quiries invited. of Merit. Large choice clientele consists of the 
Hardware jobbers, larger retailers, mill suppliers, 
McCUTCHEN-SIMPSON, INC. | 8 jobbers, | ailers, ‘mil . 
+ Manufacturer Offers 9822 N. E. 2nd Avenue 38, | + 2 age Ny yey nceiient po 
OPPORTUNITY | Maxwell Lawrence Sales Co., 114 State St., 
Boston 9, Mass. 
turer of motor 
iances, includ- Leading national manufacturer BUILDERS HARDWARE SALESMAN 
4 _ oa of farm and domestic water sys- ey lee os ee 
mopar ih nalionwide dobutin || Gari tete-astme teeaten sees ||! AAANUFACTURER 
= 4 Electrical tems with nationwide distribution Se oy ere ees ce with “= , 
2 ry | ne ve 
Ss offers outstanding opportunity to | | | ‘ompiete information including ace, former employers 
several sales representatives of | | 20d salary expected. ATTENTION 
proven ability og southeastern ae ft York a7 +. 
100 East 42nd St., New York 17, N. Y. 
ING AND ‘ i eae WE COVER RETAIL HARDWARE, 
and middlewestern _ territories. 
S SUPPLIED . petits HOUSEWARE AND VARIETY DEALERS 
ee ee anes © Cae IN ALL COUNTIES OF NEW JERSEY 
rom Coast to of experience in chronological SALESMAN WANTED . 
lons qualified . Pangea eect eter EXCLUSIVE LINE WANTED FOR WARE- 
order, age, marital status and Following among hardware, paint, house- 
ly furnish ref- ] cted, Bil lies held ware and allied outlets vital. Sell manu- HOUSE AND DISTRIBUTION OR DIRECT 
of products ae See . FOpues 2S facturer’s product on a commission basis. FACTORY SHIPMENT 
approximate confidential. Repeat sales make this offer — a ; 
nts, together real future. State experience and other 
< ied. 
es confiden Address Box L-258, care of HARDWARE AGE pete ned ali lata ALADDIN SALES CO. 
100 East 42nd St., New York 17, N. Y. 100 East 42nd St. New York 17, N. Y. 43—14th AVENUE, NEWARK, NEW JERSEY 
\RDWARE AGE 
*k 17, N.Y. 
(Classified Opportunities continued on pages 190 and 191) 
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Classified Opportunities Section... 














Accounts Wanted 


| Accounts Wanted | 








LINES WANTED, IN 


Reliable Hardware Men well 
leading architects and contractors. 
L-256, care of HARDWARE AGE, 
St., New York 17, N. Y. 


BUILDERS SUP- 
PLY, FOR STATE OF TEXAS, by Aggressive 
acquainted with 

Address Box 
100 East 42nd 


LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE By Experienced 
Sales Organization. Well Acquainted with Hard- 
ware, Automotive, Electric Supply Jobbers and 
Chains. Boston Showroom and Warehouse. Dun 
and Bradstreet rated. Address Perkins Sales 
Co., 610 Newbury St., Boston 15, Mass. 





DO YOU WANT VOLUME SALES 


In entire States New York, New Jersey, Con- 
necticut among Syndicates, Hardware, House 
Furnishing, Mill Supply and Industrial Whole- 
salers. Best reference. 


ALLEN SALES CO. 
366 BROADWAY NEW YORK 13, N. Y. 








| _WEST COAST REPRESENTATIVE DE- 
SIRES HANDLING OF GOOD _ LINES 
DIRECT FROM MANUFACTURERS. I am 
in position to give your merchandise every pos- 
| sible advantage including a Los Angeles Show- 
room. If you need a gogetter with a reputation 
I’m your man. Write direct to: Milton R. Field, 
794 South Central Ave., 





THE ANDERSEN SALES CO. 
2832 43rd AVE. SOUTH 
MINNEAPOLIS 6, MINNESOTA 


MANUFACTURERS’ AGENCY 
SELLING IMPORTANT 
MID-NORTHWEST JOBBERS 





YOUNG AMERICAN LIVING IN BRAZIL, 
CONNECTED WITH LARGE BRAZILIAN 
IMPORTING AND EXPORTING HOUSE. 
Interested in contacting Manufacturers and 
| Wholesalers willing to export. Have many out- 
lets for all products. Address Box L-271, care 
of Harpware AcE, 100 East 42nd St., New 
York 17, N. Y. 








NATIONAL DISTRIBUTORS 
Established—Reliable—Aggressive 
ANCO CORPORATION, Pittsburgh 22, Pa. 
Branch Offices 
Gew York - Philadelphia - Detroit - Cleveland - Louisville 


Gomes Gh Gee @ See. We will carry the 
accounts or you can bill direct. 


Write for further information end references. 








ATTENTION MANUFACTURERS 


Export firm with distributors in all major 
countries, desires direct sources of supply for 
Hardware, Plumbing, Electrical, Farm Equip- 
ment, Machine and Hand Tools and House- 
wares. We will carry the accounts and purchase 
on a Cash Basis. 
Address Box L-267, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








ATTENTION MANUFACTURERS 


Would a Permanent Chicago Merchandise Mart Dis- 
play Offer An Advantage to You? Manufacturers 
Agents with Fine Connections for 25 years with 
Jobbers, Department Stores, Mail Order and Chain 
Groups can handle One More Well Established Line 
in Illinois, Michigan, Indiana and Ohio. Direct 
factory representation only. 


Address Box L-260, care of HARDWARE AGE 


| MANUFACTURERS REPRESENTATIVES 

| DESIRE ADDITIONAL QUALITY LINE fer 
New Jersey, Contacting Lumber Yards, Hardware 
Dealers, Mill Supply Houses. Now traveling 
three men. Experienced representation, aggressive 
coverage. Commission basis. Address Box L-211, 
care of Harpware Acg, 100 East 42nd St., New 
York 17, N. Y. 


Los Angeles 21, Calif. | 








MANUFACTURERS REPRESENTATIVE 


Wide personal acquaintance with buyers of 
hardware, sporting goods, variety and drug 
lines in Southwest and Southeast. 18 years' ex- 
perience selling above trade. Excellent ref- 
erences. 


SALES SERVICE CORPORATION 
1115 N. WINNETKA DALLAS 8, TEXAS 














CALIFORNIA—UTAH—NEVADA 


SIX SALESMEN CONTACTING HARDWARE, 
VARIEFY AND AUTOMOTIVE JOBBERS. BEST 
REFERENCES. OFFICES SAN FRANCISCO 
AND LOS ANGELES. 


KING & ANDERSON 
444 MARKET ST. SAN FRANCISCO 11, CALIF. 








EXPORT SALES REPRESENTATION 


Selling Exclusively to Exporters 
WANTED: Hardware, Plumbing, Electrical & 
Farm Equipment, Housewares. From Manufac- 
turers only. We will carry the accounts. Ref- 
erences Exchanged. 


SWALLOW INDUSTRIAL FRSRECTS CO., INC. 
30 Chureh Street ew York 7, N. Y. 








MANUFACTURER’S _ REPRESENTATIVE 

| CALLING ON INDUSTRIAL TRADE in New 

York, Brooklyn and Queens wants Nationally 

Advertised, Established A-1, Long-Term Products, 

with protected territories, contract. Replies con- 

| fidential. Address: Allied American Products, 30 
Church Street, New York, N. Y 





MANUFACTURER’S REPRESENTATIVE, 
| OFFICE IN SPOKANE, traveling Washington, 
Oregon, Idaho and Montana, wants One or Two 
| Additional Direct Factory Connections to round 
out line. Following among hardware, department, 
| variety, and farm equipment jobbers and retailers. 
Address Box L-269, care of Harpware AGE, 
New York 17, N. Y 


| 100 East 42nd St., 
| 





SAINT LOUIS SALES 
WANTS FACTORY LINES ON COMMIS- 
SION, housewares, electrical, hardware, wheel 


ORGANIZATION, 





100 East 42nd St., New York 17, N. Y 








4 

Attention Manufacturers 
Sales organization calling on hardware distrib- 
utors and major retail key accounts in New 
ag New York, New Jersey, Pennsylvania, 

, Del., and Washington, D. C., is seeking 
another good Hardware Line. We are partic- 
ularly interested in Door or Window Hardware, 
but will consider other lines of merit. 

Address Box L-235, care of penevent AGE 
10@ East 42nd St., New York (7, N. Y. 








goods, toys, cutlery, specialties, for jobbers and 
large retailers. State proposition and particulars. 
| Harry Rettaire, 1125 Claytonia Terrace, St. 
| Louis, Mo. 





ATTENTION FURNITURE AND HOUSE- 
| WARES MANUFACTURERS. Manufacturers 
Representative contacting Jobbers, Chain and De- 
| partment Stores desires reliable manufacturers 


——— to represent in West Virginia and | 


Eastern Ohio, — Write P. O. Box 174, 
} 


| Huntingdon, W. 


| 





WISCONSIN AND UPPER MICHIGAN DIS- 
TRIBUTOR AND MANUFACTURERS’  REPRE- 
SENTATIVE WANTS MORE ACCOUNTS. NOW 
TRAVELING 8 MEN NOW CALLING ON ALL 
HARDWARE AND FARM STORES IN ABOVE 
TERRITORIES. ADDRESS 


FRITZ HIGGINS & ASSOC. 
259 E. WELLS ST. MILWAUKEE, WIS. 











PACIFIC COAST REPRESENTATION 


ESTABLISHED MANUFACTURERS’ AGENTS, 
SELLING HARDWARE AND MARINE 0 
COVERING CALIFORNIA, OREGON AND Wask- 
INGTON. WRITE US. 


KING, SHEA & POSTON 
©04 Mission Street, San Francisee 5, California 














HARDWARE MAN 


Have 20 Years’ Experience in Builders Hardware and 
Mill Supplies — now own Large Wholesale Mill 
Supply Business whieh | will sell—seek to represent 
r in the yy education 

and appearance—well-known in and near New York— 
belong to most hardware At Lit travel In 
my own car within 500 miles of N. Y. 

Address Box L-203, care of HARDWARE ‘aoed 

100 East 42nd St., New York 17, N. Y. 











ployer and employee. 





FOLLOW THE LEADER IN 


Year after year HARDWARE AGE has led its field in the 
volume of classified as well as display advertising. Its 
classified columns bring together buyer and seller, em- 


H A R D WA R E A G E Classified Opportunities Dept. 


"Want Ad" 


Those who contact the hardware trade know from experi- 
ence that HARDWARE AGE is the logical medium to use 
to secure RESULTS from their classified advertising. 


Follow the leader. 





100 East 42nd St., New York 17, N. Y. 


ADVERTISING — 

















HARDWARE AGE 





JUNE 























PRESENTATIVE 


nce with buyers of 

variety and drug 
theast. 18 years’ ex. 
ade. Excellent ref- 


SRPORATION 
DALLAS 8, TEXAS 


Classified Opportunities Section... 














| — fxccounts Wanted 


|] Positions Wanted | | Burriness Opportunitien | 





COLOMBIA, SOUTH AMERICA. ATTEN- 
TION MANUFACTURERS AND _ EXCLU- 
SIVE EXPORTERS: After seven years spent 
at the above place representing leading hardware 
companies and one year in New York, I am re- 
turning to Colombia, S. A. I' desire to represent 


Well Established Manufacturers and Exporters of 
Hardware, Tools—(All Kinds), Automotive 
Parts, ete. References furnished. Write stating 


lines and particulars to Victor A. Frank, Box 
L-261, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 








HNEVADA 


TING HARDWARE, 


VE JOBBERS. BEST 
SAN FRANCISCO 
ERSON 


ANCISCO 11, CALIF. 








RESENTATION 
fo Exporters 


ibing, Electrical & 
es. From Manufac- 
the accounts. Ref- 


jODUCTS CO., INC. 
New York 7, N. Y. 








| . Positions Wanted | 


POSITION WANTED AS GENERAL MAN 
AGER FOR WHOLESALE OR RETAIL 
BUSINESS, appliances, housewares, hardware, 
preferred. Married, 31 years of age, 12 years’ 
experience in buying and selling wholesale and 
retail, and in handling large volume and per- 
sonnel. Can start July ist. Address Box 174, 
Walton, Indiana. 








HARDWARE MAN WITH 30 YEARS’ EX- 


MANUFACTURER’S REPRESENTATIVE 
WITH FOLLOWING among furniture, hard 
ware and building supply jobbers, chain and de 
partment stores throughout New England desires 
to contact an established manufacturer in need of 
able and thorough coverage in this territory. Ad- 
dress Box L-154, care of Harpware AcGeg, 100 
East 42nd St., New York 17, N. Y. 





POSITION WANTED. MAN 42, GOOD AP. 
PEARANCE AND WELL SPOKEN, thoroughly 
experienced in hardware, mill supply, house- 
furnishings line, desires Connection as Salesman 
in New York Metropolitan District. A conscienti- 
ous worker and asset for established organization. 
Salary or drawing account to start; future com- 
mission arrangement. Address Box L-270, care 
of Harpware AGz, 100 East 42nd St., New 
Yast 17, KB. ¥. 





[ Business Opportunities | 





CHICAGO AREA, WELL 
COMBINATION HARD- 
BOTTLE GAS, PLUMB 


FOR SALE IN 
ESTABLISHED 
WARE, APPLIANCE, 





ING AND HEATING BUSINESS. Net sales 
1946—% million, 1947 ahead of 1946. New fully 
modern building 7,200 sq. ft. floor area, full 
basement. Included is store next door, 3,000 sq 
ft. with ™% basement, and modern 7 room house. 
Business located in rapidly growing area with un- 
limited possibilities. Nationally advertised fran- 
chised merchandise. Amount required abut $250.- 
000. Owner forced to sell due to ill health in 
family. Address Box L-274, care of Harpw ARE 
AGE, 100 East 42nd St., New York 17, N 

3/16" x 14" SOLID RIVETS; I" BAG SNAPS; 
9/16" and '/" x 1/16 WALL BLACK RUBBER 
TUBING; #4 AM. CHAIN (II" LENGTHS); 


#6 WIRE SCREW HOOKS; #17 & 18 RUBBER 
CRUTCH TIPS; “'S"" HOOKS; LARGE QUAN- 
TITIES & LOW PRICES. 

NORTHWEST JUVENILE MFG. 
236 EAST 9th ST. ST. PAUL 1, MINN. 








PERIENCE in Buying, Selling and Wareh 
of hardware, tools. electrical and automotive 
equipment, insulation, steels, pipe amd pipe fit- 
tings seeks position as warehouse or retail store 
manager in New York Metropolitan Area. Can 
plan and layout storerooms, warehouses and tool 
cribs. Supervised handling of above lines and 
laying out storerooms and warehouses for large 
shipbuilding firm during war years. Previously 
operated own retail hardware business. Address 
Box L-218, care of Harnpware Acr, 100 East 
42nd St., ‘New York 17, N. Y. 








CLOSING OUT 


30,000 GALLONS BRIGHT RED BARN 
PAINT. CAN SHIP IN ANY SIZE CON- 
TAINER YOU DESIRE, PROMPT DELIVERY. 


BECKER PAINT & VARNISH CO. 
P.O. Box 54, Bay City, Michigan 








WE OFFER FOR SALE 
COMPLETE TOOLING FOR THE 
PRODUCTION OF: 

1. NIGHT LATCHES 
2. SCREEN DOOR LATCHES 
Tooling consists of match plate production patterns, 
diversified stamping dies and necessary jigs. Some 
stamped and production parts also available. All 
tools almost new. Best offer will take the lot. 
Address Box L-277, care of HARDWARE AGE 








100 East 42nd St., New York 17, N. Y 











MICHIGAN DIS-~ 
CTURERS' REPRE- 
ACCOUNTS. NOW 
CALLING ON ALL 
TORES IN ABOVE 


& ASSOC. 
MILWAUKEE, WIS. 








RESENTATION 


POSTON 
wisee 5, California 








MAN 


uilders Hardware and 
woe Wholesale Mill 
sli—seek to represent 
East—good education 
and near New York— 
oe travel In 


pape rane aes 
fork 17, 


ING — 


from experi- 
edium to use 
advertising. 














7, N. Y. 
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> 
Recently Off the Press! 
The 18th Edition of 
The most complete and authoritative list of 
WHOLESALE HARDWARE HOUSES 
We have yet published 
INDISPENSABLE for contacting the Wholesale OBVIOUSLY useful information for calling on Job- 
Hardware Houses in the United States and Canada. bers—in making credit arrangements and in Direct 
GIVES THEIR NAMES AND ADDRESSES— Mail Sales Promotion Advertising. 
CAPERS LES rape yr mes IT ALSO CONTAINS SEPARATE LISTS OF 
TORIES COVERED—NUMBER OF MEN TRAV- MILL SUPPLY DISTRIBUTORS — PLUMBERS’ 
ELLED — WHEN THE BUSINESSES WERE AND TINNERS’ SUPPLIES JOBBERS—MANU- 
ESTABLISHED—AND THE NAMES OF THE FACTURERS’ AGENTS — HARDWARE CHAIN 
OFFICIALS AND BUYERS. STORES — HARDWARE ASSOCIATION LISTS. 
These lists are needed by all who sell through Hardware. Channels 
Price is $15.00 a copy—REMITTANCE WITH ORDER 
100 EAST 42nd STREET, NEW YORK 17, N. Y. 
* *« 
191 




















































‘“Flo-ter’’ COVERS +: 
COLORED yes * 







PROFITABLE 
PLUS—SALE! 


Made in California by 


FLORENCE TEXTILE PRODUCTS 

1178 So. La Brea Ave. 
Los Angeles 35, Calif. 

Registered trade mark of Corning Glass Works 














CUSTOM MADE 
~ WOOD, STEEL & ALUMINUM 


Made to measure 


ANY SIZE—ANY COLOR 


10 DAYS TO 
2 WEEKS DELIVERY 
Excellent mark-up. 
A sure profit maker 


Sead for Felder "*H*" 


7 - Stober Manufacturing Co. 
Brooklyn 16, M. ¥. 








ons CO - te 


TRU: TEST °° Pow ‘chen St. “chicas § 








Gene" DOMES 2 SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 





Ask your Jobber 


DOMES of SILENCE, Inc., 35 Pearl St., 











OQndex Slo Adwertisen 





A 


Acme Products Co. 
Acme Shear Co. 
Adirondack Chair Co. 
Advance Glove Mfg. Co. 
Air Express Division 


Aluminum Company of America.. 


Aluminum Cooking Utensil Co. 


American Chain & Cable Co. ... 


American Chemical Paint Co. 


American Extruded Products Co., 
Inc. be eine wediewmiaimeneeten 


DAL wesacatabeocusenencne 
Aataiienn Mfg. Co., Inc. ... 
American Pad & Textile Co. 
Armstrong Bros. Tool Co. ... 
Artcraft Venetian Blind Mfg. Co. 


Artistic Wire Products Co., Inc. . 


uro Mfg. Corp. - 
utomatic Products Co. 
Autoyre Co., The 


>> 


Bana Company ...... 
Bassick Co., The .. 
Berkshire Paint Co. .. 
Binswanger-Henkin Industries 
Bird & Son, Inc. ... 
Briddell, Inc., Chas. D. 
Brooks & Sons, M. S. 
Buffalo Bolt Co. 


c 


Cadie Chemical Products, Inc. 
Camillus Cutlery Co. 

Carborundum Co. 
Casein Company of America ..... 
Celanese Corp. of America ..,... 
Celco Sales Corp. 


Central Rubber Products Co., Inc. 


Champion Outboard Motors Co. 
Chefford Master Mfg. Co., Inc. 
Cheney Industries, Inc. 
Cleveland Chain & Mfg. Co. ... 
Coffee Advertising Council ...... 
Co'dwell-Philadelphia Division 
Cole-Sewell Engineering Co. 
Coleman Co., Inc., The ........... 
Columbian Rope Co. 
Columbus Plastic Products, Inc. . 
Congoleum-Nairn, Inc. 
Connecticut Valley Mfg. Co. 
Continental Plastics Corp. 
Cook Co., H. C. .... 
Corbin Screw Corp. . 
Corning Glass Works 
Country Gentleman ... 

Cox Metal Products Co. 
Cramer Mfg. Corp. 
Crescent Bronze Powder Co. 


D 


Damascus Steel Products Corp. 
Davidson Mfg. Co. ..... 
Dearborn Stove Company 
Delco Appliance Division 
Devoe & Reynolds Co., Inc. 
Dobbins Mfg. Co. 

Domes of Silence .. ae 
Dominion Electrical Mfg., Inc. ... 
Dow Chemical Co. 
Dunbar Glass Corp. 


Dunton Co., M. W. . 
Durbin-Durco 
Durham Co., Donald 


- 185 Gilmer Co., 


. 171 | Lufkin Rule Co. 


. 170 Lynn Products Co., Inc. 


. 185 E-Z Do 
. 129 | Eagle Mfg. Co. 


176 | Edlund Co. 


. 154| Empire Stove Co. 


139 | Estate Heatrola Division 
8-9 | Evans Products Co. 
27 | Everedy Co., The 


F 
Ferris Factories, Inc. 


181 | Ferry Cap & Set Screw Co. 
176 | Florence Stove Co. ......... 


_ 115 | Florence Textile Products ........ 


164 | Formica Insulation Co. 
145 | Franklin Glue Co. 
194 | 

159 

58 | 6 
L. #. 

Goulds Pumps, Inc. 
Gray & Dudley Co. 


Great Neck Saw Manufacturers, 


Inc. 


167 
160 | H 


. 150 | 
. 183 Hampden Watch Co. 


6| Hanson Scale Co. 





129 | Hapco 
. 176 | Harris, ee ‘ 
121 | Hastings Canvas & Mfg. Co. ... 
Hazard Insulated Wire Works 
Heller & Co., W. C. 
Henry Mfg. Co., J. T. 
| Home-Craft Electronic Products 
| Horton Mfg. Co., The, Bristol, 
.. 185; Conn. ses 
_. 184| House of Cutlery, Inc., The Div. 
16-17| of General Paints, Inc. 


118 | Hoyt & Worthen Tanning Corp 
7 | 


- 


176 | 

114 | ideal Brass Works 

60 | IIlinois Lock Co. 

185 Ingersoll Steel Division 

97 Ingraham Co., The E. 
24 Inter-Coastal Co., Inc. 
36 International Steel Wool Corp. 


. 134 


117 | 
153 J 


50 


49 | Jacobus' A. G. 


Sons, Inc., 


e 169 | Jo Manufacturing Company 
. 163 | 


57 | K-D Mfg. Co. 
20 | Kay-Tite Cc. 


1799 Kingston Products Corp. 
. 155 | Klein & Sons, 


Mathias 
65| Knapp Foundry Co., Inc 
Kordite Corp 


L 


175 | Lasting Products Co. 
166 | Lebus Rotary Tool Works 
59 | Lehr Equipment Sales, Inc. 


. 101 | Levy Sons, Inc., |. 
103 | Liberty Distributors ... — 
. 131 | Charles H. Lilly Co : 
. 192 | Lincoln Metal Products Co. ; 
56 | Lindemann, A. J. & Hoverson Co 


157 | Locke Stove Co. 
22 | Lockwood Hdwe. 


166 Lurie Hardware Co., Inc. 





HARDWARE 


AGE 


185 
171 
194 


1% 
12 
135 


2! 
133 
113 


33 


. 164 


187 


184 
4l 
109 
184 
43 
187 
i23 
71 
141 
176 
130 











— 


Mac 
Maj: 
Mak 
Mar 
Mar: 


Mas’ 
Mast 
McG 
McK 
Metc 
Mille 
Mille 
Mille 
Minu 
Molir 
Muli 
Myer 


Natic 


Natic 
Natic 
Neats 
Newe 
Newt 
Nobli 
North 


Ocear 
Okoni 
Oster 

Owen: 


Parker 
Pearl- 
Peck, 
Pecorc 
Peerle 
Pekin 
Pennsy 
Perfec 
Perfec 
Peters 
Petrol 
Phoeni 
Pilgrin 
Plymou 
Poloro 
Portab 
Proctor 
Purozol 


Quaker 


R.P.M. 
Railway 
Rain-Be 
Rainbo 
Reardo| 
Red D 
Reed 
Reflect! 
Republi 
Rex C 
Rival 
Rollfas 
Rop-Ld 
Ross Q] 
Russell 


JU 
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nkinenn | Qudex Slo Adwentisew |The Only CAULKING GUN 
——— — | ° . 7 
: with a Lifetime Guarantee 
195 M & H Laboratories, Inc. ...... 176 Safety Belt Lacer Co. .. 180 | 
171 Magor Car Corp. ... 138 Safeway Chemical Co. . 185 | 
ve 194 Majestic Co. see: -++--+ 186 Save Lamp Co. ....... . 176 
Co ; 8 Make-A-Lite Division isavememen 60 Sealright Co., Inc. ... . 4) For Cartridge or Bulk 
Saat ae Markwell Mfg. Co., Inc. ....... i82 Select Distributors ... nc Compounds 
ia Division 1% Immediate 
ites, agian Sia ; Marshalltown Trowel Co. ... 184 Sharon Bolt & Screw Co. 158 Sathine Precision made with all working 
os hoa 135 Martin-Senour Co. ....... ...e+. 32. Sheffield Bronze Paint Corp 46 | parts accurately machined. *Extra 
Mast-Foos Mfg. Co. 186 Shelton Plane & Tool Mfg. Co.... 171 | roo Rta ll ee, 
i TN, i viekscsaeneees 5 Silex Co., The sees i ee oils. *Available in three sizes— 
F McGill Metal Products Co. ..... 163 Sisley Products, Inc. . 186 6%”, 10” and 15”. List prices— 
McKee Glass Co. ‘ ..ee. 99 Socony-Vacuum Oil Co., Inc. . * $6.50, $7.50, $8.50. Write for discounts. 
a ili cs stows oct Metaloid Co., The ............. 175 | Solar Electric Corp. ... . 172 = ee => ee oe ee =a SS 
et Screw Co. .. 18 Mille Lacs Lake Spinner Co..... 55 South Bend Toy Mfg. Co. . 143 fifty cents. 
eer 2 Miller, Inc., Robert E. .......... 192 | Southern Aircraft Co. @.... . 4 WESTERN RESERVE MFG. CO., 3715 E. 93rd St., Cleveland 5, Ohio 
eee 192 Millers Falls Co. ... .. 52) Spar-Tex Co., The ... ....172, 174 
PT in cezees @ Minute Mop Co. ................ 185 | Speedway Mfg. Co. —— 
ery ; 183 Moline Iron Works 131 | Stelray Metal Products, Inc. . 182 
Mullins Mfg. Corp. ............. 26 Sterling Lock Co. .. . 173 
Myers & Bro. Co., F. E........... 161 | Stewart Iron Works Co., Inc.... 163 
ad Stober Mfg. Co. ......... oo. 
e: ; 2 . Sun Metal Products, Inc. ........ 177 
i 133 N Super Mig. Ca, ........00000000 127 
yp Co. ...... 113 National easiniatie & enitaatiog pot —— . -.: Mfg. 7 
Saw Manulecturers, el nidgaescusperatesas trees 54 
neti 165 National Lock Co. .............. Bi Series eoceneetbnent tens wee 
National Mfg. Co. ......... 7a _- 
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ich Co. . Newton Line Co., Inc. .......... 193 
Co. 174 Noblitt-Sparks Industries, Inc.... 63 T 
i> is ne North Bros. Mfg. Co. ........++. 140 | 
rat ta ot ae siee a — GO csccvee QI 
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«Sycneanell * 7 O Templeton, Kenly & Co. _ 174 :} Cop go) A VELOCIPEDES 
Ww. C. .. 19 Ocean City Mfg. Co. ........... 35 ba ee nw = reemeees Mar- 177 | ROLLER SKATES Scuce 1895 
p., J.T. .. 183 Okonite Co., The ..........+s00e- 62 Tru-Test, Division of Oakes & Co. 192 | D. P. HARRIS HDW. & MFG. CO., INC. - ROLLFAST BLDG. - NEW YORK, N. Y 
ectronic Products .. 146 Oster Mfg. Co., John ........... 177 Turnbuckles, Inc. ...... _. 187 
Co., The, Bristol, e Owens-Corning Fiberglas Corp... 4 
ery, Inc., The Div. 
aints, Inc. ... ~ P . U 
in Tanning Corp ... 174 
Parker Hardware Mfg. Corp., S$. 149 | Union Hardware Co. 167 
Poari-Wictk Gore. .....cccccccecss 39 Universal Metal Products Co. 159 
| Peck, Stow & Wilcox Co. ........ 186 
Ree 183 a 2 Se ee 
ee ans ae Peerless Industries ........ . 193 ¥ 
tan. o. ccccsc SN Pekin Specialty Co. ........ . 182 
a él pemmpreme Taher Go. ...-.--- 3 \witertion Squipment Co. ........ 1 
a “es 134 Perfection Automatic Machine Co. 187 Vaughan Novelty Mfg. Co. 173 
teel Wool Corp. .. 174 Perfection Stove Co. Peer nernae SI Victor Mfg. Co., R. C.... ll] == 
Peters Cartridge Division - * Visar Brass Mfg. Co., Inc........ 181 =—— 
g- ' 
Petroleum Solvents Corp. ....... 187) weer tool Co. 136 ——— 
J Phoenix Table Mat Company..... 178 —— 
Pilgrim Oil Burner Mfg. Co..... 184 Zs 
Inc., A. G. <a Plymouth Cordage Co. ; 187 EZ 
ing Company .. 164 Poloron Products, Inc. ‘cisaea We Ww ZE= 
Portable Products Corp. ........ 26 ———- 
K Procter Gleciic Co. .....cccccee 23 | Wagner Mfg. Co. seve 19S So 
PN SIDS. a orecewscsxccninuses 5g | Warp Bros. ... : pie 
187 Washburn Co., The .. aad 34 
mae dios “ Western Reserve Mfg. Co........ 193 | 
ep ° “ee ae... 0 
+. eatoeunts a Quaker Mfg. Co. . ee. Bug-Bomb ......... . 151 
} &e., Ine ; ' Winchester Repeating Arms Co.. 167 
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Inc. - ; 
. Wissota Mfg. Co. , ; . 137 IT SPRAYS! ER 
L R.P.M. Mfg. Co. ... : 157 Wood Shovel & Tool Co... . 66 IT MISTS! 
Ss 4 Railway Express’ Agency 139 Wooster Brush Co. wees - 2 < “CONVERTS YOUR 
a. Nilesh 187 Rain-Beau Products Co. ......... 142, Wright Steel & Wire Co., G. F. 169 IT AERATES! HOSE TO A 
t Sales, Inc. 184 Rainbow Putty Co. .. re - 
de, al Reardon Co., The 119 LAWN SPRINKLER 
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» Co (area Reed & Prince Mfg. Co. ...... 53 
Dielielite ‘ie,  / Reflecto Letters 143 X-Acto Crescent Products Co., 
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GooD To KNOW 


FACT: The Edlund Junior Can Opener is the fastest 
seller in the popular price 
field. RESULT: Quickest 


turnover, increased profits 







Consistent national adver- 
lising and a_ five-year 
money-back guarantee are 
but two of the reasons that 
put and keep the Edlund Junior in the top spot. 


Think of 





BETTER KITCHEN TOOLS 


Can Openers * Egg Beaters * Jar Openers * Bottle Openers 


EDLUND COMPANY, BURLINGTON, VERMONT 














A QUICK MOVING ITEM! 
EP) qorors 


Sos a 

Tm| TRANSPARENT 

a PLASTIC 
@coror 


SELECT SHAKER... quality combination 
SALT and PEPPER SHAKER 


.. with cover and base in six attractive 
colors and barrel of transparent plastic. 


Imagine 


SALT « PEPPER 


ALL IN 


ONE 


SHAKER 












ce LORS Just a twist of the cap will give you Salt, 
ptr! another turn, Pepper. SELECT SHAKER 
White repels mvisture, is non-breakable, and 
© Blue will not spill when cover is in closed po- 
e Yellow sition, SELECT SHAKER is a “must” for 
© Green camping, picnics, barbecues. Adds color 
Amber to breakfast or luncheon table. A tast 
also seller. Packed assorted colors. 
Mottled Blue ; 
Mottled Red ‘Write us for discounts and further details. 


SELECT DISTRIBUTORS 


2023 Webster Street * Oakland 12, California 


Order NOW for Your Summer Outdoor Living! 













Plastic ROTO-TRAY cannot freeze 
to ice compartment 


just Jecet 
Easiest, fastest ice cube release 
ever made 


they're Out 
one—or two—or all—as many 
@s you want 
and Dry 


no running water—no wet hands 
—no melting or loss of size 


CE CUBE TRAY 
OF TOMORROW 


Here is the newest, most useful home accessory in years. ROTO-TRAY 
is all plastic—flexible—has none of the disadvantages of metal or rubber. | 
No sticking—no chopping—no melting. No running water—no ice cubes 
all over the sink. Just twist the tray and out they pop—as many as you want 
and no more—FULL SIZE Clean and dry, and easy as pie! 
ROTO.-TRAY is fast-selling, profitable, patented, absolutely tops in 
its field. Your efforts backed by attractive packaging, promotional lit- 
erature, nauonal advertising, a counter-display-demonstrator that tells 
the story for you. ROTO-TRAY retails for $1.95. Inquiries invited 


REPUBLIC MOLDING 


CORPORATION 


. 
Copyrighted 1947 R. MLC. 4647 W. LEXINGTON AVE + CHICAGO 44, ILL 


194 












BECAUSE THEY ARE MADE BETTER 


WIRE DISH DRAINERS 4. 


SELLS 
ON SIGHT and 
NOW you can 
have all you want 
eMade of heavy stee! 
wire. @ All electric ld 
ed. @ Bright nickel finish 
(= ee me 4” deer 
Separate compartment for silver- 
MORE usable } 


saucers 


ware 
ups 
Mimmum package 3 dozen, Shipping Weight! 60 Ibs 
FO. B. East Hampton. Conn. %$/.80 per dozen 


200 Sth Ave. Room 208 
205 W. Lombard $ 


New York Sales Ofhce 
Balumore Sales Office 


ARTISTIC. WIRE PRODUCTS CO. 


EAST HAMPTON, CONN. 
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RadDeowlY does it again=- 


These post war engineering wows 
put past Fencer performance in 
the past tense... 


At long last! 
RED DEVIL No. EF2 


Combination 


BATTERY and HIGH LINE 


ELECTRIC FENCER 


Switch from high line to battery at 
will. High voltage with low amper- 


age makes for more efficient control 


of live stock by means of a single wire 


fence — without physical or mental 


harm to livestock or humans. 


Comes completely packaged in 


strong carton including all necessary 


equipment and instruction sheet and 


diagram. 


This is a really SHOCKING STORY 


Yes, RED DEVIL does it again. The exclusive INTERMITTENT 
SHOCK—with safety—that made the EF1 the most popu- 
lar battery operated ELECTRIC FENCER, has now been 
perfected for high line operation. 

The NEW EF2 can be instantly switched from high line to 
battery operation should power line fail or if transferred 
to remote locations. 

The INTERMITTENT SHOCK is timed like a pulse beat—it greatly increases 
the effectiveness of the shock while eliminating the dangers of steady shock. 
This on-off, on-off action is controlled by a new “wheel” type contact (the 
only moving part). Current is only used instantaneously—centrifugal force 
does most of the work, making Red Devil FENCERS the least expensive 


to operate. 
Strong glass top is sealed to prevent tampering and bar elements. No 
radio interference. Nothing to oil or grease. 


Remember dealers who stock fencers are bound 
to sell wire, fence posts and lots of other equip- 
ment — so write for further facts. 


A Product of 


Red Devil Tools. 


Since 1872 IRVINGTON 11, N. J., U. S.A. 





For Safety Sake! 


RED DEVIL No. EFI 
Battery operated 
ELECTRIC FENCER 


A real "juice miser." Uses any 6 
volt hot shot battery. Absolutely 
safe. Ideal for remote pastures, or 
where power is not available. 
Shipped complete in strong car- 
ton including all necessary acces- 
sories (except battery), instruc- 
tions and diagram. 

















MODEL E 1046 

Capacity, 20 cu. ft., 700 to 875 
Ibs. of food, 98%” long, 33%” 
high, 29%4"" wide. 22” doors. 








CASH IN ON THE TREND TO LARGER UNITS: 


You'll be in the driver’s seat with THREE all-purpose sizes 
when you stock ESTATE Home Freezers! No “single-size”’ 
selling...no lost sales. There’s a 29, 12, and two 6 cubic foot 
units. You can slant your sales story to your customer’s needs 
..-and tell it with redoubled confidence because ESTATE is 
backed by over 104 years of 


a name they know and trust... 
enthusiastic consumer acceptance. 


6 CUBIC FOOT MODEL 


AND WHAT A SALES STORY...ESTATE’s exclusively. 
Hermetically-sealed compressor units in every size... with 5 
year warranty! Advanced styling! Quality construction! Com- 
petitively priced... with generous profit-piling mark-up for 
you. Just add ESTATE to your own salesmanship and you've 
got the biggest appliance opportunity in years! 
Get in touch with your ESTATE representative. Or write for 
details. But do it now... the market’s HOT! 


iL STAT £ 


200-250 Ibs. of food, 4612” 
long, 37%" high, 294” wide, 
22” door, Model E 346. 


COMPANION MODEL 
Capacity, 6 cu. ft. 
12 CUBIC FOOT MODEL 200-250 Ibs. of food. 
400-500 Ibs. of food, 745s” long, 
35%" high, 29%” wide, 22” 
doors, Model E 746. 


_ Zt 


ESTATE HEATROLA DIVISION 
NOMA ELECTRIC CORPORATION 
Executive Sales Offices: 

55 West 13th Street, New York 11,N.Y. 





TS: 


's exclusively. 
ize... with 5 
uction! Com- 
mark-up for 
p and you’ve 


Or write for 
tarket’s HOT! 





